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Mortgage Commission 
Will Permit Agents 
To Retain Business 





Barker Confers With Brooklyn 
Committee Following Protests 
Made by the Producers 


NO DISTURBANCE SOUGHT 
ission, However, May Use a 


Selected List of Brokers on N. 
Y. Mortgage Insurance 





As a result of continued complaints of 
local agents in Brooklyn that the State 
Mortgage Commission of New York has 
been diverting business upon renewal to 
certain preferred agencies, a committee 
of insurance men acting for the Brook- 
lyn Chamber of Commerce met last 
Thursday with Chairman Wendell P. 
Barker of the State Mortgage Commis- 
sion at the commission’s headquarters in 
New York City. There Mr. Barker said 
that he had always sought to protect the 
local agents’ business and he assured the 
committee that the insurance on prop- 
erty mortgaged with title and mortgage 
guarantee companies now in the hands 
of the Mortgage Commission for rehabil- 
ilation, reorganization or liquidation 
would remain upon renewal with the 
same agents and companies. 


Barker Reassures Agents 


Some weeks ago agents and brokers in 
Brooklyn charged that the Mortgage 
Commission’s insurance department was 
placing the business, which it controlled 
by virtue of its supervision over loaning 
companies now in financial difficulties, 
with a selected group of brokerage 
houses and agencies, to the detriment 
of brokers and agents in general who 
heretofore had handled this insurance. 
Mr. Barker then said that the commis- 
sion had problems enough in connection 
with the mortgage companies themselves 
without trying to control the placing of 





msurance on hundreds of individual 
nsks, and that the commission would be 
directly interested only where there were 
foreclosures of mortgages or assignment 
of rents. In other words, where control 
of the insured property passed from the 
hands of the former assured to the Mort- 
gage Commission. Mr. Barker said then 
and now repeats his principle of spread- 
Ing insurance as widely as possible and 
keeping it with agents who originally 
Produced the business. 

The committee which called upon Mr. 
arker consisted of three insurance men 
with Brooklyn interests. Benjamin W. 
(Continued on Page 28) 
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PHOENIX 


Assurance Company, Ltd. 
of London 


55 Fifth Avenue, New York 


Metropolitan-Suburban and Brokerage Dep’ts. 
90 Maiden Lane 


1782 - - 1935 


Time-tested Depression-proof 
PHOENIX 
Indemnity Company 


55 Fifth Avenue, New York 


Metropolitan Department, 90 Maiden Lane 
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Theodore Roosevelt 


That mighty hunter and masterful manager of men, Presi- 
dent Theodore Roosevelt, said this in telling of a hunting trip 
in the wildnerness:— 


Day in and day out we plodded on. In a hunting trip the days 
of long monotony in getting to the ground, and the days of unrequited 
toil after it has been reached, always far outnumber the red-letter days 
of success. But it is just these times of failure that really test the 
hunter. In the long run, common-sense and dogged perseverance avail 
him more than any other qualities. The man who does not give up, 
but hunts steadily and resolutely through the spells of bad luck until 
the luck turns, is the man who wins success in the end. 


“Hunts steadily and resolutely through the spells of bad 
luck until the luck turns’—how perfectly this success formula 
fits the life underwriter today! 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 
PHILADELPHIA 


Independence Square 








Occupation Committee 


Surveys Some Current 
Trends In This Field 


Revival of Racing and Hazardous 
Amateur Sport Activities Get 
Attention 


HOW COMMITTEE FUNCTIONS 


Home Office Life Underwriters 
Association Meets in New York 
Yesterday and Today 











The Occupation Committee, an organi- 
zation which antedates the Home Office 
Life Underwriters Association but is 
now a division of that association, met 
Wednesday in New York City to discuss 
problems in occupational underwriting of 
special current interest. Morris Pitler 
of the Mutual Life, chairman, presided 
at the meeting which attracted many 
members of the larger organization 
of Home Office Underwriters which met 
at the Waldorf-Astoria yesterday and 
today. 

The Occupation Committee was organ- 
ized in 1926 and for a number of years 
met informally twice a year at different 
home offices of member companies. 
Whereas the early meetings brought to- 
gether only nine or ten members the 
recent have attracted from 
eighty to ninety underwriters. With the 
formation of the Home Office Life Un- 
derwriters Association in November, 
1930, the Occupation Committee became 
affiliated with that group and for a while 
held its meetings at the same time. Now 
the practice is for the committee to hold 
its meetings on the day preceding the 
general session, 


meetings 


Ten Companies on Committee 


The work of the Occupation Commit- 
tee is held in high regard among organi- 
zations in the insurance business. It 
meets not as a rating board but chiefly 
for the exchange of ideas on occupa- 
tional underwriting problems. Its opin- 
ion is sought by other underwriters but 
since it does not sit as a committee, 
these requests are usually directed to 
and answered by individual members of 
the group. Its discussions are available 
in the proceedings of the association. 

The ten companies which hold official 
membership on the committee are the 
Metropolitan, New York Life, Equitable, 
Prudential, Mutual Life of New York, 
Aetna Life, Travelers, John Hancock, 
Penn Mutual and Provident Mutual. R 
J. Vane, supervisor, occupation rating, 
Metropolitan Life, was first chairman of 
the committee. 

While in recent years a large part of 
the Occupation Committee’s meeting has 
been devoted to discussion of problems 
encountered in underwriting risks con- 
nected with the retail sale of alcoholic 

(Continued on Page 17) 
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“I was in the neighborhood and thought I’d drop in” 


Do you “drop in” for a visit, or call by appointment? Does the prospect turn down the 
“audit”,—disregard his own old age and positively refuse to consider the likelihood of his 
dying tonight? Is it because his attention has not been called to the life insurance he 
has and what he can accomplish through— 


THE NEW “COMPRESENTATION’ 


AVAILABLE ONLY AT 





The NEW Pershing Square AGENCY 


100 E 42d St 


Massachusetts Mutual Life Insurance Company 
LLOYD PATTERSON 


GENERAL AGENT 
ASHLAND 4-8610 
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MEMOIRS of WILLIAM ALEXANDER 


Distinguished Educator and Equitable Secretary Thought His First Job With 
Society Sixty-Six Years Ago Was Temporary; His Faith In Future of 


Life Insurance Told In New Book 


Alexander, America’s most 
insurance educator 
tary of the Equitable Life 
Society, has written his own biography. 
\Ithough Mr. Alexander 
moirs “My Half-Century in Life Insur- 
ance” he has been with the Equitable 
In fact, for sixty- 


William 
and 
Assurance 


famous secre- 


calls his me- 


much more than that. 
jx vears he has followed from the in- 
side the development of that important 
company. It is a work that is just as 
readable for agents as it is for students 
of the business. He was very fortunate 
in the choice of his occupation and the 
fact that it was Henry B. Hyde, founder 
of the Equitable who gave him his first 
job. His father was Dr. James W. Alex- 
ander, pastor of the church from whose 
congregation came so prominent 
business men as directors of the Equita- 
ble when it was launched in 1859. Dr. 
James W. Alexander died five days after 
Equitable. 


many 


the launching of the 
The Alexander Family 


The Alexander family has _ crossed 


paths on a number of occasions with the 


Equitable. In discussing the family Mr. 
\lexander says in his memoirs: 

“My grandfather had five sons, my 
father being the eldest. The second 
son, William C. Alexander, was the 
Equitable’s first president, and my 
brother (who was named after my 
father, James W. Alexander) became 


Mr. Hyde’s most intimate associate in 
conducting the Equitable’s affairs. An- 
other of my grandfather’s sons, Henry 
M. Alexander, was one of the Society’s 
legal advisers from the beginning, and 
Was senior member of the law firm of 
\lexander & Green, still in charge of 
the legal business of the Society. Hen- 
ty M. Alexander’s eldest son, Charles B. 











Alexander, who was for a time a mem- 
ber of that firm, was elected a director 
of the Society in 1885, and continued in 
that office until his death on February 
7, 1927. 

|. Parkinson’s suggestion, a representa- 


Recently, at President Thomas 


tive of the third generation of the Alex- 
ander clan, Henry M. Alexander, a prom- 
ment New York lawyer, has been elect- 
eda member of the Equitable’s Board.” 


How He Joined Equitable 


In telling how he joined the Equitable 
William Alexander said: “I entered the 
office of the Equitable on September 1, 
1869, five days before reaching the age 
of twenty-one. At that time a casual 
observer might have assumed that I had 
secured my position through the influ- 
tnce of the members of my family who 
were identified with the Society. But 














they had nothing to do with the matter, 
as will be shown presently. Before ex- 
plaining this a word or two about my 
previous history may not be out of place. 

“My father and mother and my Am- 
erican ancestors on both sides were Vir 
ginians, but | New York. 
However, I| visited Virginia from time to 


was born in 


time as a boy, and my college was the 
University of Virginia. 

“While 
dropped in at the Equitable office in New 
York from 


relatives there, and Mr. Hyde knew nix 


still a student in college | 


time to time to call on my 


by sight. He was acquainted also with 
the members of our family who were 
Equitable. He 
knew my mother, and certain letters that 


not connected with the 
I have seen indicate that he had a sin- 
cere regard for her and high respect for 
her character. He was intimate also with 
my oldest brother, Professor Henry Car- 
The lat- 


ter knew nothing about business, but he 


rington Alexander of Virginia. 


was a highly cultivated scholar and Mr. 
Hyde, recognizing his powers, cherished 
his friendship and saw as much of him 
as he could. 

“T tell all this simply because it indi- 
cates that Mr. Hyde had seemingly come 
to the that there 
talent in the Alexander clan, and that as 


conclusion was some 


members had been tried 


been 


worth 


certain of its 
and had not 
might be 
whether any other members of the clan 


found wanting, it 


while to determine 
could be utilized. However that may be, 
he asked my brother James W. Alexander, 
who was then secretary of the Equitable, 
what I intended to do after leaving col- 
lege. In reply my brother told him that 
my father had died when I was ten years 
old; that my mother’s income was slend- 
er; that after finishing had 
jumped at an offer Howard 
Potter (the Bishop’s brother) of a smal! 


school | 
made by 


clerkship in the banking house of Brown 
Brothers & Co.; that 
this, my mother had urged me, with tears 


notwithstanding 


in her eyes, to let her send me to col- 
lege; that consequently, I had reluctant 
ly refused the clerkship and had con- 
tinued my studies. But my brother added 
that I felt that now I could not spare the 
time to study a profession, and was anx- 
ious to find some business opening that 
would give me immediate support. 


Thought He Was Getting A 
Temporary Job 


“Then it was that Mr. Hyde spoke 
to the following effect: ‘Tell that boy 
that if he chooses to come into this of- 
fice, we'll give him a desk, and while 
he is gaining some busineSs experience 
he will be in-a position to, look about 
for some opening elséwhere. But make 
it clear to him that we have no perman- 


ent place for him—that the arrangement 
is merely temporary.’ 

“I am sorry that I never asked Mr. 
Hyde to tell me whether his offer was 
simply a good-natured act, or whether 
he wanted to give me a trial in such a 
way that if necessary I could be got rid 
of without friction. Naturally, I hope 
his real intention was to give me a trial 
in order to determine whether I could be 
put to some use. However that may be, 
I accepted the offer ‘n good faith and 
entered the office on Scptember 1, 1869. 


His Tribute to Henry B. Hyde 


Mr. Alexander’s first salary was $800 
per annum. Henry B. Hyde, like many 
other men without one, had an extraor- 
dinary idea of the value of a college 
education and the fact that Mr. Alexan- 
der had such an education influenced Mr. 
Hyde in his favor. Hyde, however, was 
really more highly educated than most 
college men. He was an entirely self- 
made man. When Alexander made his 
first contact with Hyde, the latter was 
35 years old and the relationship lasted 
thirty years. 

“He was the best business man I ever 
encountered and was in my opinion the 
greatest leader in the field of life insur- 


ance,” said Mr. Alexander. The book 
contains many interesting anecdotes of 
Mr. Hyde. 


\ chapter which could be circulated to 
advantage by all companies is the one 
entitled “Trials and Tests.” It recites 
some of the stormy periods the Equita- 
ble and some other companies emerged 
from including the Civil War, many epi- 
demics and panics. 

“Experience has proved, for example, 
that wars (such at least as those en- 
countered in the past) should have no 
serious terrors for a company firmly es- 
tablished, with a well distributed busi- 
and an adequate surplus. There 
are several reasons for this,” writes Mr. 
Alexander. 


ness 


“Most of the men who have served in 
any army and navy have been young, 
while most of those who were protected 
by insurance were beyond the military 
age when insured, or soon become so. 
No matter how sanguinary wars have 
been only a percentage of those engaged 
have been killed or wounded, and of the 
wounded many recovered. Moreover, 
some of those who fell would have died 
in any event. 

“Finally, after a war has been declared 
the company can safeguard its future 
transactions by a ‘war clause’ providing 
for extra premiums in the event of mili- 
tary service.” 

Many most interesting current topics 
in life insurance are discussed by Mr. 
Alexander. A lack of space prevents 
treatment of them here. They include 
advertising, taxes, disability, insurance 
without medical examination, depart- 
mental supervision and, of course, train- 
ing. 


The World War Army Course 


A special chapter is given to the army 
course in life insurance used in the 
World War. 


“The War Department organized an 





WILLIAM 


ALEXANDER 


‘Overseas Educational Corps.’ Courses 
of instruction were framed, and compe- 
tent men representing the different pro- 
fessions and callings were sent to France 
as teachers. 


“While this plan was being worked 
out, the Association of Life Agency 
Officers became interested, and sug- 


gested that there ought to be a course 
in life insurance. It was argued that thi 
course would be enlightening and valu- 
able to all those who took advantage of 
it, and that some of the students would 
get sufficient preliminary training to 
enable them to find employment as life 
insurance agents when they reached 
home. 

“The troops did not remain in France 
as long as was expected, but they were 
there long enough to get great advantage 
from the instruction given. Secretary 
Saker was keenly interested, and when 
in France after the War gave his per- 
sonal attention to this educational work. 

“A special Army Course in Life Insur- 
ance was prepared by a committee of 
three life insurance men—Frank L 
Jones, then manager of a great agency, 


Dr. Lee K. Frankel, an officer of the 
Metropolitan, and the author of this 
book.” 


Insurance Will Last As Long As 
Civilization Does 

The concluding chapter of this inter- 
esting book discusses the future. Mr. 
Alexander says it is significant that many 
of the most important services now ren- 
dered by life insurance are recent devel- 
opments. 

“And as the system is based on abso- 
lutely sound foundations we are justified 
in the belief that it will continue to 
flourish in perpetuity, or at least as long 
as civilization lasts, provided the compa- 
nies are not oppressed by unjust laws 
or taxes too heavy to be borne, and if 
their directors and officers continue to 


administer them as a sacred trust,” is 
his opinion, 
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A PROFESSOR Who Has Taught 


Hundreds Principles of Insurance 


There are few men in the United 
States who have a better insight into 
life insurance than James W. Glover, 
professor of mathematics at the Uni- 
versity of Michigan. That he is one 
of the great university professors of 
America is demonstrated by the number 
of his students who have made a place 
for themselves in the insurance world. 





GLOVER 


JAMES W 


More than 300 of his former students 
are in the insurance business and most 
of them have made good. Among the 
most prominent names of Professor 
Glover students are these: M. Albert 
Linton, now president of the Provident 
Mutual; Ralph R. Lounsbury, now presi- 
dent of the Bankers National; Wendell 
P. Coler, American Central; A. J. Mc- 
Andless and Cecil F. Cross, Lincoln Na- 
tional; R. R. Robins, Earl C. Wightman, 
E. J. and Albert J. Wohlgemuth. The 
late Franklin B. Mead, executive vice- 
president of the Lincoln National, was 
also one of his students. 

What Depression Has Taught Agents 

Professor Glover was asked by The 
Eastern Underwriter to dictate a para- 
graph telling what valuable points in- 
surance agents could command from the 
depression. He said: 

“IT believe that the intelligent agent will 
have little trouble in convincing his pros- 
pects that no business has held up better 
during the depression than life insurance, 





NEBRASKA COMPANYS’ GAIN 

The amount of new business written 
by Lincoln, Neb., life insurance com- 
panies for October was $367,861 greater 
than September and was $596,928 over 
the same month of last year. The larg- 
est gain was made by the Bankers Life. 
Its total for October was $1,488,740 
against $1,123,657 in September and $1,- 
080,282 in October of 1934. Their gain 
over the same month, 1934, was 48%. 


WILSON AND PHILLIPS SPEAK 

The Ralph G. Engelsman agency, Penn 
Mutual, New York, recently furnished 
two speakers to other agencies. Eric 
Wilson spoke at the Howard Critt agen 
cy, Penn Mutual, New Haven, and Harry 
Phillips, Jr. at the Wolfson agency, 


Berkshire Life, New York. 


Mrs. Stanley G. Dickinson, wife of th« 
Hartford life insurance educator and 
sales planner, is co-chairman of arrange- 
ments for the fair which the Woman’s 
Association of the Windsor Avenue Con- 
gregational Church, that city, will have 


November 14 at the parish house. 


nor has any business come through this 
depression to the present time with more 
confidence on the part of the public. It 
is my judgment, also, that the history 
of the last five years will turn the at- 
tention of the public more strongly to 
annuities than ever before, and they will 
look for this kind of support from the 
insurance companies because they believe 
that if they cannot weather the financial 
storms of the future, the government it- 
self would be in danger.” 

James W. Glover has been teaching 
mathematics and insurance subjects since 
1902 when he established courses in fi- 
nancial, statistical and insurance mathe- 
matics at the University of Michigan. 

He was president of the Teachers’ In- 
surance & Annuity Association of Amer- 
ica 1930-31; in 1906 he was consulting 
actuary of the Wisconsin Legislative In- 
surance Investigation committee; in 1907 
he was consulting actuary of the Wis- 
consin Legislative Joint Commission on 
Banks and Insurance; from 1910 to 1929 
he was expert special agent of the U. S. 
Census Bureau; consulting statistician im 
the office of public roads, Department of 
Agriculture, from 1924 to 1931; a mem- 
ber of the advisory statistician commit- 
tee of the Children’s Bureau, Department 
of Labor, for fifteen years, and a mem- 
ber of the advisory board of the War 
Risk Insurance Bureau 1917-18. 

He is a contributor on mathematics, 
actuarial and insurance theory and viia: 
statistics subjects, and prepared the 
United States Life Tables. He is a Fel- 
low of the American Institute of Actu- 
aries, Casualty Actuarial Society, Amer- 
ican Statistical Association, Fraternal 
Actuarial Association, among others. 














A Proven Prospecting Plan 











Mutual Life Insurance Company of New York! 





Would be a Key To the City For Any 
Qualified Life Underwriter. 


We have such a plan plus the Organization, 
Equipment and what may be more importan} 
to you, the Sincere, Friendly Wish to help 
make you a Bigger Life Underwriter! 


William H. Kee, Manager 


The Mutual Life Insurance 
Co. of N. Y. 


16 Court Street, Brooklyn, N, Y. 




















Most Quoted Sentence 


In life insurance offices the most 
quoted sentence from a book published 
in 1935 is this from Paul Speicher’s 
“Logic of Life Insurance,” printed by 
the R. & R.: 

“Your life insurance plans actually 
helped you to get the old man’s dollars 
out of the young man’s pocketbook be- 
fore you actually spent them.” 





John C. Blackall, Connecticut insurance 
commissioner, was one of the speakers 
at Memorial Day services in Hartford. 
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At this season of the year, 


THE GUARDIAN LIFE 
OFFERS THANKS 
TO ITS LOYAL FIELD FORCE 


for their never-tiring efforts in building a 


greater “Guardian of American Families’ 


9 


MAY: YOU 
AND YOURS ENJOY YOUR 
VERY HAPPIEST 
THANKSGIVING DAY! 


Carl Heye, PRESIDENT 


Da 


James A McLain, VICE-PRESIDENT 


Da 


— ee 


SPENCE SPEAKS AT KEE AGENCY 





Maintains That Audit Plan Makes Agent 
Work Harder; Eliminates Com. 
petition; Makes Friends 

Use of the audit plan in selling was 
explained by John E. Spence, success 
ful producer of the Osborne Bethea 
agency, Penn Mutual, New York, before 
a meeting of the William H. Kee agene 
in Brooklyn last week. The Kee agency 
represents the Mutual Life of New 
York. 

Mr. Spence covered rather thorough- 
y the subject of audits and estate plan- 
ning, discussing at some length ways 
of rearranging insurance on_ optional 
settlement bases and of naming guar 
dians for children. He said also, “By 
using the audit plan in selling, the agent 
eliminates competition and develops a 
friendship between himself and his pros- 
pect.” He maintains that use of the 
plan induces the agent to work harder 





GITHENS HAS ANNIVERSARY 


William E. Githens, manager of the 
Toledo Ordinary Agency of the Pn- 
dential recently rounded out thirty-five 
years of service with that company, hav- 
ing been enrolled as an agent at Martins 
Ferry, Ohio, on October 13, 1900. Man- 
ager Githens’ entire insurance career 
with the Prudential has been spent in 
Ohio. On February 8, 1901, less than 
five months after his enrollment he was 
promoted to be an assistant superintent- 
ent at East Liverpool, serving in thal 
community but a short time when he 
was transferred back to Martins Fern 
where on January 3, 1905, he was pro 
moted to the rank of manager and re- 
mained in that community until July |, 
1910, when he assumed his present post 





OLD LINE LIFE GAINS 


Agencies of the Old Line Life o 
America, Milwaukee, paid for more bus- 
ness in October than in any month in 
more than three years, according to the 
report of President John E. Reilly 
the board of directors at their third 
quarterly meeting. The gain in October 
was 26% above September and 3% 
greater than in October, 1934. 





PROVIDENT SCALE UNCHANGED 

The present general dividend scale 0 
the Provident Mutual Life will be com 
tinued for the calendar year 1936. M.A 
Linton, president of the company, wh 
made the announcement, said that the 
interest rate on optional settlements al 
on dividends left to accumulate with tht 
company will be 4%. 
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— 
Court Makes J. L. Loomis 
trustee of N. Y., N. H., H. 
yoNOR FOR INSURANCE CHIEF 
ame Presented to Federal Judge Hincks 


by E. M. Day, Counsel for Insurance 
Companies Holding Bonds 





James Lee Loomis, president of Con- 
necticut Mutual, and Winthrop M. Dan- 
ils, professor of transportation at Yale, 


rave been appointed trustees of the New 





JAMES LEE LOOMIS 


York, New Haven & Hartford R. R. by 
Judge Carroll C. Hincks, United States 
Circuit Court. Name of Mr. Loomis was 
proposed by Attorney Edward M. Day 
of Hartford, counsel for insurance com- 
panies which are bondholders of the 
railroad. 

In presenting his name to the court 
Mr. Day said that besides his admitted 
qualifications as an expert on financial 
matters Mr. Loomis has a broad knowl- 
edge of transportation. The interests 
Mr. Day represents were in agreement 
that they knew of no man better quali- 
fied for the position than is Mr. Loomis. 
He had agreed to accept the position and 
his company will allow him the time nec- 
essary for solving the difficulties of the 
railroad. 

Professor Daniels resigned from the 
Interstate Commerce Commission in 1923 
to take the transportation chair at Yale. 
He had been with the commission since 
1914. At one time he served on the 
public utilities commission of New Jer- 
sey. Before that he was a professor of 
political economy at Princeton. 





A WEST COAST IDEA 


Squad of Los Angeles Life Insurance 
Leaders Going to San Francisco to 
Address Sales Meeting 


An unusual sales meeting will be held 
in San Francisco Monday when a Los 
Angeles group will journey up to that 
city and put on a program. The purpose 
of the meeting, as expressed by James 
M. Hamill, president of the San Fran- 
cisco Association, will be to get “fresh 
thoughts from new faces.” 

The visiting sales squad will be headed 
by Harold G. Saul, president of the Los 


Angeles association and general agent 
for the John Hancock Mutual Life. 












Other members in the party are John 
W. Yates, state manager for the Massa- 
chusetts Mutual Life; Kellogg Van Win- 
kle, president of the state association 
and manager for the Equitable Society; 
Alexander Dewar, president of the L. A. 
Managers’ Club; Walter Brunschweiger, 
President of the Los Angeles Chamber 
of Commerce; James Cowles, Provident 
Mutual Life, and Roy Ray Roberts, gen- 
tral agent for the State Mutual Life. 




















Backward Glances 


Sometimes they are disturbing, 
because they too frequently remind 
one of lost opportunity. 


Fortunate, indeed, is he who can consider 
the past with no regret for having fum- 
bled a chance to serve either himself or 


his fellow man. 


This is particularly true of the Life Insurance 
salesman who, to get the most from his 


calling, must DO THE DAY’S WORK. 


The Prudential 


Insurance Company of America 
Epwarp D. DuFrrFiELp, President 


Home Office, Newark, New Jersey 




















Chas. L N exdaioen Joins 
State Mutual Life Here 


BECOMES R. L. JONES ASSOCIATE 
Held Agency Managerial Positions in 
Northwest Before Coming to N. Y.; 
Has Been With W..G. Fitting Agency 





Charles I. Nordstrom, who was well 
known in the Northwest as an agency 
manager and who for the past five and 
a half years has been assistant agency 





CHARLES I. NORDSTROM 


manager of the W. G. Fitting agency, 
Equitable Life Assurance Society, 245 
Fifth Avenue, New York City, has been 
appointed associate general agent of the 
Robert L. Jones general agency of the 
State Mutual, 90 John Street, New York 
City. 

After leaving school Mr. Nordstrom 
went into business for himself in Wis- 
consin. Attracted to life insurance he 
entered that field in 1916 as an agent of 
the Equitable Life Assurance Society. 
He was made agency manager at Duluth, 
the agency doing about $2,000,000 a year. 
In 1923 it was merged with the W. W. 
Klingman agency, St. Paul, and he be- 
came Mr. Klingman’s assistant. From 
September 1, 1924, to June, 1927, he was 
agency manager of the Equitable Society 
with northern Illinois territory, head- 
quarters Chicago. The agency paid for 
$3,600,000 the last year he had it. 

Son Also With Agency 

For a time he was with the Acacia 
Mutual Life in the Middle West as su- 
pervisor, but returned to the Equitable, 
coming to New York City, where for a 
time he was with the I. A. Lewis agency 
as assistant agency manager. Five and 
a half years ago he joined the Fitting 
agency. 

Mr. Nordstrom’s son, Orrin Bruce 
Nordstrom, who was graduated this year 
from Duke University, has joined the 
Robert L. Jones agency. 

Robert L. Jones is one of the best 
known life insurance men in New York; 
is a large personal writer; has been ac- 
tive for years in the Life Underwriters 
Association of New York, and is treas- 
urer of the National Association of Life 
Underwriters, a position to which he has 
been re-elected annually. 


DR. WILLIAMS PROMOTED 

Dr. Ennion G. Williams, who became 
associated with the medical department 
of the Life Insurance Co. of Virginia 
in November, 1934, has been named as- 
sistant medical director of the company. 





SAVINGS BANK INSURANCE 

Editorial Research Reports of Wash- 
ington, D. C., has gotten out a report on 
“Life Insurance For Workers.” It has 


to do with savings bank life insurance 
in Massachusetts. 
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Dr. Wheeler Retires 
As Medical Director 


WITH STATE MUTUAL 30 YEARS 


Dr. H. H. pany Appointed His Suc- 
cessor; Both Men Have Fine 


Medical Background 


Dr. Charles D. Wheeler, having 
reached the retirement age of seventy, 
is retiring from active work as medical 
director of the State Mutual Life. Dr. 
H. H. Amiral, medical direc- 
tor since 1929, has been appointed medi- 
Dr. Wheeler has been ap- 


assistant 


cal director 
pointed medical referee, remaining with 
the company as consultant and advisor. 
Dr. Wheeler, well 
circles throughout Massachusetts, was 
born in Worcester November 9, 1865. 
He is a graduate of Williams College 
and Harvard Medical School. After 
traveling abroad to visit hospitals and 
universities, he returned to Worcester in 
1893 to enter private practice. In 1906 
he became medical examiner for the 
State Muiual and in 1912 was appointed 
assistant medical director. He became 
medical director on January 15, 1924. 
He is a member of the Massachusetts 
State Medical Association, the Ameri- 
can Medical Association and is a Fellow 
of the American College of Surgeons. 
For many years he was a surgeon at the 
Worcester City Hospital and has re- 
tained the post of consulting surgeon in 
member of the 


known in medical 


recent years. He is a 

Association of Life Insurance Medical 
Directors of America. 

Dr. Amiral has been with the State 


Mutual as assistant medical director 
since 1929. He is a graduate of Har- 
vard Medical School and served his in- 
terneship in Boston City Hospital. He 
served in the Children’s Hospital in 
Boston and was on two occasions resi- 
dent physician in the South Department 
of Boston City Hospital. He spent three 
years in ortheopedic surgery and then 
continued in private practice in internal 
medicine, which gradually drew him into 


insurance work. 3efore entering the 
State Mutual he was for seven years 
home office medical examiner for the 


2 


England Mutual in Boston. 


UNION MUTUAL MAKES GAIN 


New 





Phillips Honored During 
in October; Juvenile 
Policies Popular 


President 
Drive 


Twenty-five agencies of the Union 
Mutual Life, Portland, Me., produced 
more than $1,110,000 in applications dur- 
ing the most successful President’s 
Month campaign in the history of the 
company. The campaign ended October 
31. More than 100 Union Mutual agents 
submitted 465 applications for an aver- 
age of $11,000 per agent in honor of 
President Sylvan B. Phillips. 

The new Juvenile policies of the com- 
pany accounted for over 10% of the bus- 
iness written and doubled the volume of 
Juvenile business in any previous month 
this year. Total volume increased 50% 
compared with October, 1934. George 
Owen Williamson, manager of the Syra- 
cuse agency, was leading producer, 
while the leading agency was that of 
J. Everett Hicks in Boston. 


ISADORE FREID AGENCY AHEAD 

The Isadore Freid agency, New Eng- 
land Mutual, New York, is 17% ahead 
in amount of paid business for the year 
compared with the same period in 1934. 
The agency had an excellént October 
and business is continuing good in No- 
vember. 


NEWARK AGENCY GAIN 
The Newark agency of the Massachu- 
setts Mutual Life Insurance Co., of 
which Frank H. Lewis is general agent, 
reports a 20% yain in paid-for business 
for the first ten months of 1935 over 
that of the same period of last year. 
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WANT CANADIAN INSTITUTE 
J. H. Lithgow, Toronto Institute Head, 

Sees Toronto-Montreal Cooperation 

Leading to Dominion Organization 

Indication that insurance educational 
work in Canada is progressing toward a 
Chartered Insurance Institute for Can- 
ada modeled on lines similar to that in 
Great Britain was commented on by J. 
H. Lithgow, general manager of the 
Manufacturers Life, in his inaugural ad- 
dress as president of the Insurance In- 
stitute of Toronto. 

Mr. Lithgow referred to the coopera- 
tive plan now in effect between Toronto 
and Montreal whereby both institutes 
will use for their casualty branches the 
same syllabus and prescribed courses of 
reading and have the same examination 
standards, 

“We regard this cooperation,” said Mr. 
Lithgow, “as an important step in co- 
ordinating the insurance educational ac- 
tivities of the Dominion with a view to 
a Chartered Institute of Canada on sim- 
ilar lines to that of Great Britain with 
which we are at present affiliated.” 

NAMED BY SCOTTISH LIFE 

R. Ll. Gwilt, F.LA., deputy secretary 
of the Scottish Widows Fund & Life 
Assurance Society, has been elected hon- 
orary secretary of the Associated Scot- 
tish Life Offices on the expiry of C. S. 
Prenn’s term of office. 

Another new election is that of G. 
Gooderham Mitchell to a seat on the 
board of the Manufacturers’ Life of Can- 
ada in place of the late William Stone. 
NORTHWESTERN MUTUAL GAIN 

Northwestern Mutual Life new paid- 
for business in October aggregated $22,- 
050,721, including annuities of $454,688. 
This is 99% greater than business in 
October last year and 25.7% greater than 
two years ago. The ordinary paid-for 
in October, at $21,596,033, is 10.3% ahead 
of last October and 24.3% ahead of the 
same month in 1933 
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Conducts Insurance School in St. Louis 
Where Agents Put Methods to 
Immediate Use 
Following Ralph G. Engelsman’s talk 
on prospecting at the first day of the 
life insurance school held last week in 
St. Louis, Mo., several of the students 
came back the second day not only with 
new prospects through use of the method 
but also with applications. Mr. Engels- 
man, general agent, Penn Mutual, New 
York, conducted classes on November 4, 
5 and 6. Philip O. Works, general agent, 
Penn Mutual, St. Louis, made arrange- 

ments for the school. 

About 300 agents representing all com- 
panies doing business in St. Louis took 
part in the class sessions. It was the 
second annual conference sponsored by 
the General Agents’ & Managers’ Asso- 
ciation of the St. Louis Life Underwrit- 
ers. At the end of the school the gen- 
eral agents and managers held a dinner 
and informal discussion at the Bogey 
Club. 





APPOINTED GENERAL AGENTS 
The Manhattan Life has recently ap- 
pointed Benjamin M. Davis. general 
agent for the State of Delaware and C. 
A. Rukamp, general agent in Flint, Mich. 
\ir. Davis entered the life insuranse busi- 
ness with the Prudential in 1919 and 
prior to his new appointment was with 
the Mutual Life of New York. Mr. 
Kukamp has been with the Home Own- 
ers’ Loan Corp. 


BEST DAY SINCE 1930 

The field force of the Great-West Life 
on November 4, a high point of a cur- 
rent “President’s Drive” in honor of 
George W. Allan, K.C., had the largest 
single day’s production since June, 1930. 
Three hundred and nine applications for 
a total of over $1,300,000 was the day’s 
record as announced by H. W. Manning, 
assistant general manager. 
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Letters To The Editor 


Group Annuity Rates 
New York City, Noy, 1] 1935 
Editor The Eastern Underwriter:) 

In your issue of November ] appears 
a news story in which it is printed thay 
Group Annuity rates are to be increased 
by the Aetna Life and the Metropolitay 
Life. 

In that story the statement was mag 
that the average “increase in the Me. 
ropolitan Life rate is about 10%, vary. 
ing one way or the other according to 
age.” You further stated that the re. 
ported increase in the Aetna Life is 
from 10 to 25%. 

Both of these statements are quite cor. 
rect, but the average reader would gain 
the impression that the Aetna rates are 
going to be increased more than Metro. 
politan rates. This is not true, 

The facts are these: The average in- 
crease in Group Annuity rates of the 
various Group Annuity writing compa- 
nies will be from 10% to 12%. In the 
case of future service premiums, which 
are paid jointly by employer and em. 
ployes, the total increase must be borne 
by the employer. This will mean an in- 
crease of 20% to 25% for the employer's 
share of future service premiums, 

This statement can be clarified by a 
simple example. Let us suppose that at 
a certain age under a retirement plan 
the cost for the particular unit of an- 
nuity was $8 and the cost was borne 
cqually by employer and employe. [i 
the new rate is increased 10% or & 
cents, and the full 80 cents is paid by 
the employer leaving the employe’s con- 
tribution still $4 and the employer's $4.9), 
it is obvious that the employer’s cost has 
increased 20%. 

We thought you might like to modify 
your former article and hope that this 
letter will be helpful. 

THE LUTHER-KEFFER AGENCY 

3y O. A. Krebs, 
Manager Group Division. 





BOOK FOR MEDICAL EXAMINER 


Dr. Albert Seaton Explains Relationship 
of Examiners to _ Insurance; 


Published by Rough Notes 


A book for insurance examiners, “The 
Successful Examiner,” has been written 
by Dr. Albert Seaton, medical director, 
American Central Life. It is designed 
to assist the medical examiner in his 
work and to indicate the important re- 
lationship he bears to the institution of 
life insurance. It is a seventy-five page 
book, written in a style that is readable 
by laymen as well as doctors, is pub- 
lished by the Rough Notes Co., Ine, 
Indianapolis, and sells for $1.00 per copy 

The opening paragraph of the book 
states: “The successful examiner is the 
examiner who is able to hold the conf- 
dence of his company by the depend- 
ability of his service. The company will 
view his work first from the standpoint 
of his honesty; second, his professional 
ability ; and third, his capability in utiliz 
ing his medical training in the problems 
of insurance. To be an examiner, he 
must have the first in its entirety, the 
second above the average degree and 
the third cannot be absent.” 

The book will prove helpful to the 
new agent in giving him a clear concept 
of the position of his examiner. 


ROSENBERG LEADS COLUMBIAN 

Louis J. Rosenberg, general agent for 
the Columbian National Life at South 
Bend, Ind., has again this year been the 
first man to qualify for the companys 
Star Producers’ Club which automatically 
re-elects him secretary of the club. This 
was accomplished despite the fact thal 
Mr. Rosenberg has been in poor health 
for the last few months and unable © 
work regularly. 


ZIMMERMAN YORK SPEAKER 

Charles J. Zimmerman, Newark get 
eral agent for the Connecticut Mutua 
will address the York, Pa., Associatiol 
of Life Underwriters November 20. 
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ConMutTopics 


REMOVE THE OBSTACLES—"'The hardest problem 
in selling is not to make the customer want the 
goods,” says a Professor of the School of Business at 
Columbia University. ‘Neither is it to convince the 
customer that the goods are adequate. The hardest 
problem is to remove the obstacles that keep cus- 
tomers from buying" 

Ss *& 2. 
DAILY CHECK—When you study the reason for 
success of any person in any line of endeavor you 
will, of course, find that no one can make a go of 
anything worth while without a daily check on every 
item needed for attaining success. In a word, we 
must strive to do our work in the most perfect 


manner 
* * + + * 


SUCCESS—The old adage, "Nothing succeeds like 
Success, is certainly true; and in business it is 
healthy stimulation to have a definite objective; and 
then accomplishing this objective gives strength and 
courage to do even more 

* * * * x 
MORE SUSCEPTIBLE—It is said that women are 
more susceptible to Direct Mail than men because 
they get less of it 

* * . 7 * 
ADVICE TO WOMEN—"Don't depend on the ap- 
peal of your sex for an entree or a sale," says a 
Connecticut Mutual woman agent. “You have a 
truly superb product—acquire a full knowledge of 
it and SELL IT" set 
REVEALING—The Women Investors in America, 
Inc., reveal that women are the recipients of 80%, 
of death claims paid by insurance companies; 65%, 
of savings accounts are in women's names; they hold 
48°/, of the stocks of all railroad corporations; 44%, 
of public utility securities are in the names of 
women, and the titles to 40% of all homes and 
farms are held by women 

* * . * * 
SUSPECTS—One Connecticut Mutual agent writes: 
"| believe that in a great many ways suspecting is 
fully as important as prospecting, for if you have 
obtained a good list of suspects it only becomes a 
matter of work and routine to turn them into pros- 
pects” 
CONTINUOUS—NOT SPASMODIC—"The 20th 
Century, the Broadway Limited are famous trains. 
Why?" queries one Conn2cticut Mutual agent. "It 
is not the speed they make going from one place to 
another in one trip that gives them a world-wide 
reputation. It is because they perform a given task 
day in and day out. Their satisfactory performance 
is continuous; not spasmodic. And, the same prin- 
ciples work in the life insurance business" 

* : . . * 
WHO KNOWS—Who knows most about the good 


that life insurance does? Widows! 
* * * *#° 


| SIXTEEN WORDS—An agent's job in sixteen words: 


Make calls; make calls interviews; make interviews 
sales; make sales lead to other interviews and sales 
7 + * * * 

PLAN—It is easy to become careless about the 
Prospecting phase of our business. Plan in your 

schedule a definite time for prospecting 

. * * ++ + 
PRESTIGE—The agent's compensation and prestige 
and influence increase pretty largely in proportion 
to his increase in the amount of insurance in force 
on his policyholders 


mm CONNECTICUT MUTUAL ARR 
MOL IFE-INSURANTEE? 


The Third in a Series of Panels Designed to Coordinate 
and Classify the Many Practical Helps Available to 
The Connecticut Mutual Field Force 
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Agency Officers—Sales Research Bureau Chicago Meeting 





Building Up Good Agents, Eliminating 


Poor Ones, Suggested by J. M. Holcombe 


Rearrangement of Production Field a Possibility, Research 


Bureau Manager Believes; All Should 
Make a Living 


New arrangements in the life insur- 
ance production field, with emphasis on 
the high-class calibre of agents and 
eliminating the poorer producer who 1s 
unable to make a living, were suggested 
by the review of 1935 given by John 
Marshall Holcombe, Jr., manager of the 
Life Insurance Sales Research Bureau, 
at the joint meeting of the Bureau and 
the Life Agency Officers Wednesday. 
He said in part: 

“Probably the acute problem 
which has been universal in our two 
countries (U. S. and Canada) has been 
the increasing difficulty in recruiting 
new men and in making them succeed. 
To the Research Bureau’s office has 
come increasing evidence the 
year that recruiting is more difficult than 
for many years. Of candidates we have 
an ample supply but of those, we have 
a distressingly small number who are of 
the kind we want and who have a will- 
ingness to come. 

“It appears that we have, during the 
year, encouraged them through a more 
frequent resort to financing than was the 
case in recent years. But despite the at- 
tractions which we have to offer, we 
must frankly admit that the securing of 
desirable new agents has become more 
rather than less difficult. 


Men Who Don’t Earn Living 


“But the problem of recruiting has 
been regularly accompanied by its etern- 
al twin—the very great difficulty of mak- 
ing the new man successful. When we 
study the 1935 sales of men appointed 
this year or last year, we cannot deny 
the fact that the number of men earning 
even a bare living is so low as to raise 
the question in the mind of any thinking 
observer whether there is some basic 
condition which must be changed. 

“We speak glibly of the troubles of 
the new agent, but are we as agency 
officers spending enough of our time en- 
deavoring to study the causes of a con- 
dition which cannot be denied and 
which is doing much more than simply 
adding a few hundred to our already 
too thickly populated list of men and 
women who have tried selling life in- 
surance and failed? As L. S. Morrison 
said here, we are at a turn in the road, 
and it behooves every agency officer to 
consider whether methods, long followed. 
need revamping even to the point of 
rejection. 


Some Old Agents Failing 


most 


during 


“A study of our production records 
in any of our home offices will indicate, 
furthermore, that the failing agent is by 
no means limited to those of recent ap- 
pointment. As we look down the list. 
we are struck with the fact that the 
agent who has paid for $50,000 or more 
in the first nine months of 1935 is a 
rare exception 

“When we translate such new busi- 
ness figures into dollars of commissions 
earned, we cannot dodce the fact that 


the number of agents in our companies 
who are earning a living from the sale 
of new business is so small as to place 
squarely on the lap of the agency offi- 





JOHN MARSHALL HOLCOMBE, JR. 


cer the question of how long such a 
condition can continue. 


A Letter From an Executive 


“A letter which I recently received 
from an agency officer gives this point 
of view—‘Is it not possible that life in- 
surance is running today, to a large ex- 
tent, on the momentum of past years, 
and is being financed on the results of 
past years. If, from the earnings of 
agents, there was excluded renewal com- 
missions on business previously trans- 
acted and commissions on_ business 
which is twisted from one company to 
another, how many men would we have 
left in the business who could support 
themselves and would they produce 
enough business to keep our institutions 
going ? 

“Tf they did not, is it not true that 
we are “living on our fat” and that bar- 
ring some radical change in conditions 
we will finally begin to go backward 
rather steadily? If this is true may it 
not mean that there must come radical 
changes in agency methods, including 
compensation, and if so, had we not 
better be experimenting, testing, and 
therefore preparing for the problems we 
shall shortly face ?’ 


Year of Realism 


“Such reasoning may be disquieting, 
but it bears the mark of courage to face 
unpleasant facts and ask _ significant 
questions, the answers to which may 
have in them the germ of the proper 
answer. 

“The year has witnessed more of 
this sort of realism than we have had 
in other vears. It is a refreshing and 
hopeful sign—it is the first step toward 
a solution, for without honesty in fac- 
ing a problem, we clearly have little 
chance of solving it. Perhaps it is one 
of the dividends of the depression. Cer- 
tainly shrinking new business and in- 
surance in force have put in bold relicf 
the actual facts confronting us. 

“In this very room only three weeks 
aco President Arthur Coburn of the 
Southwestern Life, speaking before the 
annual meeting of the American Life 
Convention, stated frankly that the con- 


stant demand of company executives for 
more new business has required the 
hiring of large numbers of agents, too 
many of them, as he phrased it, ‘dis- 
reputable’—that our proud boast of the 
120 billion in force in the United States 
and Canada should be deflated by the 
realization that since 1928 we have ter- 
minated somewhat more than that—that 
the average life insurance policy remains 
in force only seven years—and lastly 
that the blame for these undesirable and 
profitless conditions lies squarely on the 
kome office. 

General Agents Require Production 

ark 

“Hand in hand with the falling in- 
come of agents since 1930 have come 
the decreasing incomes of the heads of 
agencies and the serious inquiry into 
the question of reducing overhead to a 
point where the operation of the agency 
can return a profit. This has accen- 
tuated the need for eliminating agents 
who are not reaching a certain point 
in production. The year has seen a few 
definite company or agency policies 
enunciated—such as, refusal to give desk 
room to agents falling below a certain 
standard. There has been a spreading 
recognition of the fact that newly ap- 
pointed agents show their probable later 
success or failure during their first three 
months. 

“In the field of training agents, there 
has been a growing belief that we should 
shift our emphasis away from trying to 
make large numbers of men able to 
write a small volume and in the place 
of that process, to gear our training 
work to help good men become better. 
Present System Built Great Institution 

“Increasingly we are asking ourselves 
whether our age-old system of building 
our agency structure through the hiring 
of the thousands and the saving of the 
few can be improved. The old system 
has built the greatest edifice of pro- 
tection and savings which the mind of 
man has ever created, but it is not pre- 
sumptuous to inquire how it can be im- 
proved. 

“Life insurance must ever develop in 
tune with the needs of the times. It 
is like the body of the common law and 
in that body, old with tradition, yet 
flexible with constant change lies not 
only the hope of our business but of 
our common heritage. 

“As agency officers may the members 
of this Association never indulge in the 
natural but stultifying experience of 
complacency. Our interest should be 
directed not along the road which we 
have traveled but along that which is 
before us.” 


Agency Officers Set 
Record in Attendance 


RESEARCH BUREAU BOARD Merry 





A. L. Dern Presides at Opening Session. 
O. J. Arnold Recommends Study | 
of Income to Agents 





The largest attendance on record was 
on hand at the opening on Monday, Np. 
vember 11, of the three-day session of 
the Association of Life Agency Officer 
and the Life Insurance Sales Research 
Bureau, holding their annual meeting a 
Chicago. 

More than 264 had registered whey 
the convention began. Monday morning 
was devoted to a meeting of the Research 
Bureau board of directors, at which mat. 
ters of routine business were taken up 
The theme, “Inspiring the Factual Foun. 
dation of Our Sales Plans,” was adopted 
for the general session of both group 
which opened Monday afternoon under 
the chairmanship of A. L. Dern, vice. 
president of the Lincoln National Life 

The papers were well received and 
great interest was shown in the work 
being done by the Research Bureau jn 
aiding agencies and the agency depart- 
ments of the companies. Although much 
has been accomplished in this work dur. 
ing recent years, it was forcefully point- 
ed out that the need exists now more 
than ever before for an increased effori 
in this direction. 

A. L. Dern, in discussing this need, 
said that the numerous problems cop- 
fronting life companies under present 
conditions called for even greater efforts 
in doing research work to develop au( 
maintain life agencies. A general dis- 
cussion by the group indicated a strong 
support for this opinion. 

Among those making informal te- 
marks was O. J. Arnold, president of 
the Northwestern National Life, who 
emphatically declared that now is the 
time for intensive research in seeking a 
solution to agency problems, and he 
urged that the Research Bureau under- 
take such a program. He especially 
stressed the fact that agents, for the 
most part, are receiving an inadequate 
income and recommended that this prob- 
lem be given considerable attention. 

An informal dinner was held Monday 
evening and an _ entertaining prograi 
was presented by the National Broat- 
casting Co. under the direction of John 
B. Kennedy, noted radio news commen: 
tator. 





Publish Underwriting Rules for 
Agents’ Use, Jerome Clark Advice 


Publication to the field force of its 
underwriting rules is a wise step, Jerome 
Clark, vice-president of the Union Cen- 
tral Life, told the Life Agency Officers- 
Research Bureau convention Monday. 
Many companies are reluctant to do this, 
but Mr. Clark feels that it is an im- 
portant step to lower any friction be- 
tween the field force and the home of- 
fice department; that if an agent knows 
and understands the company’s rules he 
will become a true underwriter himself 
but that if left in the dark he will often 
resent decisions of the department. 

Mr. Clark remarked in part: 

“The declination rate of the old ex- 
perienced agent is low—he knows the 
rules. It is the new, inexpérienced agent 
who gets into trouble with his cases. 

“Nevertheless companies are often 
very reluctant to give out information to 
their men in the field, with the result 
that the actions of the underwriting de- 
partment are often obscure to the men 


in the field. After all, there is no mys 
tery about underwriting—it is a science 
“The chief reason for the timidity 0 
the home office freely to publish its ur 
derwriting rules is probably its fear tha 
they will be used against it by the fiell 
organization in two ways. First, that !! 
underwriting rules are published get 
erally, the standards of the various com 
panies will be compared and if some ott 
company is out of line in some particula' 
that company will get a flood of border 
line business for that impairment. 
“As a matter of fact, this might m0! 
be a bad thing. One of the most dt 
moralizing experiences of an agent * 
when his own company has turned dow! 
a case’ which some other compat! 
promptly approves. The fact that ths 
probably averages out in the end is smal 


consolation to the agent affected and is : 
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| Agents-Brokers Status Under 
| D. of C. Unemployment Act 


The Association of Life Insurance 
Presidents has submitted to the Dis- 
of Columbia Unemployment 


trict : 

Compensation Board a memorandum 
‘discussing status of life insurance 
| 


agents and solicitors under the D. of 
C’s unemployment compensation act. 
Their relationship to companies, re- 
lationship to general agents and com- 
panies’ relationship to them have gen- 
erally been held not to be that of 
“master and servant,” the agent being 
an independent contractor. The po- 
sition of the Life Presidents’ Associa- 
tion is briefly summarized in the 
| memorandum as follows: 


| 4, All agents whose principal remunera- 
| tion arises from commissions are independent 
contractors not subject to the D. of C.’s 
unemployment compensation act. } 

2, Brokers placing life insurance with 
more than one company or engaging in the 
sale of other lines of insurance are also 
| independent contractors not subject to the 





ct. 

3 Branch office managers and assistant 
managers and help, remunerated by salary 
only, probably are employes within meaning 
of the act. 

4, In the case of others, including Indus- 
trial insurance solicitors who were .held to 
be independent contractors, Income Life Ins. 
Co. vs. Mitchell, supra, the degree of con- 
trol in the specific case would probably 
control. 











Underwriting Rules 


(Continued from Page 8) 
the rules will cause an out of line com- 
pany to pull in its horns if it is over 
liberal, or will cause all the other com- 
panies to conform if it is right. 


-!- 
Agents Don’t Practice “Squeeze” 

“The second reason for reluctance to 
publish underwriting rules is the fear 
that if some agents know the limits of 
the standards they will squeeze their 
cases through by grooming the appli- 
cants for the examination. This can be 
done of course and all that I can say 
in answer to that objection is that it 
does not work out that way in practice. 
In my experience in the agency depart- 
ment I have never regretted the free 
publication of information to the agency 
force on any subject. Confidence be- 
gets confidence. A _ field organization 
which does not have an intimate knowl- 
edge of the company and its policy is 
confused and impotent; give it that 
knowledge and it will be effective in its 
action and responsive in its loyalty. 


An Underwriting Credo 


“I believe that an agent likes to feel 
that his company is slow to adopt a new 
rule but that when it adopts it, it means 
it and follows it. I believe that an 
agent likes to know that his company 
will not compromise on quality of new 
business in order to get quantity. 1 
believe that an agent likes to know that 
it doesn’t make any difference who acts 
on his case, whether it’s the fourth as- 
sistant medical director or the executive 
vice-president, it will always get the 
same treatment, consistent with the com- 
pany’s policy. No company department 
is as quick and resourceful as the agency 
Organization. If there is a soft spot in 
the home office organization, which will 
authorize approvals on doubtful cases, 
the agents will find it and make a pipe 
line to it. A good underwriting com- 
pany does not have that kind of a soft 


“Spot.” 





Agents to Sign Comparisons 
Under State of Wash. Ruling 


Insurance Commissioner William A. 
Sullivan of the state of Washington has 
issued a ruling that “all statements or 
illustrations showing comparative figures 
as between policies or companies must 
bear the signature of the agent and must 
State clearly from what publication or 
led statement the information was se- 
cured.” He also has republished a rul- 
Ing of 1921 dealing with competition for 
ie insurance. 


Need For Improving 
New Business Quality 


WOULD IMPROVE LAPSE RATE 





Agency Department Development Should 
Be Looked Upon as Investment and 
Return Profit f 





A rousing program of.‘,outstanding 
speakers greeting the audience’ at the 
opening of the second day of the joint 
convention of the Life Insurance Sales 
Research Bureau and the Association of 
Life Agency Officers on Tuesday morn- 
ing. Aci 
Delegates agreed that the: rogram was 
one of the most interéstmig. that, hagrever 
been presented at a meeting ofj the two 
groups. ‘The messages were timely, be- 
ing devoted to problems’ e6énfronting’ life 
companies today, one of which is the 
prevailing low interest rates. 


One of the factors receiving the most 
attention was the quality of new busi- 
ness. Three speakers emphasized. the 
reed for improving the quality of new 
business now being placed on the books 
and it was pointed out that much of 


the wastage in life insurance due to 
lapses would be eliminated by stressing 
quality business in the future. The 
speakers discussing the topic were Ken- 
neth R. Miller, consultant of the Re- 
search Bureau; John D. Buchanan, as- 
sistant general manager and actuary, 
London Life; and William P. Worthing- 
ton, superintendent of agencies, Home 
Life of New York. 

Agency problems also came in for their 
share of the discussion. . Jerome Clark, 
vice-president of the Union Central Life, 
declared that there should be greater 
cooperation between the agency depart- 
ments and the underwriting officers so 
that greater efficiency and understanding 
could be promoted among the fieldmen 
and the home office. An innovation ap- 
peared on the program in the form of 
a paper on the subject of company in- 
vestments by E. A. Olson, president of 
the Mutual Trust Life of Chicago. Mr. 
Olson greeted the audience with a ring- 
ing message which was roundly applaud- 
ed for its timeliness.. He suggested that 
the agency department be looked upon 
as just as great an investment as other 
forms, and he urged that agency officers 
and managers operate their departments 
with an eye to profit on their invest- 
ment, just as if it were in government 
bonds or securities. 


O. J. Arnold Elected Bureau 
Chairman; Board Members 


At the meeting of the board of direc- 
tors of the Sales Research Bureau Tues- 
day five new members of the board were 
announced. They were: Herbert K. 
Lindsley, president Farmers & Bankers 
Life; Henry E. North, vice-president 
Metropolitan; Frank H. Davis, vice- 
president Penn Mutual; S. T. Whatley, 
vice-president Actna Life; and A. R. 
Richardson, Montana Life. 

At the afternoon meeting of the board 
O. J. Arnold, president Northwestern 
National Life, was elected chairman and 
George H. Hunt, superintendent of agen- 
cies, Imperial Life, vice-chairman. Mem- 
bers of the executive committee were 
named as follows: O. J. Arnold; C. D. 
Devlin, general superintendent of agen- 
cies, Confederation Life of Cariada; 
Grant L. Hill, director of agencies, 
Northwestern Mutual; W. W. Jaeger, 
vice-president Bankers Life; and Frazar 
B. Wilde, vice-president Connecticut 
General. 





Eight fraternal associations, being sued 
for premium taxes by Missouri Superin- 
tendent of Insurance R. Emmet O’Mal- 
ley, have asked for a Federal hearing. 














FOR THEIR OWN. 


Home Office 


PITTSFIELD, MASS. 


INCREASED SALES 


Through 


BERKSHIRE LIFE 
JUVENILE INSURANCE 


OF ALL FORMS OF APPROACH THERE IS NONE SO SIMPLE 
AS THAT WHICH DEALS WITH THE FUTURE OF A CHILD. 


PARENTS ARE EVER THINKING WHAT THE FUTURE MAY HOLD 


NO BETTER WAY OF MAKING CONTACTS AND OF SECUR- 
ING A PICTURE OF THE FAMILY'S INSURANCE PROGRAM. THESE 
INTERVIEWS WILL DISCLOSE THEIR NEEDS AND ALSO CREATE AN 
OPPORTUNITY TO PRESENT OTHER PLANS, ACCORDINGLY. 


“ASK ANY BERKSHIRE AGENT”? 
BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 


FRED H. RHODES 


President. 
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Client-Building Plan of Home Life, 
N.Y., Explained by W. P. Worthington 


Plan Designed to Eliminate High Pressure; Agent Concen- 
trates on 500 People and Will Not 
Call Outside That Group 


of the 
designed to 


The “Client-Building” plan 
Home Life of New York, 
eliminate high-pressure, to attract high- 
class men the business as agents, 
and to build up existing capable agents, 
was described to the Life Agency Oi- 
ficers group by William P. Worthing- 
ton, superintendent of agencies of the 
Home Life. He explained in part: 

“Rather than calling on a constantly 
changing group of people day after day, 
Client Building means that a man would 
gather around him a group of 500 people 
who have confidence in him, with whom 
he enjoys working, and who are using 
life insurance in their life’s plans. Rather 
than calling on new people every day, 
he builds this group, just as other pro- 
fessional men build their group of clients 
and patients. He renders them intelli- 
gent life insurance service—not high 
pressuring them into a particular policy 
today, but showing them how the insti- 
tution of life insurance can be used by 
them to carry out the ideas they have 
in mind. He knows that out of that 
group of 500 there will always be enough 
at the buying point to provide him with 
adequate business and compensation for 
rendering his services to the group as a 
whole. 


Getting the Confidence of 500 People 


“Now the question is: How are we to 
get the confidence of 500 people, and 
what services are we going to render 
them ? 

“In order to get them as clients we 
offer a free service which we call 
‘Planned Estates.’ It’s a two-interview 
form of selling. Fundamentally, it is 
programmed selling, but in its applica- 
tion it is radically different from what 
we normally look upon as programmed 
selling. It is not estate analysis—it is 
estate building. It is a simplified form 
of programmed need selling, giving new 
men and old men a definite sales track 
on which to run. It is a sales principle 
applicable to both small and large cases 
and gives every man a definite, concrete 
method of operation about which he is 
enthusiastic. He is enthusiastic because 
he is writing prescriptions which, if filled 
and taken by his client, will complete 
the client’s plans. 

Advantages of the Plan 

“What are the advantages, as we see 
them? 

“With this one central theme you have 
an agency force all thinking along the 
same lines. 

“The recruiting of new men is more 
effective, more definite, and built around 
the type of men we would like to have 
in the business. 

“The training of new men is simplified, 
made more effective, and is the same in 
all agencies. 

“The coaching and supervision of men 
by the general agent is more direct and 
more effective because it is a question of 
getting down to ‘cases’ with each man 
and not talking about abstract calls and 
interviews. It is concerned only with 
perfecting skill in the use of this uni- 
versal sales plan. 

“Our general theme, for coaching and 
supervision, is this: ‘The right man do- 
ing the right things in the right way can 
make a good living in this business un- 
der present day conditions.’ Our gen- 


into 


eral agents are constantly trying to find 
that combination. We are not sure that 
we can pick the right man in recruiting, 
but we think we know the right things 
and the right way to do them, and the 
general agent determines rather quickly 
whether or not he has found the right 
man by insisting that every man do the 
right things in the right way. 
Everybody Talks the Same Language 
“The work of all branches of the 
agency department is tremendously 
simplified. Every agency is talking the 
same language, so to speak. Agency 
building plans are of the same pattern. 
“A sales program of this type has the 
full cooperation of the entire company 





WORTHINGTON 


WILLIAM P. 


—an item of major importance to the 
agency department. Since it has a ten- 
dency to increase the average size policy 
and to secure a better mortality among 
the class of prospects which produce the 
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HOME OFFICE 
BOSTON - MASSACHUSETTS 





THE ETHIOPIANS NEED ARMS! 


So do Americans. And we need legs, and eyes 
and ears and everything else that goes to make 


up healthy, useful minds and bodies. 


Unfortunately, several million Americans each 
year die or are badly crippled through accidents. 
Columbian National representatives can't very well 
prevent these mishaps, but they can — and do — 
provide accident insurance to pay the hospital's 
and doctor's bills, and to take the place of the earn- 


ing power which the unfortunate ones so often lose. 


OLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


+ View 








ENGLAND INSTITUTION 











es 
most favorable business, it js expecte 
e pa . e(| 
that it will have a definite bearing q, 
the future net costs of the company, ; 
Developing General Agents 

“We are using the position of agency 
field assistant as a training ground for 
developing general agents. In the past 
two years we have brought seven men 
into the agency department. At Presen; 
we have five—two of them rather new 
One of the first to be brought in wa, 
given an agency on November 1, Joy 
In his first vear he increased the Dai 
business of that agency 8% and adde 
six full-time men. ; 

“Two other men are now qualified fo; 
general agencies—one is managing i 
experimental unit for us in the home oj. 
fice, and the other man is assisting 
in training new agency assistants, 

“Every one of these men handles ea¢s 
step of Planned Estate selling in th 
same way. They all know, thorough}; 
the same organized presentation. The 
are qualified to recruit and train men op 
Planned Estate methods. And after the 
have trained the new man in the offic, 
they take him right into the field an 
show him how it is done in the presence: 
of the prospect. 

“For the first nine months of this year 
between 60% and 75% of our busines 
came from men using this method of 
selling. Not every one of those men, of 
course, is using it perfectly, but they 
have started along that line and are noy 
headed toward ‘Building a Clientele’ o 
a definite basis. Bear in mind that we 
have made no attempt to force men a: 
ready under contract to use this plan 
The men fully trained in the use of this 
method are averaging one sale for ever 
four to five cases presented, with a 
average size sale of between $6,000 an 
$7,000. 

“The underwriting department finds: 
decided difference in underwriting th 
business secured from this type of sel 
ing. 

Results—More Business from 
Fewer Agents 

“Last year—-the first full year in whic 
this method of selling was used—we ha 
an increase of about 2614% in new bus: 
ness, with a decrease of 16% in full-tim 
men under contract. This decrease 
contracts was due to a weeding out prot: 
ess which we have been steadily carn 
ing on during the two year period. Th 
vear our production is just on a fw 
with last year, with 20% fewer men w 
der contract. 

“We have placed great stress on th 
elimination of unfit agents, without su 
ficient emphasis on recruiting. At th 
present time we have 49% fewer me 
under contract than in 1929. Our aver 
age production per full-time contracts 
the same as in that peak year, and 7% 
higher than it was two years ago, whe 
we started the plan. 

“We think we are on the right trat 
We expect to make some minor changé 
as we go along but we are committed! 





this plan for an indefinite number of 


years. We have great expectations 
to just where it is going to place tt 
agency situation of the company s0 lf 
as sound development is concerned ! 
the next five years.” 





Linton’s Report on L. I. W. 
Made in Illustrated Bookle 


Many pages reproducing mnewspaf 
clippings, advertising, photographs % 
windows and street displays featured # 
printed report on Life Insurance We 
1935 as submitted to the Life Age 
Officers Association in Chicago this we 
by M, A. Linton, president of the Prot 
dent Mutual Life and chairman of 9 
special committee of the Agency Office 
which was ift charge of the observaté 
The report, simply but handsom 
printed, gives the history of the we 
activities and all the preliminary op 
tions necessary. 








November 


Laps 
N 


The laps 
by increas! 
be solved 
quality of 
gst, Kenn 
garch But 
the Life Aj 
in Chicago 
in part: 

“Our col 
balancing 
interest ag 
crease in I 
attacked fi 
through in 
reductions 
increasing 
series ot 
quarrel wit 
to prevent 
interest Of 
well quest 
quality wh 
as a resul 
be summec¢ 
take all th 
the new Ss 
will take ¢ 
extent this 
possible to 
istent to 1 
the micros 

“It is af 
ity is at its 
sion, declit 
ness cond 
tend to be 
duction in 
and the fa 
at what m™ 

First 

“Howeve 
that not o1 
reduction i 
but in mar 
tinctly up 
companies 
Survey for 
an increas 
their lapse 


Manage 
Low Er 


The Lif 
Pureau is 
States gen 
order to « 
some chars 
agers. In 
in the curr 
zine two 
The age at 
gers enters 
long they 
into super 

Of the 
swered th 
group ente 
4 and 26, 
tntry of tl 
23. Entry 
with one ¢ 

The sur: 
mean lengt 
years and ; 
Ten mana: 
two years; 
and nine ; 
than ten y 

recent 
gents and 
Showed a 
entry into 
1€an for ' 
years 4 me 
months, 

Some of 
their age o 
these: Jul: 


Priddy 26 









'S_expecte/ 
bearing op 
ompany, 
gents 

| Of agene, 
Sound fo, 
In the past 
Seven men 
At presen 
rather ney 
ght in wa 
er 1, 194 
d the paid 
and addej 


ualified for 
Maging ay 
ie home of. 
ssisting 4 
fants, 
andles each 
ing in th 
thoroughly. 
'10n,. The 
ain men on 
after they 
1 the offic 
e field and 
1€ presence 


f this year 
ir business 
method of 
se men, of 
, but they 
nd are no) 
lientele’ on 
id that we 
ce men a 

this plat 
use of this 
© for ever 
l, with a 
$6,000 an 


ent finds 2 
vriting th 
pe of sell 


from 


ur in. which 
-d—we ha 
new bus: 
n full-tin 
lecrease it 
x out proc- 
dily carn 
riod. Ti 
on a fa 
r men wt 
ess on th 
ithout su! 
ry, At th 
fewer met 
Our aver 
contract * 
r, and 71% 
ago, whet 


ight track 
or change 
nmitted ! 
rumber 0 





November 15, 1935 





UNDERWRITER 


Pett WENN Sc yoeRER TE CI 












The lapsation problem is not solved 
by increasing surrender charges; it can 


be solved properly only by a better 
quality of life business which will per- 
jst, Kenneth R. Miller of the Life Re- 
arch Bureau told the joint meeting of 
the Life Agency Officers and the Bureau 
in Chicago on Monday. He remarked 
in part: 

“Our companies face the problem of 
jalancing income from premiums and 
interest against disbursements and in- 
crease in reserve. The problem is being 
attacked from two points of view: one, 
through increases in premium rates and 
reductions in dividends; the other, by 
increasing surrender charges in the new 
ries of policies. There can be no 
quarrel with these and other steps taken 
io prevent losses in order to protect the 
interest of the policyholders, but we may 
well question a point of view toward 
quality which has developed apparently 
asa result of these changes. It may 
be summed up in the statement, ‘We'll 
take all the business we can get. With 
the new surrender charges, the lapses 
will take care of themselves.’ To what 
extent this attitude is prevalent is im- 
possible to say, but it is sufficiently ex- 
istent to warrant our putting it under 
the microscope, so to speak. 

‘It is apparent that interest in qual- 
ity is at its height in a period of depres- 
sion, declining rapidly as general busi- 
ness conditions improve. Perhaps we 
tend to be influenced by the general re- 
duction in terminations from surrenders 
and the fact that requests for loans are 
at what may be termed normal. 

First Year Lapses Still High 
“However, it is especially significant 
that not only has there been no decided 
reduction in first and second year lapses, 
but in many companies the trend is dis- 
tinctly upward. Thirteen middle-size 
companies reporting to the Bureau Lapse 
Survey for the first half of 1935 showed 
an increase for the group of 5% over 
their lapse rate for the full year 193. 


Lapsation Problem Is Solvable By 
More Quality Business, Miller Says 




















KENNETH R. MILLER 


The rate for twenty-three large com- 
panies decreased only 1% for the same 
period, with six companies reporting 
substantial increases. 

“Smaller companies as a group im- 
proved their lapse rate by 6%, but eight 
of them reported increases in their in- 
dividual rate. These facts are significant 
because first and second year lapse rates 
directly reflect the quality of new busi- 
ness. 

“Let us look at the problem from the 
point of view of the general agent. 
His profits come from renewed insur- 
ance. He has no recourse to surrender 
charges to offset losses from lapses. He 
has no choice but to reduce lapses to a 
minimum, Whether or not the general 
agent thinks persistency pays in the 
long run, he is more or less required 
to be interested in improving quality if 
he wishes to make money.” 





Manager’s Magazine Finds 
Low Entry Age for Managers 


The Life Insurance Sales Research 
Pureau is making a survey of United 
States general agents and managers in 
order to determine so far as possible 
some characteristics of successful man- 


agers. In the first installment reported 


in the current issue of Manager’s Maga- 
une two characteristics were studied: 
The age at which these successful mana- 
gers entered the business and for how 
long they were salesmen before going 
Into supervisory or managerial work. 
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Of the sixty-two managers who an- 
swered the questionnaire the largest 
group entered the business between ages 
4 and 26. The arithmetic mean age at 
tntry of the group was 26; the median, 
‘. Entry ages ranged from 14 to 35 
with one entry at 47 years old. 

The survey indicates an arithmetical 


mean length of service as agents of 5.1 
years and a median figure of three years. 


en Managers were agents from one to 


‘wo years; ten from two to three years 
and nine men were salesmen for more 
than ten years. 


recent survey of successful general 


ve and managers in New York City 
§ 


€ntry into the business. The arithmetic 


Owed a similarly low average age at 


an for the New York group was 21 


years 4 months and the median 21 years 


months, 

Some of the New York managers and 
‘ir age of entry into the business were 
ese: Julian S. Myrick 18, Lawrence 
26, E. W. Allen 26, C. E. DeLong 





20, R. H. Keffer 16, Isadore Freid 25, 
Harry F. Gray 24, Lawrence E. Simon 
20, Clancy D. Connell 30, P. R. Garri- 
son 16, William J. Dunsmore 23, Louis 
Cerf, Jr., 22, T. M. Riehle 21, William 
H. Beers 20, Robert L. Jones 15, R. G. 
Engelsman 20, Lloyd Patterson 29, Don- 
ald Keane 25, Philip D. Cunningham 21, 
five Kederich Brothers 15 to 18, J. M. 
Fraser 23, L. H. Andrews 31. 





WICKENDEN ASKS CORRECTION 

The Eastern Underwriter has received 
a letter from C. R. F. Wickenden of 
Buffalo taking exception to statements 
made in a previous letter to this paper 
in which Clinton Davidson, president of 
the Estate Planning Corp. of New York, 
said that Mr. Wickenden had been con- 
nected with the Fiduciary Counsel Inc., 
but not Estate Planning Corp. Mr. 
Wickenden states that the staffs of the 
two organizations operate together and 
that although his remuneration came from 
Fiduciary Counsel, Inc., a large amount 
of “Estate Planning” business was either 
produced by him or by representatives 
he was responsible for. 





EXCEED C. C. DAY QUOTA 320% 
The C. C. Day agency of the Pacific 
Mutual in Oklahoma City, celebrating its 
twenty-fifth anniversary with Mr. Day 
as its head, held a six weeks’ campaign 
in which $1,343,140 new business was 
written, exceeding the quota by 320%. 


MISS THOMPSON’S ARTICLE 


Miss Lelia E. Thompson, attorney for 
the Connecticut Mutual, wrote a corking 
good story for the Hartford Courant’s 
Monday issue in the interest of the 
Community Chest. Its titk was “Be a 
Good Neighbor.” 
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he Metropolitan’s 
message “I had a Great 
Dad” in the November 
magazines* may inspire 
some of the young mar- 
ried men among life 
insurance prospects to 
take advantage of the 
help Field-Men can give 


them. 


The slogan used in 
Insurance Week ... “The 
sooner you plan your 
future, the better your 
future will be”... should 
gain in strength each 


time it is repeated. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 


ONE MADISON AVE., NEW YORK, N. Y. 
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B’klyn Managers Have 
Supervisors as Guests 

DINNER MEETING THIS WEEK 

W. F. Atkinson and R. C. Buckley Dis- 


cuss Supervisory Job From Two 
Points of View 











Brooklyn supervisors were guests of 
the Brooklyn Managers Association 
Wednesday evening of this week at the 
Brooklyn Club, the entire program deal- 
ing with the relations of the supervisors 
to his job and to the general agent. It 
was the first meeting of that kind that 
the Brooklyn Association has held. 

William F. Atkinson, general agent 
of the Northwestern Mutual, said that 
the supervisor should be sufficiently like 
the general agent that the latter can say, 
“That is a piece of me—my assistant in 
the general agency business.” When the 
supervisor acts, he acts in behalf of the 
general agent. One of the fine points of 
the position is knowing when a matter 
should be passed along to the general 
agent. Sometimes even though the su- 
pervisor knows the answer the general 
agent’s prestige may be valuable. But a 
great deal of the time the supervisor is 
a buffer between the agents and the 
general agents, handling routine matters 
that come up and saving the general 
agent’s time for other business. 

Getting new agents, training them and 
getting them into production is the most 
important job of the supervisor, Mr. At- 
kinson said. In the majority of offices 
that is what the supervisor’s worth is 
judged by. These new agents are obtain- 
ed through contacts, just as policies arc 
sold through contacts. 

An important thing is that supervisors 
should have business habits that set ex- 
amples for the men. Good salesmen are 
often tempermental, unbalanced in gen- 
eral organization, and the supervisor 
must train them to plan regularly, work 
according to plan and live within income. 


Brokerage “Ambassador of Good Will” 


R. C. Buckley, agency supervisor, Aus- 
tin agency, Aetna Life, discussed the 
supervisor's relation to agency develop- 
ment. He spoke of both the brokerage 
supervisor and the full-time supervisor. 

The brokerage supervisor he called a 
goodwill ambassador who represents the 
agency in the field. He said that an 
agency might be judged by the super- 
visors it keeps. The successful one must 
possess both personality and enthusiasm, 
Through his contacts in the brokerage 
field the supervisor is able to bring new 
full-time men into the agency. 

A. G. Correll, New England Mutual 
general agent, was in charge of the pro- 
gram. M. E. Sackerman, Massachusetts 
Mutual general agent, is president of the 
3rooklyn Managers Association. 





HEAR DR. BURTCHETT 

The Life Insurance Forum, an activity 
of the Life Underwriters’ Association of 
Los Angeles, held its regular luncheon 
meeting Thursday, November 7, at the 
Clark Hotel. Dr. Floyd F. Burtchett 
of the University of California at Los 
Angeles discussed Federal and _ state 
gift, estate and inheritance taxes in their 
relation to life insurance, and also the 
California community property law. 





HEAR BOSTON ECONOMIST 


N. E. Peterson, industrial statistician 
for the First National Bank of Boston 
and editor of its New England News 
Letter, addressed the Boston Life Insur- 
ance Trust Council Tuesday night, 
speaking on “Is the Economic Recovery 
Irresistible?” He thinks it is. 





MERGE OMAHA-LINCOLN OFFICES 

The Pacific Mutual Life has consoli- 
dated its Lincoln, Neb., office with that 
at Omaha. Paul Ohlmeiser, general 
Lincoln, becomes a_ special 


agent at 
agent 








November 15, 1935 











HAVILAND GETS PEORIA AGENCY 





Connecticut Mutual Branch Consolidated 
With Chicago Office; Celebrate Man- 
ager’s Anniversary 

The Peoria agency of the Connecticut 
General is being consolidated with the 
F. H. Haviland agency of Chicago on 
November 15. G. Yeardley Haviland will 
operate the Peoria office as assistant 
manager under F. H. Haviland. G. 
Yeardley Haviland has been with the 
Haviland agency since 1931 and some 
nionths ago was appointed assistant man- 
ager. 

The Haviland agency is second among 
the company’s offices, having risen from 
tenth place where it was when F. Ho- 
bart Haviland took over the management 
in November, 1930. Honoring his fifth 
anniversary, agents showered Mr. Havi- 
land with 120 applications when he re- 
turned to the office after a week’s ab- 
sence. Of the agency’s present forty- 
six full-time men only three were with 
it when Mr. Haviland took charge. 





PESQUARA ON VISIT HERE 
Mariano Pesquara, Puerto Rico gen- 
eral agent of the Bankers National Life, 
and million dollar producer, is on a visit 
to this country. 


Eastern Life Convention 


To Be in Nassau and Havana 


The Eastern Life of New York annual 
convention of agents who have distin- 
guished themselves in the course of the 
year will take place shortly at Nassau 
and Havana. Many more delegates will 
attend this convention than in previous 
years and will leave New York on the 
Queen of Bermuda on January 6, remain- 
ing away until January 14. A number 
of events will take place both at Nassau 
and Havana. The convention will be in 
charge of Harry Yarin, vice-president 
and sunerintendent of agencies. 





GENERAL AMERICAN BUSINESS 

The agency force of the General 
American Life, St. Louis, wrote a total 
of $3,866,937 in new life insurance dur- 
ing October, which had been designated 
as President’s Month as a tribute to 
Walter W. Head, president of the com- 
pany. This figure does not include 
either group life or accident business. 
The ordinary business represents a gain 
of more than 21% compared with Octo- 
ber, 1934, when a similar campaign was 
conducted, according to Vice-President 
John J. Moriarty, who is in charge of 
the agency forces of the company. 





————— ——— 


PRUDENTIAL SWITCHES 





Realignment of Responsibility Foy Pro 
duction of Various Divisions ' 
of Field Force 

Assistant Secretary William R. Ko- 
now of the Prudential, who has been jn 
charge of the central group of divisions 
has been relieved of this duty and will 
in future devote himself to general pro- 
duction work. He will be succeeded by 
Assistant Secretary Harold M. Stewart 
who has been in charge of the Eastern 
group. Supervisor Louis H. Schmidt 
who has been assistant to Stewart, jg 
promoted to become assistant secretary 
and will have charge of the Eastern 
group. 

Manager Frederick H. Schulze of Dj. 
vision Q, which includes the Pacific 
Coast territory, becomes a supervisor 
and is attached to the Eastern group, 

Manager Frederick A. Mansfield of 
Division M, New Jersey territory, js 
transferred in the same capacity to Dj- 
vision Q. Manager Mansfield’s duties 
in Division M will be assumed by Jos- 
eph G. Carpenter, who is promoted from 
assistant manager of Division N. Car. 
penter’s duties in Division N will be as- 
sumed by William J. Link, who is pro- 
moted from chief clerk of Division H. 
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It is not mere chance that some types 


They developed on professional lines largely 
because of the necessity in those lines for 
disinterested advice based on highly spe- 


In the normal transactions of trade a 
man may rely upon his own judgment, and, 
to a large extent, upon his own knowledge. 
He may be willing to risk on his own judg- 


a radio, or a piece of real estate, or some 
particular security. He cannot, however, 
possibly rely on his own judgment as to 
what kind of medical treatment he needs 
if he is ill. He cannot go into a drugstore, 
look over the various bottles of drugs on 
the counter, and decide that he will pick 
out this particular one with a fancy name 


THIS IS NOT CHANCE! 


into professions. 


will be attained. 


have always, because of their very nature, 
required the specialized knowledge upon 
which professional activity is predicated. 
Medicine is an outstanding example. Other 
lines of activity have gradually developed 
to the point where professional service be- 


an automobile, or : 
came essential. 


Simply this. That 


He must, of necessity, select some indi- 
vidual who, in his judgment, has high char- 


If you would like a copy of this entire speech, write for the booklet "A Career 
or, if you are interested in other material which the Home Life 
has published in the interest of their “Career Underwriters”, 
copy of any of the following booklets: “Client Building Through Estate Planning’; 
"The Making of a General Agent’; “My Daily Dollars"; “Planned Estates”. 


FE 


JAMES A. FULTON 
President 


C. C. FULTON, JR. 
Agency Vice-Pres. 


acter and the necessary amount of special- 
ized knowledge, and then place himself in 
that person's hands, following his advice, 
with the confidence that the desired results 


What has this to do with life insurance? 


plexities of the problem of an individual 
carrying any reasonable amount of life in- 
surance under our present-day civilization 
have reached a point where professional 
service is absolutely essential in the solu- 
tion of those problems. 


you may have a 


INSURANCE COMPANY 
256 BROADWAY M@ NEW YORK, N. Y. 


Some types of activity 


in my judgment the com- 


—James A. Fulton 
President, Home Life 


W. P. WORTHINGTON 
Supt. of Agencies 
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f. I. Taylor Made Manager 
For Guardian at Wheeling 


Edward I. Taylor has been made man- 
ager for the Guardian Life of America 
at Wheeling, W. Va., starting this week. 
“s native of Alabama and an alumnus 
of the University of Alabama, Mr. Tay- 
jor entered the life insurance business 
iq that state as a personal producer, 
subsequently assuming managerial work 
as well. 

Several years ago he was transferred 
to Wheeling as a supervisor and organ- 
er and has been so engaged up to his 
present appointment as manager for the 


Guardian. 


EXCHANGE ON WEST COAST 





San Francisco Squad to Repay Visit 
From Los Angeles; Have “Caravans” 
For North and South of State 

In exchange for the visit of a Los 
Angeles insurance group to San Francis- 
co to address an association meeting, 
the San Francisco association will send 
a delegation to Los Angeles November 
21 to present a program for the Life 
Underwriters Association of Los An- 
veles. The San Francisco group includes 
uerald McKenna, agency supervisor, 
Penn Mutual Life; Philip G. Young, 
manager, Golden Gate office, Metropoli- 
ian Life; Julius Klein, manager, Bur- 
lingame district, Metropolitan Life; 
Clarence W. Peterson, manager, Phoe- 
nix Mutual Life; V. T. Motschenbacher, 
manager, Sun Life of Canada; Karl 
jrackett, general agent, John Hancock 
Mutual Life; William Power, general 
agent, Aetna Life, and James M. Hamill, 
manager, Equitable Society and _ presi- 
dent of the San Francisco Association. 





“FACILITY OF PAYMENT” CASE 
The Prudential has asked the Ne- 
braska Supreme Court to rule that the 
legal representative of an estate to 
whom an industrial policy runs has no 
vested interest in the policy for the rea- 
son that the “facility of payment clause” 
is for the benefit of the insurer. In the 
case at bar the company had agreed 
with a brother of the insured that if he 
paid the premiums he would be the ac- 
tual beneficiary. His claim was defend- 
ed on the ground that the insured was 
in poor health when the policy was is- 
sued, but a sister who sued as admin- 
istrator won a verdict. 





NEWARK NEWS GROUP PLAN 
The Newark Evening News has in- 
stalled a group insurance plan, written 
by the Prudential, providing total insur- 
ance of $1,651,000 on 668 of its employes. 
bn insurance is on the contributory 
plan. 





TRAVELERS L. A. A. MEMBER 


Travelers is a new member of the Life 
Advertisers Association. C. W. Van 
Beynum, manager of the publicity de- 
partment, and Colin Simkin, assistant 
manager, will serve as the company’s 
representatives in the L. A. A. 





INDIANAPOLIS LIFE BIRTHDAY 


Che Indianapolis Life during Novem- 
ber is celebrating its thirtieth birthday. 
The company was founded November 20, 

9 and on that date issued its first 
policy, which was paid as a death claim 
about six years ago. 





OMAHA MANAGER RESIGNS 

E. L. Balz has resigned as general 
agent of the General American Life at 
Omaha. He had previously been with 
the Missouri State Life, its predecessor, 
for more than twelve years. 





Don C. Near has been named special 
egeat of the Northwestern Mutual Life 
= with headquarters in Batavia, a Buf- 
alo suburb. He formerly was manager 


of the Batavia branch of the Metro- 
politan, 





DECISION FOR A. M. BEST CO. 





Had Brought Action in Superior Court, 
Cook County, Against The Insurance 
Index and J. E. and C. D. Dunne 

At a hearing before Judge James Jo- 
seph Kelly of the Superior Court, Cook 
County, a judgment was entered this 
week against The Insurance Index Pub- 
lishing Co., James E. Dunne, publisher 
of The Insurance Index, and his son, 
Charles D. Dunne, in favor of Alfred 
M. Best Co. as plaintiffs, action having 
been brought against The Insurance In- 
dex and the Messrs. Dunne because of 
articles, cartoons and other material 
which had attacked the Alfred M. Best 
Co. The fight between the Best and 
Dunne outfits grew out of ratings of 
insurance companies by Best and attacks 
on the ratings and upon Best and repre- 
sentatives by The Insurance Index. 


H. O. Underwriters 


(Continued from Page 17) 
ment, Canada Life, speaking on under- 
writing policy changes stressed the pres- 
ent day importance of mortality savings 
and the need for careful underwriting 
of such changes and suggested that the 
motive of the policyholder in applying 
for such change should not be over- 
looked. He said that if it could be es- 
tablished definitely whether the adjust- 
ment is necessitated by financial circum- 
stances or because of physical condition, 
the underwriting would be easier and the 
results safer. 

He continued that factors contributing 
to requests for change have been marked 
reductions in incomes; heavy indebted- 
ness against policies; unsuitable plans 
sold originally; and change in circum- 
stances necessitating a different form of 
protection. 

John H. White, chairman of classifi- 
cation committee, New York Life, dis- 
cussed rackets as they effect life insur- 
ance underwriting. He was followed by 
Valentine Howell, associate actuary Pru- 
dential. Mr. Howell said that a large 
part of the ability sometimes ascribed to 
the underwriter’s sixth sense seems more 
likely due to his possession of a reali- 
zation of the primary importance of 
there being a real justification for the in- 
surance applied for, an appreciation of 
the importance of any unusual element 
in the case, his ability to view the case 
in its entirety and a practice on his part 
of continually checking his impressions 
with a thorough review of all claims that 
are other than routine in any respect. 





Aviation Underwriting on Today’s 
Program 


This morning James E. Hoskins, as- 
sistant actuary, Travelers, will discuss 
some practical problems in aviation un- 
derwriting. Others on that topic are 
Walter Tebbets, vice-president, New 
England, and Austin D. Reiley, super- 
visor of risks, Mutual Life. 

Background of modern selling methods 
te selection of risks is a topic to be pre- 
sented by C. H. Voorhees, counsel, Con- 
necticut General. Alfred J. Riley, under- 
writing executive, Mutual Benefit, and 
Henry H. Jackson, actuary, National Life 
of Vermont, will discuss the paper. Mal- 
colm Adam, Penn Mutual, will lead the 
case Clinic this afternoon. 

Other speakers yesterday included 
Godfrey Moora, associate supervisor of 
risks, Mutual Life of New York; George 
Ryrie, assistant actuary, North American 
Life; Ross B. Gordon, vice-president and 
supervisor of applications, State Mutual; 
M. Storer of the Penn Mutual, and 
F. I. McGraw, underwriting secretary, 
Bankers Life. 


DEAN McCAHAN IN NEW YORK 

David McCahan, dean of the American 
College of Life Underwriters, was in 
New York last Friday to discuss finances 
of the college with Thomas G. Murrell, 
treasurer of the national chapter. Mr. 
McCahan was guest of the ‘executive 
group of the New York Chapter C.L.U. 
at luncheon. Plans of-chapter activities 
of the American College-were discussed. 














Tur AWAKENED LINCOLN 
From an original photograph made by 
Alexander Hesler at Chicago, in the 


month of February, 1857, at the request 
of members of the bar. The photog 
rapher accounting for the peculiar ar- 


rangement of Lincoln’s hair says: “It 
was plastered down over his forehead, 
I ran my fingers through his hair and 


made the negative. 


INSPIRATION 


H AVING become complacent in the routine of 
a professional career, Lincoln was suddenly awak- 
ened by the repeal of the Missouri Compromise. 
One who heard his remarkable addresses at this 
period in his life said: “The smothered flame 
broke out; enthusiasm, unusual to him, blazed 
up; his eyes were aglow with inspiration.” 


The insurance underwriter lives in the very 
atmosphere of inspirational themes; every child 
born, every youth ready for college, every busi- 
ness enterprise launched should be fuel for the 
flame of his own enthusiasm and should send him 
to his task an inspired man. 


Inspiration, backed with solid sales tools and 
education, produces life underwriters whom 
clients trust and respect. This organization con- 
stantly strives to bolster field enthusiasm with 
modern sales aids. 


The Lincoln National Life 


Insurance Company 
FORT WAYNE, INDIANA 
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How W. H. Burns Wrote 
$5,000,000 This Year 


HE TELLS PHILADELPHIA ASS’N 








Independent Broker of That City Uses 
“Back-Log” Approach; Doesn’t Have 
To Be Tax Expert or Lawyer 





William H. Burns, independent life 
broker in Philadelphia, has paid for more 
than $5,000,000 of insurance this year, 
putting him among the all-time high rec- 
ord producers. How he does it Mr. 
Burns told at a special meeting of the 
Ihiladelphia Association of Life Under- 
writers. The meeting, first of a series 
being held by the educational committee 
of the association, was attended by trust 
officers as well as life insurance men 
who packed the Rose Room of the Belle- 
vue-Stratford. Millard R. Orr, associa- 
tion president, was in the chair. 

Mr. Burns cited arguments and mode 
of operation tending toward eliminating 
disagreement on the part of prospects. 
Discussing at one time three classes—the 
man without an estate, the man with a 
moderate estate or business interest, and 
the wealthy man—Mr. Burns remarked: 

“It would be well to keep clearly in 
mind the three types of cases and at the 
same time recognize the very important 
fact that there are only three needs for 
personal life insurance, excluding be- 
quest insurance, and they are ‘clean-up,’ 
‘back-log’ and the ‘investment feature.’ 


The Back-Log 


“These three needs apply to each type 
of case. For illustration, let us take the 
man without an estate who carries only 
$10,000 life insurance. You can readily 
see that it will take approximately $1,000 
for clean-up, to take care of illness, bur- 
ial and other obligations, leaving only 
$35 a month for the family to live on— 
$9,000 for back-log to replace the income 
that will be eliminated with him. 

“If the buyer clearly understands the 
picture he will immediately realize the 
need to build a back-log to produce a 
more adequate income and at the same 
time recognize the investment feature ot 
life insurance for his own best interests.’ 

Burns declared that the three needs 
applied equally as well to Cases 2 and 3 
put that in the latter two the clean-up 
fund was more to take care of settling 
the estate. “The back-log must be more 
substantial, too,” he said, “in view of the 
speculative value of the general estate 
and the possibility of it becoming non- 
income producing. Wealthy men rec- 
ognize the value of an adequate amount 
of life insurance for the stabilization of 
their estate, which is most certainly ac- 
complished through the back-log ar- 
rangement. So you can readily see that 
the three needs apply to the three dif- 
ferent types of cases, and if this is true 
the most important job on our shoulders 
for sale success is a proper presentation. 


Only Three Reasons Allowed 


“The job for the underwriter is one 
of presenting a case with eye appeal and 
three powerful reasons for each need. 
Not more. More reasons tend to weak- 
en your case. The finesse of salesman- 
ship is to repeat each powerful need. The 
public doesn’t always get it the first time 
or the second time. 

‘The first interview is obtained as a 
result of some contact—through a friend, 
relative or prospect. By phone or letter. 
But a contact. Don’t go in cold. The 
most important element is to find out 
something about the situation. Along 
these lines you want to give the man a 
picture of your work. 

“You tell him: ‘While I represent one 
of the largest financial companies in the 
country, life underwriting is not the only 
part of my work. I have devised a plan 
which deals with life insurance and 
which will stabilize your estate. And I 
want to devise it to meet your needs.’ 

“What is your plan?’ he asks you. 
But you don’t tell him. Instead, you tell 
him: ‘I have a plan to present to you. 
But I need some information first be- 





worked 
children, 
how much life insurance you carry, some 


it fully 
many 


with 
how 


return 
wife, 


fore I 
out. 


can 
Your 
idea of what inheritance taxes 
might be.’ 

Carry Tax Sheet Along 

“Now, I admit that the average man 
won’t want to give you the last item. 
So carry a tax sheet with you. Bring it 
out and say, ‘Just run your hand down 
these figures and see about what your 
taxes might be.’ He won't be able to re- 
sist the temptation. 

“All that you want on the. first inter- 
view is the members of his family, the 
amount of life insurance he is carrying 
and the approximate worth of his es- 
tate. Then you go back to your office 
to construct your plan.” 

Don’t Have To Be Expert; Can Get 
Proper Advice 


your 


Mr. Burns told his audience that they 
don’t have to be tax experts. They can 
secure the information easily from any 
trust company. “Instead sell life insur- 
ance. The only tax you should know 
about is the practical tax saving method. 
If a man dies leaving $500,000, taxes must 
be paid. When his wife dies, even if it 
is the next day, it is taxed again. Set 
up a trust and name future beneficiaries 
so it won’t go through the wife’s estate. 

“Concentrate on selling life insurance. 


In large amounts, you need the trust 
company. Cooperate with the trust com- 
pany. And use your attorneys. Don’t 


try to be your sown lawyer. You won't 
get paid for it’ 

In drawing up a deed, Burns 
mended something along this line: “In- 
come to wife if she survives me. If she 
needs more, executor has power to pay 
more. Children—divide equally among 
all living. Remember there might be 
issue not anticipated now, so stick in an 
extra paragraph for them. Give the boys 
an income at 25, 30 and 35. Give the 
girls an income for life so some fellow 
can’t get it away from them. And keep 
away from participating mortgages.” 


recom- 
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sessile Tells Siasinenes 
Quirks of Their Positions 


In an unroutine talk before the su- 
pervisors group, Philadelphia Associa- 
tion of Life Underwriters, Wednesday 


Warren K. Magruder, general agent for 
the Connecticut Mutual at Baltimore, 
told the group what extra things a sur- 
pervisor must be able to do in order that 
his agents may approach their capacity 
production. He thinks general agents 
often make errors in appointing super- 
these errors being in not defin- 
duties; not giving 
them objectives, not telling them 
that there is no future in their jobs ex- 
cept later appointments as managers or 


visors, 
ing the supervisors’ 


and 


general agents. 

“A good supervisor,” he declared, “has 
the poorest paid job, in my opinion. A 
good supervisor is a potential good gen- 
eral agent. One good point: You're 
learning and will avoid the capital loss 
when you do become a general agent. 

“If you don’t get a kick out of your 
job you can make more money and get 
farther by personal salesmanship.” 

To get respect and results here are 
some of the things a supervisor must be 
able to do: Answer any and all ques- 
tions dealing with the business; be in 
the office late in the afternoon to hear 
how the men have made out that day 
and be interested in the reports; be in 
the office early in the morning, or tele- 
phone when delayed; give a maximum of 
credit to the agent, even when the su- 
pervisor really made the sale; take an 
interest in the agent’s home life, send 
card if some one at home is ill; go out 
of the way to congratulate the man who 
has gotten an application or has done 
something special; learn to write inter- 
esting letters and teach the agents to do 
likewise. 





Vv 


“It is our objective to provide our 


field representatives with all 





ment.”’ 


its own sake. 





necessary tools, tangible and 
intangible, with which success is 
achieved in life insurance selling.”’ 


A FUNDAMENTAL in retailing is: **Please 
a customer in one department, thereby 
making a customer for another depart- 
General American Life men with 
their multiple line sales kit know the 
prospect-developing values of accident 


insurance over and above its value for 


A general agent or manager will explain 


how multiple lines interlock. 
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William B. Phelps i in Bosnia 
Takes Post With Travelers 





WILLIAM B. 


William B. Phelps, for many years 
manager of the Boston branch office of 
the Travelers, this week joined the life 
department of Boit, Dalton, Church & 
Hamilton, general agents of the Tray- 
elers at 89 Broad Street, one of the larg- 
est insurance organizations in New Eng- 
land. 

In his new connection Mr. Phelps re- 
news an association with Myron E. Wat- 
son, for some years his associate in the 
Boston office of the Travelers until he 
left to become manager of the life de- 
partment of Boit, Dalton, Church & 
Hamilton some five years ago. Mr. 
Phelps will have charge of the broker- 
age, life, group and annuity business. 

After leaving Hiram College in Ohio 
Mr. Phelps began selling life insurance 
for the Mutual Life of New York as 
special agent at Albany. Later he be- 
came manager of the Travelers’ office 
in Albany and was transferred to Bos- 
ton as manager in 1918. He has held 
offices in both the Boston Life Under- 
writers’ Association and the General 
Agents’ & Managers’ Association and 
has many friends among agents and 
brokers in the Boston territory. 


PHELPS 





OKLAHOMA QUALIFICATIONS 





Philpott Appoints Jamison Head of Com- 
mittee Preparing Higher Standard 
for Agents in That State 
Homer Jamison, state manager in 
Oklahoma for the Equitable Life Assur- 
ance Society of the United States, has 
been made chairman of a committee ap- 
pointed by Secretary Sharpe W. Phil- 
pott of the Oklahoma Insurance Board 
to draft a new license application form 
to be used by life underwriting compa- 


nies throughout the state. The move- 
ment is in line with the activities 
launched by the secretary in an effort 


to raise the standing of life insurance 
agents to the plane to which entitled in 
the state. 

Other committee 
Cowan, Bryan L. 
felder, E. E. Dale, 


members are Sam 

Bowers, L. C. Mers- 

Cleveland Longnecker. 
Robert T. Shipley, J. A. Todd, Albert 
B. Irwin, R. E. Leonard, Lloyd I. Bloom 
and B. F. Biggers. 

The first step is to improve the per 
sonal element, Philpott believes. Acting 
on this belief, he addressed letters t0 
all state managers and general agents 
asking their cooperation with a view of 
working out an adequate qualification 
blank or set of rules to be submitted t0 
the Insurance Board for approval: 





The Mutual Benefit Pelican for No 
vember has two feature articles—one 
called “Harvest Home,” on sales oppot- 
tunities in the rural district, and the 


other “Selling the Urban Market.” 
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Berthold Article on 
Balancing of Estate 


WRITES IN “CREDIT EXECUTIVE” 





Part in Estate No Matter of 
Sleemanship But Purely a Matter 
of Analysis, He Says 





Credit Executive, magazine of the New 
York Credit Men’s Association, in its 
October issue Carries an article by Frank 
\. Berthold, insurance, estate and trust 
gpecialist, discussing estate _problems 
from the angle of existing life insurance. 
He remarks in part: a ? 

“As one who has specialized in estate 
planning for many years I have been as- 
tounded as I find how very few men of 
affairs seem to realize the gravity of 
their problems and how little apprecia- 
tion prevails in connection with the im- 
portance of having the life insurance 
status scientifically adjusted in conform- 
ance with specific needs and in accord- 
ance with recent drastic tax rulings. 

“Naturally the layman cannot be cx- 
pected to be conversant with all the pit- 
falls of an unbalanced estate nor can he 
be reasonably supposed to keep current- 
ly posted on constantly changing con- 
ditions. 

“Life insurance is therefore no longer 
a question of salesmanship, but purely 
the logical development of a _compre- 
hensive analytical review making pur- 
chase obligatory or not. ; 
“Hypothetical cases, illustrations and 
haphazard comparisons are worthless. 

Grantor Often Makes Error 

“As far as the banks and trust com- 
panies are concerned and_ especially 
where the latter are being blamed for 
excessive Shrinkage, it is often more the 
fault of the grantor who in ignorance 
of the future had imposed upon the 
financial institutions investment restric- 
tions which had better been omitted. 
“The old saying that ‘it is harder to 
keep money than to make it’ has a most 
important bearing upon estates as evi- 
denced by innumerable cases. 

“In short, the question is, ‘How sound 
is your estate ?? The answer is not sim- 
ple. It is, of course, best had by con- 
sultation with one who through study 
and experience will qualify as an expert.” 





PAYROLL POLICY FORM 
Mutual Benefit Will Issue Standard Poli- 


cies on Regular Examinations but 
on Monthly Payments 
Under the new payroll deduction 
monthly budget plan of the Mutual Ben- 
efit, announced last week, there will be 
no change in underwriting policies of 
the company. Each applicant under the 
plan will submit a personal application 
and be regularly examined. The con- 
tracts issued to applicants will be the 
regular Mutual Benefit policies at 
monthly rates. 
Applications for insurance on the 
monthly budget plan will be considered 
{cr initial groups of twenty-five cases 
totaling $50,000. in organizations offer- 
ing the possibility of an eventual group 
of 100 cases totaling $200.000. The com- 
nany’s supplementary contracts providing 
for waiver of premium and monthly in- 
come in case of disability will be avail- 
able under the monthly budget plan in 
accordance with the usual rules. 





USES ABYSSINIA IN BRITISH ADS. 


The Imperial Life of Canada, one of 
the active group of Canadian offices now 
Operating in Britain, is the first office 
'0 introduce the timely subject of Abys- 
sinia into its London newspaper adver- 
ising. One of its current series of 
amusing ads carries a cartoon of a news- 
teel photographer attired in tropical kit 
and carrying gun and camera. 





“Mr. Abbott is off to Addis Ababa,” 
teads the copy that follows. “But he’s 
hot the least worried, for he knows that 
his Policy with us covers every risk that 
may threaten him in the international 
Crisis. We have, in fact, policies to suit 
‘verybody’s assurance requirements.” 
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A Union Central Life advertisement With a rare combination = 
came in for a great deal of publicity in . d \ blik = 
Time magazine this week when that pub- of quality foo , Cublike = 
lication in its letter column told the cir- comfort and convenience. 


cumstances surrounding a picture of a 
“weeping, neglected baby” used in a re- 
cent ad. A reader wrote in from Los 
Angeles telling how he had clipped the 
Union Central ad “Motherless All Day” 
from Time and then discovered that 
seven of his acquaintances had done the 
same. : 

Time ran the tearful picture as used 
in the ad, and alongside it a photograph 
of the same child smiling, with this 
story: 

“Far from motherless, day or n‘ght, 
is the weeping infant in the Union Cen- 
tral Lite advertisement. He is Robert 
Jr., happy 18-month-old son of Lawyer 
& Mrs. Robert Burch of Winnetka, 
swank Chicago suburb. The Burches let 
their son pose as a favor to their friend, 
Photographer Arthur Dailey of Evans- 
ton, Ill., who had received an order for 
‘a photo of a healthy baby with lots of 
personality, crying as if its heart would 
break ... a cry of neglect and not of 
anger.’ Photographer Dailey worked for 
more than an hour to make happy Baby 
Burch feel neglected, finally succeeded 
by sending Mrs. Burch out of the room. 
So effective was the result that many a 
touched reader called Union Central 
agents to ask about the picture; and a 
woman in Memphis sobbed over the tele- 
phone an offer to adopt the child —Ed.” 


== 
~~ 








Family Protection Plan Available With 
Ordinary Policy; Claypool Com- 
ments on Persistency 
An augmented family protection policy 
that is purchasable in conjunction with 


Ordinary life and other specified policies 
has been announced by the Continental ¢ 
Assurance Co. of Chicago. The contract 
written under a ten or twenty year plan 


provides that if the insured dies within 
the ten or twenty year period his ben- 
eficiary gets a monthly income of 1% R E S = A U R A N - 


of the face amount of the policy for ten 





years certain and then collects the full Fulton and William Streets 
face amount. At age 35 the extra pre- 
mium for $10 a month for ten years cer- : : ’ 
tain te WEE anaaalis aus tw tes eee At Childs Golden Hill there’s an extra charm 
option, $8.54 on the twenty year option. about the tasteful menus, and an added satisfaction 

Glenn F. Claypool, vice-president of : t 
the company, announced the policy in in the expert service, because of the restful, clubby 
the new rate book effective December ‘ ‘ ° 
15. Mr. Claypool commented that no atmosphere in which you enjoy your food. 
phase of life insurance today is so im- 
portant to the policyholder as the per- The spacious Colonial Room is a perfect setting 
sistency of business already on _ the 2 = 
books. He said: “Cost of business in for any meal, and for business talks over luncheon = 
an aggressive company depends on per- ‘ sie ° ° = 
shatumine. iit teadiniines tan: Gee tee aie tn or dinner there are semi-private rooms which give = 
ail gaat mortality rate and over- you the seclusion of a conference without inter- = 

“Persistency of business looks to be rupting Childs service. Then for a hurry-up bite— = 
the one source of increase of profit now A 2 ag = 
remaining, and that is the point of at- quick but still appetizing—there’s the Lunch Bar. = 
tack that Continental Assurance is mak- And with . of h h = 
ing on the cost problem of 1936. Lessen- nd with any meal, of course, you may have the = 
ing the lapse rate and increasing the best of liquid cheer eS 
average length of policy life will do = q = = 
much to reduce cost so that the public 4 
can have assurance of continuing to buy ...and after business hours 


life insurance at minimum cost. Conti- 
nental Assurance mortality for three- 
quarters of 1935 is 42% of expected on 















- . J = WINE, DINE and DANCE at CHILDS = 
ordinary business, 82% on group, 55% = = 
over all.” = = 

co SPANISH GARDEN and PARAMOUNT = 

ROGER HULL IN ST. PAUL = COCKTAIL LOUNGE 43rd Street and Broadway = 

Following the convention of the Asso- = 12 East 59th Street TED MARTIN'S Orchestra = 
ciation of Life Agency Officers in Chi- = N ALFREDO'S Marimba Orchestr — 
cago this week Roger B. Hull, manag- = ~ pean : = 
ing director, National Association of Life => 
Underwriters, addressed a joint luncheon 3 RAINBOW CLUB FOUNTAIN ROOM = 
meeting of the St. Paul Life Under- 103rd Street and Broadway 73rd Street and Broadway 
writers’ Association and the St. Paul FRED MADISON and his Orchestra SOB KRUSE and his Orchestra 





Chamber of Commerce yesterday and. in 
the evening a dinner meeting of the 
Rochester. Minn., Chamber of Commerce 
and the Rochester Association of Life 
Underwriters. ‘ 
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‘Role of the Aanan’s Wite 


It Is to Help and to Keep the Husband In the Production 
Club, According to This New York Life Wife 


By Mrs. Louis K. Sims 
Los Angeles 


(This witty and true explanation of a 
wife’s part in the success of a life insur- 
ance agent was written by the helpmate 
of a New York Life agent in California 
and is reproduced through the courtesy of 
the Nylic Bulletin.) 

I have discovered that there is some- 
thing in the way of perpetual motion in 
the human world, and that is a life in- 
surance man. To be a success he has to 
have perpetual motion, and it is the 
wife’s job to help take the friction out 
of his work. 

So we must ease the way for our 
husbands when things go wrong, and 
make it easier for them to keep going 
as smoothly as possible. When John 
goes out in the morning and you tell 
him that you would like to have dinner 
at six, and he says, “No, I think we had 
better have it at eleven,” why, you com- 
promise and have dinner at eleven. 


Help Them to Concentrate 


Another 
besides getting our 
and early in the 


thing that we wives must do 
husbands out bright 
morning is to help 
them to concentrate on their business. 
We should not say to John: “Will you 
bring me a spool of darning thread, and 
on your way home pick up a steak for 
dinner?” Nor should we call him up 
during the day and tell him how naughty 
the children have been, and will he please 
think of some way of disciplining them 
when he gets home. 

The Salvation Army, among all other 
agencies, came off with the lion’s share 
of the glory in the World War because 
they concentrated on just one thing— 
doughnuts. It was concentration that 
did it. 

When John comes home discouraged, 
we should be on hand to cheer him up. 
Everything is fine; he may not have got- 
ten business today, but he will get it 
tomorrow. 

Then in a few 
home all is well. 


days when he comes 
He has just written a 
great, big policy; he has the check with 
the application; now we are going to 
have money enough to do ali the things 
we have planned. We will never have 
to worry again. 

The application and the check go to 
the home office. The allotted number of 
days pass and nothing comes back. Then 
we begin to get a little nervous and we 
fidget and fret, and then we write to 
the home office and at last we get a let- 
ter which says, “We regret very much 
to say that we cannot issue this policy 
because the medical department finds 
that in the year 1894 this man fractured 
his eyelid.” 

And then we write a very persuasive 
letter to the medical department telling 
how fine this man is now, etc., and they 
decide after requesting an additional ex- 
amination that they can issue a policy 
for the man, but with a big rating. In 
the meantime the insurance committee 
has discovered some other unfortunate 
things about our applicant or his rela- 
tions and they suggest a still higher 
rating. 


Moments When Wives Must Stand Back 
of Husbands 


And so it goes. Those are the mo- 
ments when we must stand back of our 
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husbands, and keep them plugging and 
smiling. It doesn’t make any difference 
how much insurance they write, or how 
many times they have been a member of 
the Top Club—they need our constant 
encouragement. If they are going on to 
greater heights they need us back of 
them. 

Paderewski, who is probably the great- 
est pianist that the world has ever 
known, says that if he goes without 
practicing for one day, he notices a dif- 
ference in his playing; if he leaves off 
practicing for two days, his family no- 


tices it; and if he stops practicing for 
three days, the world notices it. If 
Paderewski has to work that hard to 


stay at the top, 
Nylic. 

We wives must stop to ask ourselves 
every once in a while, “Am I doing the 
best I can to help my husband? Are we 
making plans and then executing them 


3” 


intelligently : 
Frequent Check-Up on Self 


So, every once in a while we all have 
to check up on ourselves. After all, with 
all the discouragement that comes along 
with the joy in this business, it is a won- 
derful business to be in, and I am ex- 
tremely proud to have even a remote con- 
nection with Nylic. 

My husband recently sold a policy to 
a man who just passed away. This pol- 
icy will guarantee his poor widow a reg- 
ular income as long as she lives. She 
will also have a little bit with which to 
educate her children. And as I sat here, 
thinking of her in her loneliness, I 
thought, “How marvelous it is that she 
will get a letter from her husband every 
month, as long as she lives,” and I was 
extremely proud to have a_ connection 
with a business which makes that thing 
possible. 

And so I say this: That we wives 
should be joyous and happy in our con- 
nection with the insurance, and that if 
we will do the things that help to take 
the friction out of life for our men we 
will have gloriously and_ beautifully 
spoiled husbands, but we will always keep 
them in the Top Club. 


so does every man in 


FIX DETROIT LIFE RECEIVER 


Following a hearing in Detroit Federal 
District Court before Judge E. J. Moinet, 
Commissioner Tohn C. Ketcham has for- 
mally relinauished all control of the de- 
funct Detroit Life’s affairs in conformity 
with Judge Moinet’s order naming John 
A. Reynolds, former president of the 
company. as its permanent. receiver. 
Commissioner Ketcham assented to trans- 
fer of the proceedings from the Ingham 
County Circuit Court, which had named 
him as receiver in an order last June. 





ECKER HEADS HOSPITAL DRIVE 
Frederick H. Ecker, president of the 
Metropolitan Life, has accepted appoint- 
ment as chairman of the life insurance 
division, U nited © Foepieal Fund ¢ drive. 


ARE YOU ANXIOUS TO ADVANCE? 


— HERE’S YOUR OPPORTUNITY — 
The Colonial Life Insurance Company 


— of America — 
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The Eastern Underwriter, 
94 Fulton Street, 
New York City, N. Y. 
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United States $3 
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You may enter my subscription for The Eastern Underwriter 
for One Year beginning with the next issue. 








J. Stewart Hale 30 Years 
In Northwestern National 





J. STEWART HALE 


J. Stewart Hale, actuary of the North- 


western National Life of Minneapolis, 
has completed thirty years of continuous 
service with that company. It was No- 
vember 8, 1905, following his graduation 
from Beloit College, that Mr. Hale took 
a position as a clerk with the company. 
After earning various promotions he be- 
came actuary in 1918. 

Familiar with nearly every department 
of the home office, he has taken part in 
the growth of the company and seen it 
develop from one having $4,000,000 of 
assets and $27,000,000 of insurance in 
force to its present record of assets in 
excess of $50.000,000 and insurance in 
force of $370,000,000. 


DR. WILLIAMS PROMOTED 

The Life Insurance Co. of Virginia has 
appointed Dr. Ennion S. Williams assist- 
ant medical director. He entered the 
medical department of the company a 
year ago. He is the son of the late Dr. 
Ennion G. Williams, for many vears Vir- 
ginia state health commissioner, and a 
graduate of the Medical College of Vir- 
ginia. 


MANAGER FOR OHIO STATE 

Philip H. Pilchard of Des Moines has 
been appointed by the Ohio State Life 
as manager for the state of Iowa. He 
will start immediately to organize a field 
force which will cover the entire state. 
He resigned a similar position with the 
American Life to accept the Ohio State 
Life appointment. 
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Hubbell Heads New Mesiihd 
Office of Great-West Lif, 


The Great-West Life has opened , 
second branch office in Montreal unde; 
the management of D’Arcy O. Hubbel 
The announcement made by H. W. Man. 
ning, assistant general manager, closely 
follows the establishment of the North. 
ern Ontario branch by the Great-Wes 

Mr. Hubbell, who first joined the com. 
pany in Montreal fifteen years ago, has 
built up a successful record both as ; 
personal producer and as an ageng 
manager. The new branch has offices jy 
the Bank of Toronto Building, corne 
of St. James and McGill Streets, in th 
center of Montreal’s financial district, 


MERSFELDER’S DEER DINNER 

The seventeenth annual deer dinne 
given for the Oklahoma agency, Kans; 
City Life, is announced by L. C. Mer 
fielder, state manager, for December 7 
at the University-Oklahoma Club. Mr 
Mersfelder has just returned from ; 
hunting trip in New Mexico where, ar- 
cording to his usual custom, he “Got his 
deer” to provide venison for the dinner 
In addition to the agency force and their 
wives and a few friends, the guests wil 
include several officials from the con- 
pany’s home office in Kansas City. Among 
them will be Dr. H. A. Baker, medica 
director; J. A. Budinger, actuary; Wal 
ter Cluff, educational director; J. F 
Barr, vice-president and agency super 
intendent, and several others. 








FT. WAYNE COMMUNITY CHEST 

Employes and officials of the Lincol 
National Life Insurance Co. responded 
to the Fort Wayne Community Chest 
campaign with a 100% subscription. The 
total amount pledged was $17,433.62. The 
Lincoln National Life was one of the 
first firms in Fort Wayne to attain th 
100% goal and was exceeded in totd 
subscription by only one other organiza- 
tion. 


MUTUAL BENEFIT OPERETTA 

Fifty-two home office employes of the 
Mutual Benefit will take part in Victor 
Herbert’s operetta, “The Red Mill,” to 
be presented in the company auditorium 
on February 13 and 14. The entertait- 
ment is an annual affair. 


O’DONNELL’S NEW POST 
J. I. O'Donnell has been made manage! 
of the San Antonio agency of the North- 
western National Life under State Mar- 
ager Homer G. Hewitt. Mr. O’Donnel 
succeeds Will Nash, who has been mate 
manager of the newly created Gulf Coas! 
district. 


HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 

Kansas City 








Omaha 





‘Consulting Actuaries 


Woodward, Ryan, 





Sharp & Davis 


90 JOHN STREET, NEW YORK 
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Home 


Office Life Underwriters In New York 





SS 


Occupation Com. 
(Continued from Page 1) 


beverages, only a small part of Wednes- 
day's program was given to that topic. 
Home office underwriters are gaining a 
broader experience in the handling and 
rating of these risks and the problems 
connected with them have begun to crys- 
tallize. W. Nelson Bagley, assistant ac- 
juary, Travelers, led a discussion on haz- 
ards incurred in insuring liquor sales- 
men, a topic which was not completed 
during the case clinic which Harold Davies 
of the Equitable Society conducted at 
the Toronto meeting last spring. 


Limited Experience in Underwriting 
Sportsmen 


Shifting of occupations and its signifi- 
cance for occupational underwriting was 
the subject of a paper by Pearce Shep- 
herd, assistant actuary, Prudential. He 
discussed methods of handling occupa- 
tional cases where a change seems im- 
minent and cases where a change has 
occurred, in which instance the hazard 
for the future is either an impairment 
left by the former occupation or the 
possibility of returning to the old occu- 
pation. He pointed out that insurance 
statistics form the best basis for occu- 
pational ratings and that statistics from 
other sources may be misleading. 

Robert J. Vane, supervisor, occupation 
rating, Metropolitan, discussed the un- 
derwriting of unskilled laborers and was 
followed by Alfred J. Riley, underwriting 
executive, Mutual Benefit, who presented 
a paper on amateur participation in haz- 
ardous sports. Edmund T. Mimne, as- 
sistant secretary and chairman of insur- 
ance committee, New York Life, dis- 
cussed Mr. Riley’s paper. 

Mr. Riley pointed out that the statis- 
tical basis for selection of amateurs par- 
ticipating in hazardous and semi-hazard- 
ous sports appears to be so scanty, due 
to limited insurance experience and the 
difficulty in obtaining helpful statistical 
information from outside sources, that 
most of the underwriting is probably 
based on impressions rather than facts. 
Without mortality statistics, underwrit- 
ing is a matter of judgment after analy- 
sis of the character of the hazard. The 
nature of the extra risk in individual 
cases may be immediate or deferred. Im- 
mediate hazards are usually accidental 
and generally arise from (1) collisions 
of the body with others or outside ob- 
jects, (2) accidents due to speed or fail- 
ure of equipment, and (3) accidents due 
to inherent dangers. In group one there 
are the fractured vertebrae, cerebral 
hemorrhages and other injuries in sports 
involving personal contact with other 
players. In group two would fall ski- 
jumping, boat racing, motorcycle racing 
and in group three exploring and big 
game hunting. Deferred hazards occur, 
first in sports where there may be an 
effect on the physique of the participant 
affecting future mortality, such as heart 
Strain, or second, from the risk of the 
amateur becoming a professional or en- 
gaging in some more hazardous sport. 


Railroad Fatalities Decrease One-Half 


Roy F. Edward, underwriting statisti- 
cian, Prudential, discussed fatal accidents 
among steam railroad employes present- 
ing in his paper the results of a study 
of the fatality trends by triennial peri- 
ods, subdividing the employes into 128 
Separate occupational groups. These 
data obtained from Federal sources 
clearly indicate that a remarkable de- 
crease in fatalities is evidenced as a re- 
sult of the intensive accident prevention 
campaign instigated by the railroads in 
1923. The merit system, the installation 
of efficient safety appliances, and peri- 
odical medical examinations have doubt- 
lessly contributed largely to bring about 
the consistently decreasing fatality inci- 
‘ent among train and engine crews. For 
the industry as a whole computations on 


Adam, Goodwin and Larkin 
Head New Group of Officers 





MALCOLM ADAM 


Malcolm Adam, assistant vice-presi- 
dent, Penn Mutual, headed the slate of 
officers presented by the nominating 
committee of the Home Office Life Un- 
derwriters Association at the annual 
business meeting yesterday. Mr. Adam 
was elected as president to succeed 
F. Phelps Todd, vice-president and in- 
surance supervisor, Provident Mutual. 

The vice-presidents will be Howard 
Goodwin, vice-president Phoenix Mutual, 
and Harold F. Larkin, vice-president 
Connecticut Mutual. Secretary is Leigh 
Cruess, underwriting vice-president Home 
of New York, and treasurer, Alfred J. 
Riley, underwriting executive of the 
Mutual Benefit. Ross Gordon, vice- 
president and supervisor of applications, 
State Mutual, will be editor of publica- 
tions. 

Elected to the council for two years 
are M. Koniger, Equitable Society; J. 
E. Rogers, Prudential; C. L. O’Brien, 
Minnesota Mutual, and H. R. Lurie, 
London Life. 


Mr. Adam’s Career 


A member of the Pennsylvania bar Mr. 
Adam was at one time a professor of in- 
surance law at Temple University law 
school of which he is a graduate. He 


Agents’ Part Cited 
In Risk Selection 


BY HOME OFFICE UNDERWRITERS 





Association to Hear J. E. Hoskins On 
Aviation Hazards Today; Consider 
Policy Changes 





That the type of agent which a com- 
pany appoints largely represents the type 
of business which that company will 
receive and that accordingly the under- 
writing department may lend material 
assistance to the agency department in 
the selection of field representatives was 
brought out before the opening session 
of the Home Office Life Underwriters 
Association in New York yesterday. The 
meeting continues today at the Waldorf- 
Astoria. 

Howard Goodwin, vice-president Phoe- 
nix Mutual, said that cooperation be- 
tween these two departments in the 
training of new agents develops a back- 
ground of underwriting procedure and 
an understanding of the importance of 
a satisfactory initial selection and the 
responsibility which the agent assumes 
in writing non-medical applications. He 
said also: 

“Further cooperation between the 
agency and underwriting branches is 
developed through periodical analyses of 
each agent’s business. This gives the 
home office the opportunity for construc- 
tive review with managers and agents of 
the quality of the business written both 
from the standpoint of grade of risks 
and the probable persistency of the re- 
sulting policies. 

“The right type of agent who works 
with his home office assotiates through 
well grounded understanding of under- 
writing requirements is not only a val- 
uable asset to his company but he also 
efficiently builds his own success and 
prosperity.” 

G. G. Daly, secretary, medical depart- 

(Turn Forward to Page 13) 





entered the Penn Mutual in January, 
1911; was appointed assistant supervisor 
of applications and death claims in Jan- 
uary, 1922; associate supervisor of ap- 
plications and death claims in 1925; and 
superintendent of that division in June, 
1926. In December, 1930, he became as- 
sistant vice-president of the company. 
He is one of the leading home office life 
underwriters in the country and a keen 
student of human nature. 





the man-hour basis show that fatalities 
have decreased approximately one-half 
during the period under consideration. 
The occupational hazard among x-ray 
specialists was discussed by Dr. Albert 
H. Faber of the New York Life who 
said that workers with Roentgen Rays 
—physicians, scientists and technicians— 
are engaged in an occupation involving 
a certain degree of hazard to health. 
Numerous casualties have occurred 
among them both from electric shock 
and far more from skin burns followed 
bv cancerous growths requiring subse- 
quent amputations. Improvements in 
x-ray equipment have practically elimi- 
tiated the danger of electric shock but 
despite the progress of science there 
still prevails the human element which 
is a factor difficult to evaluate. The 
specialist who thoroughly understands 
x-ray dosage and the various means of 
protection against exposure is a better 
insurance risk than the general: physician 
who may be “dabbling” in the use of 
the x-ray attempting deep therapy in 
combination with his general practice or 
using the x-ray for diagnosis only. The 
dangers of fluoroscopic work were men- 
tioned and the speaker suggested that in 
underwriting x-ray workérs a careful 


and thorough inspection report should 
be of greatest importance. 
Discuss Race Track Personnel 

Vincent D. Manahan, chief underwriter 
cf the Metropolitan Life, read an inter- 
esting paper about race track personnel. 
He stated that there were no American 
mortality statistics either from insurance 
companies or governmental sources on 


lives following occupations connected 
with horse racing. He did, however, 
give some mortality figures published 


some years ago by the Registrar General 
of England and Wales. At that time, 
bookmakers and their assistants showed 
145 deaths where seventy-five might have 
been expected, giving a ratio of actual 
to expected deaths of 193%. Among racé 
horse trainers, jockeys and stable at- 
tendants there were seventy-three actual 
deaths as compared with fifty-seven ex- 
pected, giving a ratio of 128%. 

Mr. Manahan also gave some particu- 
lars regarding the duties of state race 
track inspectors which he confined to 
three different groups. The data cov- 
ered were mostly accumulated from 
horse racing in New York state. C. K. 
Evans, assistant underwriting secretary, 
Guardian Life, delivered a prepared dis- 
cussion of Mr. Manahan’s paper. 
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Yours to Enjoy 


That is the title of a de luxe bro- 
chure around which Fidelity has 
built a direct mail work plan with 
which to supplement its successful 


lead service. 


These two workable 


tools offer an organized plan of 
work which is‘ unusually resultful. 


A 


Life Income For You 


That is the selling theme around 
which the work plan is built. It is 
a theme which induces a cordial 
reception, a fair hearing and sub- 
stantial business. Fidelity offers, in 
addition to its Income for Life 
plan, Family Income, Family Main- 
tenance and an Adjustment plan— 
all peculiarly suited to today’s 


needs. 
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DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
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LATEST BRITISH FIXED TRUST 
COVERS BANK AND INSUR- 
ANCE SHARES 
various British “fixed” 

been added the Trust of 

Shares. The 


trust are 


To the 


now 


trusts 
Bank 


features of 


has 
and Insurance 
similar to those of 


Shares, 


this 
the Trust of 


new 
Insurance and the 


hands. In 


inanagement is in the same 
their method of operation these two 
trusts permit of a wide degree of flexi- 


bility in management. Thus there are 


-four banks, 
insurance 


iwenty three discount houses 


and twenty-five offices in the 


list of permitted investments of the new 


and the holdings may be changed 
that list as 

However, it is stipulated that 
4% of the funds of the 
in any bank 
not than 


one 


trust, 


within circumstances may 
dictate 

not more than 7! 
invested one 


office, 


issued 


trust may be 


or insurance and more 
capital of any 
may be held. 

Some of the banks 
panies specified have partly-paid shares, 
but holders of the trust are 
free as the trus- 


5% of the 
company 
and insurance com- 
certificate 
from liability for calls, 
tees are required to make provision by 
insurance or by maintaining in the trust 
a sufficient securities 
or cash to meet whatever calls are likely 
to be made. Although its life is twenty- 
one years the managers haye power to 


amount of trustee 


terminate the trust after eighteen years. 

This trust has been created as a result 
of the success which greeted the 
formation of the Trust of 
The estimated yield is certainly 
than that offered by other 
recently London, but 
solid fields 


For 


great 
Insurance 
Shares. 
lower some 
trusts formed in 
this is natural in view of the 
new trust is operating. 


it has noticeable 


in which the 
some time 
that the 
trusts of the general type, in their search 


past been 


managements of new British 


for a higher yield with which to attract 


investors, have included in their port- 


folios securities of a very speculative na- 
The trust 
such 


ture establishment of a new 


covering safe ground as insurance 


and banking is therefore the more wel- 
come 
t’s units is 


The initial price of the trus 


i9s. 3d., and the estimated yield is about 
1% 

The directors are the Right Hon. C 
A. McCurdy, K. C. (chairman), Georg« 
Faber (managing director), Allan E 
Messer, J. H. Batty, and R. W. Sharples 
All of the directors are members of the 
boards of well-known British offices. 


907, at the 


post office of New York City under the act 


\IR TRANSPORTATION SAFE 
Striking figures showing the steady 
increase of safety in British air trans- 


port were quoted by C. F. B. Richard- 


son in an address to the British Insti- 
tute of Actuaries in London 

In 1929 when British 
28,327 passengers on 


routes at 


recently. 
compa- 
their 


aviation 
nies carried 


egular air home and abroad, 


killed. The 


flown was 


twelve passengers were 
of passenger miles 
7,147,000. In 1934, when the number of 
passenger had been quadrupled, 
number of passengers had in- 
nearly five —135,000—only 
nine killed. 

During the six years 1929-34 inclusive 
forty-four passengers lost their 
lives, a rate of .130 per 1,000 
505 per 100,000 


number 


miles 
and the 
creased times 
were 


only 
mortality 
flights and 
miles flown. 
fatalities 


passenger 
passenger 
rates in leading 
given by Mr. 


Passenger 
foreign countries were 


Richardson as follows: 


Passengers 

Deaths Carried 
United States 1928-32 109 1,703,649 
Germany 1927-31 32 517,310 
France ...... 1927-31 42 122,449 
reer ee 1928-32 9 155,974 
Holland .....+ 1929-31 13 109,866 


Discussing risks of private pilots, Mr. 
Richardson said age appeared to have 
little effect on the mortality rate, al- 
though pilots under 28 tended to have a 
higher mortality than older men. The 
mortality of student pilots is low, but 
they show a heavy mortality after qual- 
ifying. 

“Aviation is a new hazard that is en- 
tcring more and more into our business,” 
Mr. Richardson added, “and the life of- 
fices be forced sooner or later to 
face the problems and find a solution 


” 


will 


for it. 


Edward W. Allen, general agent, New 
England Mutual, New York, was made 
the subject of editorial comment in a 
recent edition of the Brooklyn Times 
Union praising him for his record as 
chairman of the Brooklyn Chapter of 
the American Red°Cross. Mr. Allen re- 


tired from the position this fall after 
serving for more than ten years. 
* * * 


Sir Jeremiah Colman has completed 
fifty years of service as a director of 
the Commercial Union. The anniversary 
was marked by a dinner given to him 
by the directors; also, with the presenta- 
tion of a silver Treasury inkstand as a 
memento of his long association with 
the company. 


——————— 
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The Human Side of Insurance 








L. to R.: John A. Farber, president Service Life; Insurance Commissioner 
Charles Smrha; C. A. Abrahamson, president National Association of Casualty & 
Surety Agents. 


Charles Smrha, new insurance com- 
missioner of Nebraska; John A. Farber, 
president of the Service Life of Oma- 
ha, and C. A. Abrahamson, Omaha In- 
surance Agency and president of the 
National Association of Casualty & Sure- 
ty Agents (elected at White Sulphur 
Springs a few weeks ago), were photo- 
graphed by The Eastern Underwriter 
when they were attending the Omaha 
Horse Show recently. The picture is 
reproduced on this page. When the cam- 
era snapped they were watching Presi- 
dent F. B. Johnson, National Security 
Fire of Omaha, one of the riders in the 


show. 
* * k 


J. Henry Doyle, general counsel of the 
National Board of Fire Underwriters, 
was last week reelected councilman of 
Glen Ridge, N. J., where he resides. He 
was unopposed and polled: 2,814 votes. 

* * * 

Paul B. Sommers, president of the 
American of Newark, is to receive his 
third degree in Maple Lodge No. 196 at 
Maplewood, N. J., this evening. The 
second section of the degree will be 
staged by the Insurance Square Club of 
New Jersey. 

x * 

Ray Withers Bonta has been made 
insurance editor of the Dallas News, that 
paper having decided to make a daily 
feature of insurance. He has been on 
the news staff of the paper for some 


time. 
* * * 


Major Guy Larnach-Nevill has been 
appointed a member of the boards of the 
Sun Insurance Office and the Sun Life 
Assurance Society, both of London. 

* * * 


H. M. Giles, president, Millers Na- 
tional of Chicago, and H. P. Biehr, ex- 
aminer from the home office, are on an 
agency tour of the South. Their itin- 
erary calls for a few days’ stop at Mo- 
bile, Ala. They will cover several cities 
in Florida, accompanied by H. E. Mur- 
phy, state agent, and are expected back 
in Chicago November 18. 


. os 


L. J. Savard has been appointed man- 
ager of the French department of the 
insurance brokerage firm of Johnston, 
Kennings, Inc., Montreal. 


Harold Hammond, traffic engineer, Na- 
tional Bureau of Casualty & Surety Un- 
derwriters, has returned from Evanston, 
Ill., where he spent two weeks as an in- 
structor at the 1935 session of the North- 
western University traffic officers’ train- 
ing school. Mr. Hammond was in charge 
of traffic planning field work, This 
course, the third two weeks’ session of 
the school since it was organized in 1933 
was attended by fifty-seven police off- 
cers from the police departments of cit- 
ies in fifteen states. Expenses of the 
group were met by safety councils, com- 
munity organizations, in some instances 
by their own police departments and even 
by newspapers. A record of 70% or bet- 
ter was necessary to win a certificate 
from the school. Mr. Hammond was 
greatly impressed by the industry and 
sincerity with which the men worked 
Their classes were from 8 to 5 every 
day, he said, and after dinner they stud- 
ied until 12 or 1. “Death Takes No Hol- 
iday,” the Bureau’s talking slide film, 
was shown to them. 

* -« «@ 


Albert G. Derr, Newark general agent 
for the Aetna Life, was in Coral Gables 
during the most recent Florida hurricane 
He and Mrs. Derr were about to leave 
for home after visiting their son Elbert 
at the University of Miami, Coral Gables, 
but were delayed bv the storm. Mr 
Derr was general agent for the Aetua 
in Florida before going to Newark 4 
few years ago. 

* * * 

Dr. Herbert J. Stack, child safety ex 
pert of the National Bureau of Casualty 
& Surety Underwriters, has just bee! 
named to a committee of fifteen by Gov 
Hoffman of New Jersey which will or 
ganize a state safety council. The com- 
mittee includes the leading safety ex 
perts of New Jersey including Fred M 
Rosseland, secretary, Newark Safety 
Council; Arthur W. Magee, acting com 
missioner of motor vehicles, and John | 
Toohey, state labor commissioner. 

* * + 

A. Levine, general manager of the Al 
liance of London, recently spent a hol 
day in Jerusalem. 

* * * 

The Marquis of Abergavenny has I 
signed from the board of the Sun Ir 
surance Office because of advancing 


years. 
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E. A. Brownell Visits London 


E. A. Brownell, president of the West- 
ern Assurance of Toronto, has been vis- 
iting the company’s branch in London. 
While in London he was interviewed by 
B. di C., clever comment writer of The 


Policy-Holder of London. Among other 
things this writer said: 

“Mr. Brownell is a New Zealander by 
birth and a jolly fine insurance man by 
aptitude and training. He joined the 
Western staff thirty years ago and is 
now at the top of the tree. In appear- 
ance he resembles our chancellor of the 
exchequer, Neville Chamberlain, but 
rather more athletic and_ soldierly in 
build. Brownell came across from Can- 
ada in July, intending to go on to South 
Africa. and Australia, surveying the 
world-wide business of the company. On 
reconsideration, however, he decided to 
give the big tour to his London man- 
ager and to remain meanwhile in Eng- 
land. The Brownells are descended from 
a family settled in Derbyshire in the 
seventeenth century and later prominent 
across the Yorkshire border at Sheffield, 
whence they spread to Liverpool before 
going to America and the great sheep- 
breeding district in the south island of 
New Zealand. Nowadays, the surname 
is most widely known in the United 
States. But as late as the beginning of 
the nineteenth century old Peter Brown- 
ell held high municipal rank as master- 
cutler of Sheffield. I think it was his 
magisterial son Charles who migrated to 
Lancashire. About that time William 
srownell was secretary of the Sheffield 


Fire Office, a concern acquired by the 
Alliance Assurance seventy years back.” 
x cs @ 


Lost Trunk Results in $53,000 Claim 

The St. Paul Fire & Marine filed suit 
in the Denver district court recently 
asking $53,000 from the Rocky Mountain 
Motor Co. and the Denver Cab Co. for 
the loss of a trunk containing more than 
$50,000 worth of diamonds and belonging 
to Arnstein Brothers & Co. of New York. 
The trunk was delivered to the transpor- 
tation companies on August 28, 1934, to 
be carried to the Union Station. A sub- 
stitution was made, the proper trunk 
found later some miles outside of Den- 
ver, rifled of its contents. The St. Paul 
paid full coverage. 

* a od 


Banks and Credit Finance Companies 


The Camden Fire Insurance Associa- 








as re- 
In- 
ncing 













tion in its agency publication, Camden 
Advisor, prints under the head of “Bor- 
tow From A Bank; Insure Through An 
Insuror, ” the following naragraphs: 

“Fighting for their own business, in- 
vaded for many years by finance compa- 
nies who write insurance, agents through- 
out the United States are making allies 
of their local banks as they drive home 
to new car purchasers the telling mes- 
sage, ‘Borrow from a Bank—Insure with 
an Insuror,’ 

“Many advantages can be offered to 
the prospect by this plan. First, in many 

















cases the bank can lend money on a 
chattel mortgage at less cost than a 
finance company would charge. 

“Second, an insurance agent can give 
more protection to the car owner as 
well as the mortgagor through properly 
written insurance. 

“Third, there is no penalty in the pro 
rata cancelation of existing insurance, 
when the policy is rewritten by the same 
agent. 

“Rally ’round the banner—carry this 
slogan forward in your town, ‘Borrow 
from a Bank—Insure Through an In- 
suror. It’s logical. It’s safe. It saves.” 

: & * 


New L’Atlantique Dispute Arises 


A new, though not unexpected dispute, 
has arisen in connection with the French 
liner L’Atlantique. The Compagnie Sud- 
Atlantique has refused to pay the Oc- 
tober and November dues for keeping 
the ship in the Homet Basin, where it 
has been since July, 1933, and has an- 
nounced its intention to take legal pro- 
ceedings against the underwriters for 
the recovery of all the dues paid to date, 
amounting to 3,400,000 francs. A request 
for a reduction of the dues is now being 
considered by the Minister of Marine. 
As the vessel will have to remain docked 


until the final settlement of the case 
against the underwriters, it is thought 
that the Minister will accede to this 
request. 

* * * 


Insurance on New York Fire of 1845 


Reminiscent of fire prev ention progress 
the National Union Fire has issued a 
circular containing a reprint of the New 
York Journal of Commerce story of July 
21, 1845, about the conflagration which 
destroyed several hundred buildings in 
New York City two days before. First 
estimates, fairly conservative, placed the 
loss at over $5,550,000. Here are the 
opening paragraphs from the J. of C 
article: 

“The extent of this calamity exceeded 
even the excited apprehensions of those 
who witnessed its whole progress from 
the commencement. Happily we are now 
enabled to define the limits of its rav- 
ages. On the east side of Broadway, 
every building from Exchange Place, 
commencing with the Waverly House, to 
Marketfield Street, is utterly consumed, 
also three or four dwellings below Mar- 
ketfield. The house on the corner of 
Stone and Whitehall Streets, and two 
or three dwellings north of Stone Street, 
remain comparatively uninjured. Thence 
to Broad Street Stone Street is the 
boundary. Through Broad Street, from 
Stone to the public stores within two or 
three doors of Wall Street, the buildings 
on both sides are all destroyed. A line 
drawn from the public stores to the 
Waverly House is the limit on the north- 
west. In Beaver Street all the buildings 
on both sides are consumed, from the 
Bowling Green to within five or six 
doors of William Street. On. the west 
side of Broadway the buildings are all 
destroyed from Morris Street to No. 13, 


occupied by Mrs. Barker as a boarding 
house—this last included. 

“The buildings on Broadway, north of 
Morris Street, were saved by incredible 
exertions, in which the inmates of the 
Mansion House rendered themselves es- 
pecially conspicuous. The roofs of these 
buildings were covered with carpets and 
blankets constantly wetted with water 
carried up by hand. Their safety in just- 
ly attributed to the fountain and res- 
ervoir in the court of the Mansion 
House, whence the water that preserved 
them was readily procured. This is a 
remarkable instance of that which was 
designed only for iuxury and ornament, 
subserving a purpose of the highest util- 
ity. 

“The explosion which set this most dis- 
astrous conflagration in motion remains 
a mystery as to its cause. We surveyed 
the gas reservoir, which at first seemed 
the most probable cause, and found that 
there had been no explosion in it.” 

* * * 


Queen Mary’s Lifeboats Last Word 
in Marine Life-saving Gear 


Work on one of the twenty-four life- 
boats which are being built for the 
Cunard-White Star liner Queen Mary 
has been pressed forward so that it can 
be ready for exhibition at the Scottish 
Motor Show late in November. 

In all there will be twenty-four motor 
lifeboats on the Queen Mary’s davits. 
Two will be statutory lifeboats, fitted 
with radio equipment, and two will be 
emergency lifeboats, used for launching 
in a hurry. 

The engines of the lifeboats have been 
so designed that they will start imme- 
diately, no matter what the temperature 
is. Searching tests have been made to 
ensure that the lifeboats will be second 
to none and the vessel to be exhibited 
at Glasgow will be put forward as the 
most efficient marine life-saving craft 
vet devised. 

ea 
Crowds Wait for Glimpse of Harris 

The recent trial of two fire insurance 
assessors at the Old Bailey, London, 
drew a large audience to the famous old 
court, all of them eager to catch a 
glimpse of Leopold Harris, the most no- 
torious arson racketeer in England. It 
was at the Old Bailey that Harris was 
sentenced to fourteen years’ penal servi- 
tude two years ago, and he was brought 
back in case he was wanted in connec- 
tion with the prosecution of the asses- 
sors. However, the crowd was doomed 
to disappointment, for Harris remained 
locked in a cell throughout the proceed- 
ings. 

After the trial it was stated that Au- 
gustus Cook had carried out the investi- 
gations and a rumor spread that a new 
figure had entered the organization that 
has been steadily stamping out arson in 
Britain since the conviction of Harris. 
This, however, proved inaccurate. Mr. 
Cook is an expert accountant and he 
was called into this case because the 
accountancy element in it was an im- 
portant one. The actual investigations 
leading up to the prosecution and con- 
viction were under the control of Super- 
intendent Yandell of Scotland Yard, who 
had charge of all the previous cases con- 
cerning the Harris gang’s activities. Co- 
operating with Supt. Yandell was Wil- 
liam C. Crocker, Lloyd’s legal advisor, 


who has worked with him on all the 
Harris cases. 
* * * 
Duke of Buccleuch Had Insurance 
Connection 


The Duke of Buccleuch, whose recent 
death caused the hasty cancellation of 
what would have been the most brilliant 
social function of London’s winter sea- 
son—the public wedding of his daughter 
to Hi. the Duke of Gloucester— 
was the head of the famous Scott fam- 
ily, which for many generations has been 
prominent in the insurance world. Sir 
Walter Scott was the clan’s foremost 
celebrity. 

The late Duke was, for four years end- 
ing in 1928, a director of the Scottish 
Provident Assurance Association. Ad- 


vancing years and indifferent health 
finally caused him to retire and at his 
death the only position of importance 
that he retained in tke financial world 
was that of Gevernor of the Royal Bank 
of Scotland. This high office has been 
held continuously, with one brief inter- 
val, by the Dukes of Buccleuch since 
1777. Throughout his life the Duke took 
a keen interest in financial matters. One 
of his daughters, Lady Mary Scott, is 
married to Lord Burghley, the famous 
athlete and member of the London in- 
surance world. Lord Burghley is hailed 
in England as the most popular repre- 
sentative of the younger generation, By 
the marriage of Lady Alice Scott to the 
Duke of Gloucester he becomes connect- 
ed with the Royal Family. 
. « 


Four Yearly Car Inspections 


The National Automobile Club has in- 
augurated a new service. Members now 
have the privilege of four inspections a 
year of the mechanical condition of their 
cars without cost. Inspections are made 
by the official service units of the clubs. 

* @ 


Complaint Letter That Was Different 

In contrast to the usual variety of com- 
plaint letter which is received in casualty- 
surety home offices from agents hereison¢ 
which came to the office of the Standard 
Surety & Casualty of New York from 
A. M. Barnes, president of Calhoun & 
Barnes, Inc., its general agent in New 
Orleans, which gave a pleasant glow to 
President F. G. Morris in the knowledge 
that things were running along so smooth- 
ly. But he also heeded the suggestion and 
did not forget that the agency is still on 
the map. Mr. Barnes wrote: 

“Our agency and home office have been 
coasting along over smooth seas. As a 
matter of fact, the coasting has been a 
little too smooth. An occasional run-in 
with a department head or a scrap of 
some kind usually adds spice to the busi 
ness and makes things worth while. 

“Unfortunately, those things have been 
lacking in the past several months and we 
are afraid the company is going to forget 
this agency is on, the map.’ 


New Yorkers’ ‘Confidence in Safety 
of Their Skyscrapers and Efficiency 
of Fire Department 
Sitting in an apartment in West 
Twelfth Street, New York, Sunday after- 
noon I noted flames and smoke pouring 
out of an apartment on the upper floor 
of 302 West Twelfth Street. Next came 

the crowd and the fire engines. 

A woman tenant had started an in- 
vestigation to find what was the matter 
with the refrigerator in her kitchen. Get- 
ting on her knees, with a lighted match 
in her hand, she was gazing underneath 
the refrigerator when lint and oil caught 
fire and soon the entire room was ablaze 

What struck me as particularly inter- 
esting about the fire was the indifference 
of the other tenants to the incident. Aijl 
through the building windows’ were 
cpened and heads poked out. They 
watched the scene in the street and the 
smoke and flames as if in a grandstand 
at a sporting event. No one was ex- 
cited; and there was no exodus to the 
street. Every one knew that the apart- 
ment house would not catch fire; every 
one was confident that the blaze would 
be confined to the apartment where it 
originated. And it was. 

The situation was entirely different to 
a fire in a hotel, no matter how small. 
Hotel fires are usually accompanied by 
scenes of panic. 

* * 
The Omnipresent Earthquake 

Earthquake insurance has taken a 
spurt since the shocks of the past few 
weeks. They called the attention of the 
public to the fact that with the excep- 
tion of the Grand Canyon, Colorado, and 
a few other rockbound places hardly any 
place is immune from an earthquake 
scare. Even President Roosevelt claimed 
that there was an earthquake tremor at 
his home in Hyde Park, N. Y. That 
was the news he gave the reporters one 
day recently when they gathered for one 
of his press conferences. 
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F FIRE INSURANCE 





Companies Reduce Fire 
Rates in Missouri 10% 

CHANGES EFFECTIVE ON NOV. ll 

Saving of About $2,000,000 to Assureds 


Expected; End of Court Diffi- 
culties Is Near 





Effective on Monday, November 11, 
the stock fire insurance companies op- 
erating in Missouri reduced their rates 
10% below the rate levels which they 
have been charging since June 1, 1930. 
The new schedules will save the insur- 
ance buyers in the state approximately 
$2,000,000 annually, according to State 
Superintendent of Insurance R. Emmet 
O’Malley. The rates will not be retro- 
active and will have no direct bearing 
on the litigation pending before the 
Missouri Supreme Court and a special 
three-judge Federal tribunal at Kansas 
City over the 16 2/3% rate increase 
which the companies put into effect on 
June 1, 1930, over the protest of the 
then State Superintendent of Insurance 
Joseph B. Thompson. 

Commenting on the new rates to take 
effect on November 11, Superintendent 
O’Malley issued the following prepared 
statement: “I am pleased to announce 
that the fire insurance companies have 
acceded to our solicitation and, effective 
as of Monday, November 11, fire insur- 
ance rates in Missouri will be reduced 
10% from the rates actually collected 
now. 


Present Rates Compared With 1922 


“The fire companies have filed rates 
with the Insurance Department estab- 
lishing a rate level of less than 95; 
whereas they are now collecting upon a 
rate level of 105. This means that here- 
after fire imsurance rates in Missouri 
will be at least 5% lower than they were 
prior to the institution of the fire rate 
litigation in 1922; such rate level rep- 
resents an increase of slightly less than 
5% from the rate level promulgated by 
Former Superintendent Hyde in 1922, 
which rate since that time has been and 
is now in controversy. 

“These new rates compare most fa- 
vorably with the rates charged in our 
sister states having similar fire protec- 
tion. This means that the policyholder 
will, from now on, pay a fair rate in- 
stead of paying a much higher one in 
anticipation of a partial refund when and 
if the litigation is favorably terminated. 
Under these new rates no more funds 
will be impounded and subjected to the 
expense of maintenance and distribu- 
tion when and if there is a distribution, 
nor will policyholders lose the use of 
their money for an indefinite period as 
they have in the past.” 

Superintendent O’Malley reveals that 
the new fire insurance rates have made 
it unnecessary to continue the process 
of impounding a portion of the insur- 
ance premiums to await the final out- 
come of the state and federal court liti- 
gation involving the 16 2/3% increase 
in rates " into effect by the companies 
on June 1, 1930. 

The impounding procedure has proved 
an expensive move for the policyholders 
so far as the Cole County Circuit Court 
is concerned, since that tribunal has not 
insisted upon any interest being paid by 
the local banks handling the deposits of 
such funds. All of the expenses of ad- 
ministering the fund is to come from the 
premiums impounded. The court has set 
up a large organization to handle the 
process of receiving the excess premi- 
ums and depositing some in the banks. 

On the other hand, the special three- 
judge Federal court at Kansas City has 
handled the approximately $10,000,000 it 
has impounded more simply. A minimum 
of help has been retained while the funds 
are invested in high grade governmental 


American to Insure 
Risks of N. J. Dep’t 


BUT 90% IS TO BE REINSURED 








Agents Complain That Contract Made 
by Withers Will Give Nearly All Com- 


sions to American Agents 





Insurance on properties owned by 
banking institutions, building and loan 
associations, insurance and title and 
mortgage guaranty companies which are 
now in the hands of the New Jersey 
Insurance Department for liquidation, 
reorganization or rehabilitation, will be 
placed through the American of Newark 
according to an agreement reached with 
the company by Insurance Commissioner 
Carl K. Withers. The American will re- 
tain 10% of all such business and rein- 
sure the balance among companies whose 
total fire writings individually in New 
Jersey last year amounted to at least 
one-fourth of 1% of the fire premiums 
written in the state. It is estimated by 
some that not more than seventy to 
ninety companies will be able to qualify 
for this business. 

With premiums of possibly $2,000,- 
000 to be accepted by the American and 
reinsured it is reported that New Jersey 
agents of other companies are strongly 
opposed to the new arrangement on the 
ground that the commissions may go 
mostly to agents of the American. Up to 
now the insurance on the financial and 
insurance institutions in the hands of the 
Department has been handled by agents 
generally. While the Insurance Depart- 
ment contract with the American states 
that local agents to prepare the policies 
are to be named by the Commissioner, 
numerous agents feel that henceforth the 
business will tend to be concentrated in 
American producers. 


Withers’ Letter to Companies 


In a letter sent to fire insurance com- 
panies last Thursday Commissioner 
Withers said in part: 

“In order that the commissioner may 
deal with one company only in the pre- 
paration of policies, payment of prem- 
iums and adjustment of losses, it is de- 
cided that all such policies will be or- 
dered from the American Insurance Co. 
of Newark, N. J., and that the other 
companies as above described will par- 
ticipate in the liability and in the pre- 





securities that net enough income to pay 
all of the administration expenses, so 
that all of the premiums impounded are 
still intact and there is also some surplus 
in earnings to be added to that amount 
when the final distribution is made. 

The filing of the new rates which were 
accepted by the Missouri Insurance De- 
partment has not terminated the old 
rates cases, which involve seventy-three 
companies in the state court case and 
137 individual suits before the Federal 
tribunal at Kansas City. 





“Are You 


Alliance Agent." 





Prepared for This?” 


asks the Alliance national advertising for November, 
showing a picture of an automobile collision in the 
making. With the widespread public interest in re- 
ducing accidents, this timely Alliance message brings 
home to motorists the value of dependable Collision 
protection, telling the reader, as always, to "Ask the 





THE ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 


Head Office: 1600 Arch Street, Philadelphia 








miums therefor, in the proportion that 
the 1934 New Jersey premiums of such 
company bore to the total of all com- 
panies, adjusted where possible, to the 
nearest one-quarter per cent. 

“The American has furnished the com- 
missioner with a contract, as per copy 
herewith, insuring all such property from 
the time insurance is required by the 
commissioner, to procure the issue of all 
policies; account for them to the com- 
missioner; receive and distribute pre- 
mium payments; adjust and pay all losses, 
and in consideration of such servie the 
American will receive for its net account 
10% of such premiums. The remaining 
90% of such premiums will be divided 
among the other participating companies 
as hereinbefore stated. 

“As policies are prepared by local 
agents, nominated by the commissioner, 
who will be paid full agency commissions, 
the American will prepare a bordereau 
or schedule of risks and furnish copy of 
such to your company and to each of the 
other participating companies. The Am- 
erican will make abstracts or billings, as 
required, and annually it will furnish to 

(Continued on Page 24) 


Standard Insurance Company 
of New York 


Head Office: 80 John Street, New York 
J. A. Kesey, President 


G. Z. Day, Vice-President 


C. L. Henry, Secretary 


Statement December 31st, 1934 


CAPITAL . ° 
PREMIUM RESERVE ° 
OTHER LIABILITIES : 
CONTINGENCY RESERVE 
NET SURPLUS . . . 
TOTAL ASSETS ° . 


Bonds & Stocks valued on New York 


at $60,688.08 in the above statement are deposit 


. ° $1,500,000.00 
° . 1,351,369.36 
° ° 212,275.00 
. . 23,282.17 
. . 2,587,232.01 
. . 5,674,158.54 


Insurance Department Basis. Securities carried 





ed in various States as required by law. 


E. U. A.-AGENTS’ CONFERENCE 





Meeting Held Wednesday in Philadel- 
phia to Discuss Agents’ Request For 
Contingent Commissions 


With Kenneth 


the National Association 


H. Bair, 


president of 
of Insurance 


Agents, as one of its members, the con- 


of the 
Insurance 


ference committee 
Association of 


Pennsylvania 
Agents met 


Wednesday with a committee from the 
Eastern Underwriters Association to dis- 
cuss the demand of the agents of the 
Pennsylvania ordinary department fora 


contingent commission. 


Informal discussions were held Tues- 
day night, but when the formal meeting 
got under way Wednesday at the Belle- 
vue- -Stratford there was doubt whether 
the companies would agree to the re- 


quest; 


would refuse on the grounds that 


a concession of this sort in Pennsylvania 
would mean similar requests from other 
states, or would offer a reported com- 


promise of 5 or 714%. 


At present a con- 


tingent is paid only to agents in the ex- 
cepted territory—Philadelphia and Pitts- 


burgh. 


The E. U. A. named a strong commit 


tee to negotiate with the 
M. _ Thomas, president of 
Union Fire, is chairman. 


bers are Edward Milligan, 


agents. John 
the National 
His co-mem- 
president, 


Phoenix of Hartford; Bernard M. Cul- 


ver, president, 


Continental ; 


John 0. 


Platt, vice-president, Insurance Company 


of North America, and Cecil F. 
manager, 


cross, United States 


Shall- 
North 


British & Mercantile group. 
James P. Lavelle of Scranton is chait- 


man of the agents’ committee. 


members are Charles T. 


Other 
Monk, Phila- 


delphia; Warren R. Roberts, Bethlehem; 
Henry Schmid, Wilkes-Barre, and Ker- 


neth H. Bair, Greensburg. 


At the conclusion of the meeting Mr. 
Thomas and Mr. Bair made a joint state 
ment in which they declared that “we 
did not expect to reach an agreement 
at the first meeting. We all feel thal 


considerable progress has 


been made.” 
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Despite statements of Insurance Di- 
rector Ernest Palmer of Illinois that the 
new proposed insurance code bill has 
been revised to meet practically all ma- 
jor objections, fire and casualty insur- 
«nce company interests are still strongly 
opposed to this measure, which is now 
before the State Senate Insurance Com- 
mittee in the special session of the 
gislature. This hostility to the bill 
made itself known at a hearing held last 
Wednesday in Springfield, Ill. Support 
for the bill comes from the Insurance 
Department, agents, brokers and the in- 
surance division of the Illinois Chamber 
of Commerce which recently passed the 
following resolution : 

“We urge the passage of the code with 
the exception that we strongly recom- 
mend the removal of the vexatious de- 
lay clause and recommend the consid- 
eration of the rating section in a 
separate bill.” 

Fire insurance company leaders like- 
wise favor the changes mentioned in 
this resolution, if a code bill is to be 
passed. They would prefer that the bill 
be defeated again. The rate regulation 
section, while far less drastic than the 
separate bill that was before the legis- 
lature in the summer, does provide that 
rates shall be non-discriminatory and 
aiso that they shall not produce an ex- 
cessive, inadequate or unreasonable 
profit. 

For so-called unreasonable delay in 
the adjustment of fire losses there is 
provision for a 10% penalty. Following 
the hearing last week Director Palmer 
said he is again willing that the rate 
section be lifted from the code and put 
into a separate bill. Numerous members 
of the Illinois legislature feel that the 
code has a better chance for passage if 
the rate regulation section is deleted. 
The insurance committee was scheduled 
to meet again this Wednesday afternoon 
to discuss amendments which may be 
offered. 
Early this week reports from Illinois 
were to the effect that the code bill is 
likely to experience considerable diffi- 
culty in the legislature and doubt is 
growing as to whether the measure will 
be passed after all. The attitude of state 
senators from Cook County is still in 
doubt and it was the hostile votes of this 
group which helped defeat the original 
code bill earlier this year. Despite 
changes made in the bill Director Palmer 
still has a hard fight on his hands to 
put the code across this year. 


Rate Regulation Section 


The rate regulation section of the code 
bill is short and reads as follows: 
“Article XXVII. Rate Regulation. 
Sec. 347. Scope of Article. This ar- 
ticle shall apply to all companies trans- 
acting in this State any of the kind or 
kinds of business enumerated in either 
Classes 2 or 3 of Section 7 of this Code. 
“Sec. 348. Discriminations—Rate. No 
company authorized to transact business 
in this State shall fix or make any rate 
or schedule of rates, or charge a rate 
which discriminates unfairly between 
lisks in this State of essentially the same 
loss hazards, nor any rate which will 
Produce an excessive, inadeauate or un- 
reasonable profit. 

“Sec. 349. Hearings—Adjustments. It 
shall be the duty of the Director, after 
due notice and a hearing granted to all 
companies which may be affected there- 
y in the manner provided in Section 4, 
to order an adjustment of rates when- 
ever he shall find that unfair discrimina- 
tion exists between risks of essentially 
the same loss hazards or that the rates 








Companies Still Opposed to New 
Illinois Insurance Code Measure 


Rate Regulation Section and Provisions for Multiple Line 


Companies and Instalment Payment of 
Term Risks Draw Fire 


being charged produce, or will produce, 
an excessive, inadequate or unreasonable 
profit. Any order of the Director made 
pursuant to this section shall be subject: 
to review in the manner provided in 
Section 445 of this Code.” 

Commenting upon this section Direc- 
tor Palmer says that no attempt has 
been made to introduce a comprehensive 
rate law and there is no requirement for 
the filing of rates or their approval by 
the department. 

National Board Opposition 

The National Board of Fire Under- 
writers is opposed to the rate regulation 
section and also to the sections permit- 
ting fire companies to write casualty in- 
surance and vice versa. As most of the 
large fire companies of the country, 
domiciled outside Illinois, could not take 
advantage of this opportunity to issue 
multiple line policies, fire company ex- 
ecutives feel there may be a tendency 
to form subsidiary companies in Illinois 
and thereby increase competition. In 
addition Illinois companies would have 
an advantage in their home state over 
other companies, it is charged. 

Objection is also made by fire com- 
panies to the provision allowing term 
fire policies to be written at a reduced 
rate and the premiums collected in an- 
nual instalments. Most states will not 
permit this practice and fire companies 
in general hold that such a provision, if 
passed, would threaten the fire rate 
structure. 

Agents’ and Brokers’ Sections 


Some of the sections from that part 
of the proposed code dealing with agents 
and brokers follow: 


“If the Director shall be informed upon in- 
vestigation, complaint or otherwise that any com- 
pany, agent, broker, solicitor or company service 
representative has willfully violated the provi- 
sions of this section he shall notify such com- 
pany, agent, broker, solicitor or company service 
representative of the specific charges and shall 
in such notice fix a date not less than ten days 
after the date of the mailing or delivery thereof, 
for a hearing before him or before an employe 
of the Department specially designated for that 
purpose, whose report he may adopt. The Di- 
rector, or the employe so specially designated, 
shall have power to administer oaths. Evidence 
and testimony pertaining to such charges may 
be mtvatanel at such Be by the Depart- 
ment, any complainant, and the licensee. If the 
Director finds that the charges so made are sus- 
tained by the evidence and testimony presented 
and introduced, he may suspend the license to 
transact business in this State for a period of 
time not to exceed six months. This proceeding 
shall be in addition to and shall not supersede 
or preclude any proceeding taken in_accordance 
with Section 166 of this Code. The hearing 
shall not be open to the public, but shall be lim- 
ited to the parties interested and their witnesses. 


Examination to Qualify for Agent’s 
r Broker’s License 


“Sec. 163. If the applicant has not one year 
or more prior to the date of application for 
license been licensed as an agent or broker, or 
has not one year or more theretofore been des- 
ignated to act for a partnership, association or 
corporation which has been licensed as an agent 
or broker in this State, the Director shall re- 
quire such applicant or its members, officers, 
directors or stockholders designated to act for it, 
to submit to a written examination covering all 
of the kinds of insurance or contracts which the 
license, if granted, will permit the applicant to 
solicit. 

“All examinations provided for by this section 
shall be conducted under rules and_ regulations 
yrescribed from time to time by the Department. 
=xaminations shall be held not less frequently 
than four times every year at times and places 
prescribed by the Department, of which appli- 
cants shall be notified by the Department, in 
writing, and may be conducted wholly or in part 
in writing. ‘ 

Issuance of License 


“Sec. 165. (a) The Director shall issue an 
agent’s license to an eet: (1) when the 
application provided for by Section 160 has been 
filed with and approved by the Director; (2) 
when the applicant has passed an examination as 
required by Section 163; (3) when the Director 
has determined that the applicant, if_a natural 
person, is a resident of this State and is trust- 
worthy, or, if a partnership, association or cor- 
poration, that it is organized under the laws of 
this State and that the porns designated to 
act for it are residents of this State, and that 


Five Year Loss Ratio 
Brings Normal Average 


TEXAS FIGURES ARE GIVEN 





1933 to Present Year Shows Big Decline 
in Losses But 1930-32 Inclusive 
Brought High Loss Ratios 





Texas fire losses for the five years 
ending December 31 this year will pro- 
duce a normal average experience, ac- 
cording to State Fire Insurance Com- 
missioner Raymond S. Mauk. He is 
hopeful that the five year experience, 
including the current year, will justify 
the Insurance Board in lowering rates 
on some of the individual property 
classes in 1936. Fire losses in the last 
three years were lower than at any time 
since 1919, but the low average was se- 
cured only by the abnormally small losses 
for 1933, 1934 and this year. The three 
years 1930-1932 inclusive brought losses 
in excess of normal. 

“There are about 336 stock and 36 mu- 
tual fire insurance companies operating 
in Texas,” Mr. Mauk said; “336 domi- 
ciled outside the state, while we have 
fifteen home companies. There are 
slightly over 4,000 licensed local record- 
ing agents operating in the state, and 
about 2,500 solicitors or sub-agents. The 
total assets of the Texas companies as 
of December 31, 1934, were $21,016,479. 
The fire premiums and losses by year 
for the past five vears are as follows: 


Year Premiums Losses 

Seer $26,983,764 $17,225,418 
ee ree 23,478,860 17,527,662 
Jee: 19,762,739 15,093,080 
ee 19,217,327 9,202,598 
PROe! 5 Sisewwnsed 22,245,423 8,261,149 


“You will note there was a slight in- 
crease in premiums in 1934 over 1933, 
and it is anticipated that there will 
be another slight increase this year over 
last. The companies generally are in 
sound financial condition and, while not 
wholly over the effects of the depression, 
they are at least in ‘good health’ and 
can begin building and preparing for an- 
other catastrophe.” 


Abel P. Shive, Veteran 
N. J. Agent, Is Dead at 89 


Abel Pierson Shive, one of the veteran 
local agents of New Jersey and a resi- 
dent of Clinton, died recently at his 
home at the age of 89 years. He was 
a member of the agency of Shive, Wright 
& Exton which was organized in 1893 
as Kline & Shive. In those days and 
also later when the automobile came to 
take its place in the field of transporta- 
tion Mr. Shive always traveled around 
the countryside by horse and buggy and 
never used a motor car. 

Surviving Mr. Shive are a son, a broth- 
cr, two half-brothers and two half-sis- 
ters. Other members of the local agency 
are Walter D. Wright and Philip Exton. 








SENTS’ EXECUTIVE COMMITTEE 

Members of the executive committee 
of the Bergen County (N. J.) Associa- 
tion of Insurance Agents have been 
named by President John F. Neilson as 
follows: Walter G. Wray, Jules J. Cher- 
on, Alfred Christie, Arthur Heck, Charles 
Fountain, John Hardekopf, Joseph R. 
Rlankley and Carl Bloecher. 





all such persons are trustworthy; (4) when a 
qualified company has filed with the Director a 
requisition, the form of which shall be prescribed 
by the Director, for such license, and (5) when 
the company shall pay for each individual appli- 
cant and for each person designated to act for 
a partnership, association or corporation appli- 
cant a fee of one dollar ($1.00) if a domestic 
company, and two dollars ($2.00) if a foreign 
or alien company; provided, however, if all the 
requirements of this section other than that re- 
lating to examination have been complied with, 
the Director may issue a temporary license for a 
period not exceeding ninety (90) days pending 
such examination. 

“(b) The Director shall issue a broker’s li- 
cense to an applicant when (1) an application 
provided for in Section 160 has been filed with 
and approved by the Director, and the Director 
shall have determined the applicant to be trust- 


(Continued on Page 24) 














We uphold the 
cooperative activities 
of stock fire 
insurance companies 
for the promotion 
and support of those 
correct and ethical 
practices so essential 
to the solvency of 
the companies, the 
protection of the 
public, and the 
orderly conduct of 


the business. 


EQUITABLE 
Fire @ Marine 


Insurance Company 


of 


Providence, R. I. 


Cash Capital. .... $1,000,000.00 
Net Surplus 3,832,750.70 
Re. ok eee 6,031,368.30 
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Hazards of Common Refrigerants 


Dangers from fire and toxic properties 
refrigerants are described 
and treated in a bulletin just 
by George W. Booth, chief engineer of 
the National Board of Fire Underwriters. 
Among the information given is a table 
listing most of the substances used as 
refrigerants together with data on their 
flammable and toxic properties. For pur- 
poses of comparison, similar data are 
given on carbon tetrachloride, a com- 
monly used extinguishing agent. ; 

The facts are taken from Underwri- 
ters’ Laboratories’ Report MH2375 on 
the comparative life, fire and explosion 
hazards of common refrigerants. Among 
them is ammonia, perhaps the one best 


of common 
issued 


Propose Amendment To 
Phila. Solicitors’ Rule 


Members of the Philadelphia Insur- 
ance Agents’ Association last week wrote 
their companies to secure opinions on a 
proposed amendment to the qualification 
rule for solicitors of the Philadelphia and 
Philadelphia Suburban Underwriters’ As- 
sociations, as proposed for adoption by 
the agents to the Philadelphia commit- 
tee of the Eastern Underwriters’ Asso- 
ciation. After citing the attempt to en- 
act legislation at Harrisburg to keep in- 
competent part-timers out of the busi- 
ness as solicitors, the letter states that 
negotiations are now under way to cor- 
rect the practice in a friendly way with- 
out recourse to legislation. 

The letter sent to the companies by 
the agents gave the draft of a proposed 
amendment as follows: s 

“Article X, Agents, Section 3.—Each 
member is free to appoint, in such num- 


ber as it may deem proper, soliciting 
agents, none of whom shall be author- 
ized to bind insurance, write or sign 


policies, but they must not be engaged 
or employed in the business of banking 
(including also trust companies), build 
ing, manufacturing, or any mercantile 
pursuit, law or other professions or vo- 
cations foreign to insurance and they 
shall not be compensated in any way 
in excess of the compensation provided 
for brokers certified by this association.’ 

All solicitors at present existing or 
hereafter appointed are required to qual- 
ify under the amended section before a 
qualification committee of two to be se- 
lected by the governing committee of 
the Philadelphia division and a commit- 
tee of Philadelphia agents. 





OMAHA FIRE RISKS 

Allan A. Tukey, member of the board 
of directors of the Metropolitan Utilities 
district, Omaha, Nebr., has voiced his 
objection to distribution of insurance 
business of the district to a select group 
ot Omaha insurance agencies. The pre- 
miums the district pays amount to about 
seven thousand dollars a year for ap- 
proximately $2,500,000 of insurance, and 
the business is distributed among fifteen 
or twenty companies. Recently a number 
of agencies objected to the procedure and 
the board requested them to appoint 
some agent to make a survey of the dis- 
trict’s insurance business and make a re- 
port. The agencies selected C. A. Abra- 
hamson, president of the Omaha Insur- 
ance Agency, Inc., to make the report. 
His principal recommendation to the 
board was that the district increase its 
coverage to include riot and tornado in- 
surance. 





DECLARES EXTRA DIVIDEND 

The directors of the Reliance of Phila- 
delphia have declared a dividend of 
thirty cents a share plus an extra divi- 
dend of twenty cents, both payable on 
December 14 to stockholders of record 


November 29. 


known to the layman. Here combustion 
is slow and weak and as an irritant gas 
has a sharp, penetrating odor, which 
gives adequate warning of its presence. 
On the other hand, some refrigerants 
are moderately flammable and have dan- 
gerous toxic properties which give but 
little notice of their presence. 

The committee on fire prevention and 
engineering standards of the National 
Board has issued twelve bulletins to date 
in this present series. Copies are sent 
to all fire chiefs, fire marshals, rating 
and inspection boards and bureaus. The 
bulletin on the hazards of common refri- 
gerants may be obtained from the Na- 
tional Board of Fire Underwriters, at 
85 John Street, New York City. 


NEW ALBERTA COMMISSIONER 





Edmund Trowbridge, Provincial Secre- 
tary For 25 Years, Takes New Du- 
ties; Henry Brace Retires 

Edmund Trowbridge, deputy provincial 
secretary of Alberta, has assumed charge 
of the Insurance Department of that 
province. 

Henry Brace, superintendent of insur- 
ance and fire commissioner since 1930, 
is retiring. 

He had been in the service of the 
province since 1917, when he was one of 
the original members of the Alberta pro- 
vincial police force. He began as a de- 
tective and on resigning from the force 
joined the insurance and fire commis- 
sioner’s branch as an investigator. 

Mr. Trowbridge first entered govern- 
ment service in 1901 in the old North- 
western Territories service. In 1910, five 
years after the creation of Alberta, he 
became deputy secretary and registrar 
of companies. 








salesmen of security! 


99 JOHN STREET 


Salesmen of Security 


Since time began most men have bent their wills to 
one end only. All the rainbows men have chased, all 
the ideals men have held, have been dedicated to se- 
curity and peace of mind for the average man. Only 
by threatening their security may large numbers of 
men be aroused to fighting moods. Only by promising 
greater security may any leader win a wide following. 


Amid all the ballyhoo, the tumult and the shouting, 
through a hundred years of loud promises kept or brok- 
en, one group of men have quietly and steadily worked 
to provide peace of mind for the average man and 
security for his home, his family and his business. 
They are the insurance agents of America —our true 


They know how grave is their responsibility. 
know how complete is their clients’ reliance upon their 
judgment. So thousands of good agents have turned 
to these three sound, progressive companies for the 
ultimate trust of underwriting insurance that really pro- 
vides security. These agents know, too, that they get 
friendly understanding of their problems from an able 
group of fieldmen and executives. 


The 
LONDON ASSURANCE 


The 
MANHATTAN 


Fire and Marine Insurance Company 


The 
UNION FIRE 


Accident and General Insurance Company 


They 


NEW YORK 




















BUYS MORE PROPERTY HERE 





National Fire & Marine Purchases Sec 
ond Plot on Cliff St.; To Ere — 
Fireproof Office Building 

Edwin C. Jameson, president 
National Fire & Marine and former 
president of the Globe & Rutgers ha 
taken the second step to return tp. 
position of leadership in fire insurane, 
A few weeks ago the National F. & | 
purchased a small building at 23 Cliz 
Street and announced that the main of. 
fice of the company would be moved n 
that location from 111 William Stre. 
after alterations and improvements hai 
been completed. 

Now the company has _ bought the 
property at 25 Cliff Street, making a tp. 
tal of 6,000 fect of ground. On they 
two parcels of land a four to six stop 
fireproof office building will be erectej 
Work will start immediately. The build. 
ing will be completed for the renting 
season of 1936. There is definite tey. 
dency towards low office buildings oj 
this description which insure the tenant 
certain advantages in connection with 
individuality which cannot be obtaine/ 
in the larger structures. The buildin 
will be modern in every particular, yjj 
house the owning company, and a smal 
amount of space will be offered to other 
insurance interests. 

Charles F. Noyes Co., Inc., were th 
brokers who handled the transaction anj 
will represent the owners in the rentin 
and management of the building. 

Steps to increase the capital of the 
National Fire & Marine to an ultimate 
total of $1,000,000 may be taken in the 
near future and the company also has 
plans for extending its operations to 
states where up to the present it has not 
sought admittance. 


Culver and Chester Head 
Hospital Drive Committees 


Bernard M. Culver, president of thi 
Continental, has accepted the chairmar- 
ship of the fire insurance division of the 
United Hospital Campaign Committee 
according to Samuel W. Reyburn, chair 
man of the Commerce and Industry ¢: 
vision. 

Hawley T. Chester, partner in the fir 
of Chubb & Son, New York, has 2c 
cepted the chairmanship of the mari 
insurance division. 


of the 


TEXAS FIRE LOSSES DROP 

Figures on Fire Prevention Week ir 
Dallas are being prepared by Alfons 
Johnson, secretary, Fire Prevention 
Council. The report will be entered it 
the national contest of the National Fir 
Protection Association. Dallas won firs! 
place in Texas for 1932 and 1934 ani 
honorable mention for United States 
The fire loss during Fire Preventio 
Week, October 6-12, was only $3,054 with 
the total loss for the month being $24- 
700 as compared to $122,248 for October 
1934. 

Houston’s fire losses during October 
were $32,824, according to a report mat 
here recently by Fire Marshal John \ 
Steele. The total so far this year | 
$225,191, as compared with $332,8% for 
the first ten months of 1934. 


A. M. WALTERS CHAIRMAN 
The directors of the Phoenix Asst- 
ance Company, London, announce tha! 
in succession to the late Sir John Pybus 
they have elected Arthur M. Walters 
one of the deputy chairmen, to be chait- 
man of the company. Sir Thomas Roy 
den retains his position of deputy chalr 
man. The present general manage, 
Ralph Y. Sketch, has joined the boatl 
and is managing director. 








BALTIMORE SOCIETY OFFICERS 
The Insurance Society of Baltimot 
has elected new officers. They are ® 
follows: president, E. Stuart Windsot 
Homestead Fire; vice-president, F. A 
bert Roloson, Warfield-Roloson (Co 





treasurer, J. H. Cupit, Central Fire, a 
secretary, Ferdinand Wetzel, Johnson * 
Higgins. 
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You can increase your 


premium 


income by 


selling Jewelry and 


Fur insurance. 


The AMERICA FORE GROUP 


THE CONTINENTAL INSURANCE COMPANY 
AMERICAN EAGLE FIRE INSURANCE COMPANY 
FIDELITY-PHENIX FiRE INSURANCE COMPANY 
First AMERICAN FiRE INSURANCE COMPANY 


Eight Maiden Lane, 


> FORE 


of Insurance Companies 


NIAGARA FIRE INSURANCE COMPANY 
MARYLAND INSURANCE COMPANY OF DELAWARE 


THE FipELITY AND CASUALTY COMPANY 
ERNEST STURM, Chairmen of the Boords 
BERNARD M. CULVER. Presiden 


New York,N.Y. 


INSL ANC I 
COMPANIES 
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Traces Development Of 
Connecticut Insurance 


LARGE INCREASE IN 50 YEARS 


Commissioner Blackall Also Tells Hart- 
ford Agents of Work of National 
Board and Factory Ass’n 


Insurance Commissioner John C. 
Blackall of Connecticut presented some 
interesting figures on the growth of in- 
surance in that state during the last 
half century when speaking Tuesday be- 
fore the Hartford Board of Fire Under- 
writers. In 1934, 278 fire insurance com- 
panies did business in Connecticut of 
whom twenty-nine were Connecticut 
companies. 

In 1909, or twenty-five years ago, there 
were 160 fire insurance companies doing 
business in Connecticut, of which twen- 
ty-three were Connecticut companies and 
in 1884 there were 111 fire companies of 
which twenty-seven were Connecticut 
fire companies. In 1934 the total fire 
premiums for Connecticut were $11,153,- 
621 of which $3,107,735 or 27.9% were 
written by Connecticut companies. Twen- 
ty-five years ago the total fire premium 
income was $4,311,816 of which $1,092,- 
705 or 25.3% were written by Connect- 
icut companies. In 1884 the total fire 
premiums were $1,740,060 of which $604,- 
131, or 34.7% were written by Connect- 
icut companies. 

Casualty Premium Growth 


“ As an indication of the tremendous 
growth of the casualty business,” said 
Commissioner Blackall, “it might be cited 
that fifty years ago the total casualty 
premiums collected in the whole state 
amounted to only $28,910 and in 1934 the 
premiums had jumped to $18,287,000. The 
proportionate premium income received 
by Connecticut companies for premium 
income fifty years ago was 62% and in 
1934 it was 38%, but all this time the 
Connecticut companies’ income by way 
of casualty premiums had increased from 
$18,000 to $7,000,000. 

“Obviously the Connecticut fire com- 
panies have, generally speaking, main- 
tained their position. An intelligent ap- 
proach to their problems by the fire 
companies has had more than a little to 
do with this situation. One does not 
have to be an old man to remember the 
conflagration hazards attendant upon 
wooden and loose construction in the 
downtown districts or the uncertainties 
of the old Volunteer Fire Department or 
the reluctance with which the general 
public, as a whole, viewed protection or 
preventive measures. 

“Fire insurance companies in a great 
measure, through the National Board of 
Fire Underwriters, attacked the problems 
they were confronted with years ago on 
several fronts. In the first place by com- 
petent engineers they kept preaching the 
doctrine that fireproof construction was 
not only a private asset but a public 
necessity. In the second place they kept 
hammering on the need of adequate 
water supply and up-to-date fire equip- 
ment. In the third place, through their 
laboratory work, they never closed their 
cars on any constructive ideas that would 
in any way limit or minimize the hazard 
of fire. They went a step further and 
made it good business to reduce the fire 
risk by reducing the premiums in all 
those communities where the recommen- 
dations of the underwriters were acted 
upon by municipalities or towns. 

“In addition to the work done by the 
National Board it is in order also to 
mention the contribution of the Factory 
Insurance Association, organized forty- 
five years ago, which has applied to the 
heavy industrial and factory problem, 
the same forwarding work ideas, period- 
ic inspections, consultations on proposed 
changes in construction, frequent pres- 
sure tests and the like. It was pointed 
cut to the manufacturer the way by 
which he could both conserve his princi- 
pal investment and reduce his fixed 
charges. The mutual factory group also 
domiciled in Rhode Island and other 
states have made their contribution.” 








Reinsurance 


99 John Street 


Tuomas B. Boss, President 





helps digest the gross line 


We offer direct writing fire insurance Com- 
panies sound protection and competent service. 


AMERICAN RESERVE 
INSURANCE COMPANY 


Capital $1,000,000.00 


E. L. MULVEHILL, Vice-Pres. © Sec. 


New York City 


RicHarpD H. Lone, Secretary 
H. E. Becker, Treasurer 








N. J. Dep’t Plan 


(Continued from Page 20) 

cach participating company a distribution 
of all premiums under this account, on 
a statistical basis, separated for inclu- 
sion in your annual statement figures 
without further analysis on the part of 
your company. For this work it seems 
equitable that each participant share in 
the clerical costs. I observe that most 
companies, in their contingent commis- 
sion agreements with agents, charge 5% 
of net premiums for home office supervi- 
sion. The American Insurance Co. will 
also handle the detailed work of pre- 
mium collection under this contract, and 
it is, therefore, arranged that this charge 
against the net premiums received by 
each participant shall be 5%. 

“One company is selected to issue all 
policies for convenience and to reduce 
the details to be handled by the com- 
missioner, but your participation is con- 
ditioned upon the execution and return 
to the commissioner, within five days, 
of the enclosed contract for the assump- 
tion of direct liability by such companies 





as elect to participate on this basis. The 
American, in due course, will arrange 
and execute a contract of reinsurance 
ceding to each other participating com- 
pany its share of the net liability and 
premium therefor.” 


Direct Writing Opposed 


While reports are current that one or 
more groups may not sign the agree- 
ment to participate in the division of 
reinsurance, other insurance company 
men express the view that the companies 
should sign under protest and then work 
for some sort of revision. 

Repercussions are certain to come 
from agents’ organizations which feel 
that this is another instance of direct 
insurance and that it may serve as a 
dangerous entering wedge. Most pro- 
ducers and the majority of companies 
are opposed strongly to the principle of 
direct insurance contacts between as- 
sureds and companies, with elimination 
of the agent and broker. While the 
American contract provides for payment 
of commissions to agents, they have little 
to do with producing the business, but 
are paid for such services as they may 
be able to render while the insurance 
is in force. 











NATIONAL FIRE 
INSURANCE COMPANY 
OF HARTFORD 
CAPITAL $ 5,000,000 











INSURANCE COMPANY 
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NATIONAL FIRE 
INSURANCE COMPANY 
OF HARTFORD 
GROUP 


F. D. LAYTON, President 
S. T. MAXWELL, Vice President 
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MECHANICS AND TRADERS 
INSURANCE COMPANY 
HARTFORD 
CAPITAL $ 1,000,000 


SURPLUS AVAILABLE FOR PROTECTION OF POLICYHOLDERS 
From Annual Statements, December 31, 1934 ; 


FRANKLIN NATIONAL 


MECHANICS AND TRADERS 
TRANSCONTINENTAL 


$ 20,697,494.34 
2,411,451.51 


3,017,186.03 
2,676,750.63 








HO 
—=—=:_ 


(Continued from Page 21) 


worthy; (2) the applicant has passed an i 
tion as required by Section 163; and “G) ae 
applicant has paid an annual fee as follows: If 
the applicant is a non-resident of the State of 
illinois, ten dollars ($10.00); if the applicant ; 
a resident of the State of [llinois, five dollars 
($5.00), unless the applicant’s place of business 
is in a county of more than five hundred thoy. 
sand (500,000) population, whereupon the fee 
shall be ten dollars ($10.00). If the applicant 
is a partnership, association or corporation the 
above fees shall be paid for each individual’ des. 
ignated to act for it. 

“(c) The Director shall issue a solicitor’s li. 
cense only to a natural person who is a Tesident 
of this State and only upon requisition, accom. 
panies by a fee of two dollars ($2.00), made by 
his employer who or which shall be a licensed 
agent or broker, and then only when such em. 
ployer certifies that the solicitor is his bona fide 
full time employe and is competent and fully 
qualified and that he will assume responsibilit 
tor such solicitor’s acts. ' 

“Any solicitor so licensed shall solicit insur. 
ance only in the name of and for the account 
of his employer. 

“(d) The Director shall issue a license to g 
company service representative, whether compen. 
sated on a commission or salary basis, onl upon 
requisition made by a company authorized to do 
business in this State certifying that such rep. 
resentative is competent and fully qualified to 
act for it in the solicitation, inspection or ser. 
vicing of risks in this State assumed or to be 
assumed by such company. Provided, however 
that if such company service representative be 
a corporation it shall first comply with the gen- 
eral corporation laws of this State and designate 
at least two (2) residents of this State to rep- 
resent it and act for it in this State. Any 
licensed company service representative may rep- 
resent any other company or companies author. 
ized to do business in this State without further 
qualification or payment of fees. 

“The company shall pay for each license so 
requisitioned a fee of two dollars ($2.00) for a 
resident of this State and ten dollars ($10.00) 
for a non-resident. 

“No license issued to a company service rep- 
resentative shall authorize the licensee to coun- 
tersign policies of insurance or contracts of 
fidelity or suretyship upon property or risks in 
this State, provided, however, nothing in this 
paragraph shall preclude a company employe, 
whether compensated on a commission or salary 
basis who is a resident of this State from pro. 
curing a license to act as an agent for such com- 
pany upon compliance with the requirements of 
this article governing the issuance of agents’ 
licenses. 


Collection of Premium 


“Sec. 169. That portion of all premiums or 
monies which an agent, broker, solicitor or com- 
pany service representative collects from an in- 
sured and which is to be paid to a company, its 
— or his employer because of the assumption 
of liability through the issuance of contracts, 
shall be held by the agent, broker, solicitor or 
company service representative in a fiduciary 
capacity and shall not be misappropriated or 
converted to his own use or illegally withheld 
by the agent, broker, solicitor or company service 
representative, 


Banks and Trust Companies 


“Sec. 170. A license to act as an agent or 
broker shall not be issued to any bank or trust 
company located in a city, town or village ex- 
ceeding five thousand (5,000) population accord- 
ing to the last federal census, nor to any sub- 
sidiary, affiliate, officer or employe thereof con- 
tributing to the income of such bank or trust 
company any profit or fees or any part thereof 
derived from the sale of insurance, 


Limitations—Renewals 


“Sec. 172. No agent’s or broker’s license 
shall be granted to any person, partnership, asso- 
ciation or corporation unless such person, patt- 
nership, association or corporation is to be 
actively engaged in the insurance business, which 
shall be taken to mean that during the year pre: 
ceding the application for such renewal, the li- 
censee seeking such renewal shall have written, 
or placed a total volume of premiums on insur- 
ance for others, greater than the total volume of 
premiums which the said applicant shall have 
written, or placed upon his own property or 
risks or upon the property or risks of his em- 
ployer or both. 


Brokers Placing Insurance 


“Sec. 174. No broker shall place insurance of 
any kind covering property or risks within this 
State except with a duly licensed resident agent 
of a company authorized to transact business in 
this State. 

Countersignature 


“Sec. 175. No policy of insurance or con- 
tract of fidelity and suretyship covering property 
or risks in this State shall be issued unless and 
until such policy or contract or the written ap- 
—— therefor shall have been countersigned 

y a duly licensed resident agent. 

Penalties ; 
_ “Sec. 176. Any person, partnership, associa- 
tion or corporation violating any of the prov! 
sions of this article shall, in addition to any 
other penalty provided herein, upon conviction, 
be fined not less than fifty dollars ($50.00) nor 
more than one thousand dollars ($1,000) for 
each offense.” 


N. Y¥. AGENCY CHANGE 
The general nisurance business operat- 
ing under the name Dewey & Dewey 
in Lancaster, N. Y., is being operated 
hereafter by Howard E. Dewey individ- 
ually. Mr. Dewey succeeds his father, 





the late R. A. Dewey, as owner of the 
company. 
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Transit Policy Did Not Cover 
Goods While on Loading Platform 


The White Transportation Co. had a 
policy with the Employers’ Fire covering 
its lability for certain losses on mer- 
chandise as specified in the policy, which 
was a motor truck merchandise floater— 
truckmen’s form, adapted to long dis- 
tance carriage of merchandise by motor 
truck. This policy partakes of some of 
the features of the standard fire, the ma- 
rine and the liability policy. Its main 
feature is most like the standard fire pol- 
icy issued to a baiiee to cover its legal 
liability for property entrusted to its 
care. 

The policy covered fire, collision, over- 
turning, perils of the sea, etc. but not 
theft. There were various endorsements 
on the policy, one of which extended the 
coverage of assured’s legal liability until 
merchandise had reached its declared 
destination whether transported on the 
assured’s truck or not. This endorse- 
ment was made because sometimes some 
parts of shipments might be transferred 
by the White Co. to a connecting carrier. 


Goods Stolen While At 


Connecting Station 


The Tubize Chatillon Co. shippped cer- 
tain merchandise with the White Co., 
which was stolen in transit; not while 
contained in a truck owned or operated 
by the White Co. or a connecting car- 
rier, but while on a loading platform in 
Philadelphia, after carriage by the White 
Co.’s trucks from Richmond, Va., and 
there delivered to the loading station to 
a connecting carrier for carriage to des- 
tination at Bethlehem. 

The Tubize Co. sued the White Co., 
which went into bankruptcy, after judg- 
ment against it which was not paid. The 
Tubize Co. then brought suit in equity 
against the White Co., its receiver and 
the Employers’ Fire. 


The Federal District Court for Mary- 
land held, 11 F. Supp. 91, that the en- 
dorsement did not make a radical change 
in the general coverage of the policy but 
extended the coverage to losses occur- 
ring while the merchandise was in trucks 
of a connecting carrier as well as while 
in trucks owned and: operated by the 
White Co. The main contract and en- 
dorsements generally covered merchan- 
dise while loaded for shipment and in or 
on the trucks. Obviously, the court said, 
this excluded liability for loss to mer- 
chandise while on loading platforms and 
not in or on the trucks. It held it would 
be unreasonable to construe the endorse- 
ment to extend the coverage to loading 
platforms. 

The policy limited the period for suit 
thereon to “12 months next after the 
happening of the loss.” The court held 
that this, like a similar clause in a fire 
policy, referred to the time when the loss 
occurred and not to the time when lia- 
bility was established by suit and judg- 
ment 

It was also held that the Tubize Co. 
could not sue the defendant insurance 
company directly, the policy making the 
loss payable to the White Co. alone. 
The plaintiff was nowhere named in the 
policy as the loss payee or otherwise 
than in the endorsement where its name 
was used descriptively in relation to the 
risk. 

Motion by the Employers’ Fire to dis- 
miss the suit was granted. 

It appeared in the court’s opinion, 
though not essential to the decision, that 
the Tubize Co. carried its own insurance 
on goods shipped by the White Co. in 
the Insurance Co. of North America, and 
that the latter had in fact advanced un- 
der a form of “loan receipt” the amoum 
of the loss to the Tubize Co. 





October Building Permit 
Values Increase Sharply 


3uilding permits issued during October 
in 215 cities of the United States were 
valued at $67,013,939, according to the 
monthly report compiled by Dun & 
Bradstreet, Inc. This was the largest 
monthly total reported so far this year 
and set up a new high mark in the build- 
ing industry since October, 1931. The 
October figure compared with $47,479,944 
in September and $37,501,122 in October, 
1934. There is here shown an increase 
of 41.1% over September, which greatly 
exceeds the normal seasonal gain of 
about 2.5% expected for this period. The 
rise over October of last year amounted 
to 78.7%. 

More than doubling the volume of 
September and the same month of last 
year, New York City accounted for the 
major portion of the gain in building last 
month. Every borough reported sharp 
gains, the total permit volume for the 
city as a whole amounting to $21,474,945 
during October, compared with $9,227,037 
in September and $8,360,972 in October 
a year ago. This represented increases 
of 132.7 and 156.9% respectively. 

The record for the 214 cities outside 
of the metropolis was also distinctly fa- 
vorable, the October permits aggregating 
$45,538,994, compared with $38,252,907 in 
the preceding month and $29,140,150 in 
October, 1934. 


HEADS N. J. MUTUAL 

At the annual election of officers of 
the Farmers Mutual Fire Assurance of 
Three Bridges, N. J., which was held 
recently, Alvah L. Honeyman was re- 
elected president. Other officers elect- 
ed were: Vice-president, Robert M. 
Conover; treasurer, Herbert Van Pelt; 
secretary, A. L. Chamberlin; assistant 
secretary, A. B. Chamberlin. The com- 
pany is one of the oldest New Jersey 
mutuals, having been organized in 1856. 


25 YEARS WITH AETNA (FIRE) 

Edward L. Upton has completed twen- 
ty-five years in the service of the Aetna 
(Fire) at Hartford. He joined the com- 
pany in 1910 as an accountant and is 
now chief assistant to Actuary G. Har- 
old Grant. Before going with the Aetna 
Mr. Upton was for twelve years with 
the Aetna Life. 





J. R. THOMPSON MARRIES 

John Robert Thompson, engineer for 
the First Kentucky Fire, Louisville, and 
Miss Virginia Davidson Ray, Louisville, 
were married recently at the Harbison 
Memorial Chapel, Presbyterian Theologi- 
cal Seminary, Louisville. Mr. and Mrs. 
Thompson left for a honeymoon trip to 
Chicago. 


Late Sir John Pybus Was 
Authority on Electricity 


Sir John Pybus, Bart., M.P., chairman 
of the Phoenix Assurance, and a direc- 
tor of the London Guarantee & Acci- 
dent, whose death was reported recent- 
ly in these columns, was the son of a 
Hull alderman, a newspaper compositor, 
who, when he found the boy neglecting 
his school work to study electricity, built 
him a shed where he could experiment, 
and then apprenticed him to an engi- 
neering concern. 

Young Pybus rose rapidly, and even- 
tually became managing director of the 
English Electric Co. and a director ot 
several other leading electrical engi- 
neering concerns. Later he extended his 
interests to insurance. 

Sir John was the first minister in his- 
tory to receive his appointment by radio 
while crossing the Atlantic. He accept- 
ed Premier McDonald’s offer and, on 
arriving in New York, had just time to 
catch the homeward bound Mauretania. 
He reached London only an hour and a 
half before the new Parliament assem- 
bled. 

Sir John was extremely conscentious 
in everything he undertook, but he was 
of a rather nervous disposition not real- 
ly suited to the rough-and-tumble of 
ministerial office. Consequently, once he 
had secured the passage of the London 
Passenger Transport Bill, which co- 
erdinated all London transport services 
and which needed a financial expert to 
get it through the House of Commons, 
he asked Premier MacDonald to relieve 
him of his office in order that he might 
return to his business activities, which 
he had set aside on joining the Govern- 
ment. 


E.U.A. And S.E.U.A. Adopt 
Revised Loss Payment Rule 


Both the Eastern Underwriters Asso- 
ciation and the South-Eastern Under- 
writers Association last week adopted 
the recommendation of the National 
3oard of Fire Underwriters that losses 
be settled promptly except in cases 
where there is suspicion or criticism of 
the origin of a fire, in which instances 
the companies are urged to withhold 
payment for the length of the period 
allowed by law. 


AGENT LEAVES LARGE ESTATE 


Clarence Dillenback, insurance man, 
who died at Syracuse, N. Y., on October 
29, left an estate described as consist- 
ing of more than $100,000 in personal 
property and more than $5,000 in real 
estate. The will has just been filed for 
probate. Mr. Dillenback was a member 
of the insurance firm of Northrup & 
Dillenback. ( 





More and Smaller 


Residence 


Building Projects Are Noted 


A trend toward smaller but more nu- 
merous residential construction projects 
in many communities was reported this 
week by the engineering department of 
the Continental. Growing demand for 
single family dwellings was held largely 
responsible for the change. 

In support of its interpretation of the 
nation-wide tendency the company cited 
the government’s thirty-seven state re- 
port on construction contracts. Analysis 
discloses that while July’s 6,356 projects 
surpassed the June figure by 3%, the 
average cost of the individual project 
was $7,610 in July, a decrease of 3% 
from June. 

Whether the trend toward smaller 
projects will continue remains to be seen, 
the company adds. Though the July 
averages were smaller than those of 


June, they were considerably larger than 
in many earlier months. 
As compared with July, 1934, the aver- 


age size of individual projects in July, 
1935, showed an increase of 30% while 
the value increased 16%. There were 
108% more projects having a value of 
143% greater. 

July of 1935 showed general increases 
over the monthly average through the 
first half of the year also. The number 
of projects was 30% greater, the total 
value 39% higher. The size of individual 
units during July also showed an in- 
crease of this period, the average cost 
being 6% higher. 

Effects of the increased building activ- 
ity are evident in other lines, notably 
the lumber industry, which during Sep- 
tember reached the highest consumption 
level of four years. Gains were attribu- 
table not only to the demand for ma- 
terial for actual construction but also to 
requirements for manufacturing of fur- 
niture to be used in the newly built 
homes. 


SAINT TALKS TO OKLA. AGENTs 





North Carolina Ass’n Secretary Tell; 
Agents to Place More Stress op 
Good Business Management 
Fear that agents in the past may have 
over-emphasized personal friendship jy 
their dealings with assureds was ¢,. 
pressed by J. D. Saint, executive secre. 
tary and manager of the North Carolina 
Association of Insurance Agents, whey 
speaking this week before the Oklahom, 
Association of Insurors at their special 
convention in Oklahoma City. On this 

point of friendship he said: 

“IT am 100% for this wonderful Spirit 
of friendship and personal sacrifice py 
have some misgivings whether or not the 
agents in their home towns and in thei 
conventions are not overdoing the fra. 
ternal side to the detriment of the bus. 
ness side of insurance. I sometimes fear 
with our customers, as well as among 
ourselves, that we have over-emphasized 
the importance of friendship and under. 
estimated the business angles of the bys. 
iness. I am not advocating less friend. 
ship but urging more progressive bus- 
ness management in our insurance aj- 
fairs. Good business, proper credit to 
customers, adequate personal service to 
clients, modernistic development along 
with rapidly changing business conditions 
are of more value to policyholders than 
fraternity with these things lacking. 
Business men admire, respect and trust 
good business management.” 


N. Y. and N. J. Square Clubs 
To Meet Here Monday Night 


Preparations underway indicate that 
the November 18 Insurance Square Club 
meetings will be a big occasign for both 
the New York and New Jersey organiza- 
tions. A large delegation from the In- 
surance Square Club of New Jersey will 
travel in a body from Newark to attend 
the regular monthly meeting of the New 
York City club which, as usual, will be 
held at Block Hall on South William 
Street. 

The regular meeting night of the New 
Jersey Square Club fell on November I! 
but on account of the Armistice Day 
holiday it was decided to postpone the 
meeting until November 18, then make 
it as brief a one as possible in order 
that members might accompany Presi- 
dent Edgar A. McCaskie to New York 

The New Jersey organization’s pro 
gram calls for dinner at six o’clock at 
the Downtown Club, Newark, to be 
followed by its annual meeting for the 
election of officers at seven o’clock ant 
as soon as necessary business is disposed 
of to leave for New York, where the) 
will be the guests of the Insurance 
Square Club of New York. 








G. L. HUBBARD WITH BOSTON 
G. L. Hubbard, formerly state agen! 





for the National Union in Michigan and 
prior to that time an Illinois field maz, 
has been named to succeed L. G. Car- 
penter at Peoria, IIl., for the Boston and 
Old Colony, according to B. L. Hewett, 
manager of the Western department 
the companies. Mr. Carpenter recently 
resigned his position to take up local 
agency work. Mr. Hubbard formerly 
represented the Insurance Co. of North 
America in the Illinois field. He will 
maintain his office in the Peoria Life 
Building at Lansing. 





DISCUSS MASS. BROKERS’ BILL 


Everett Litchfield, president of the I0- 
surance Brokers’ Association of Massa 
chusetts, has taken up with Insurance 
Commissioner Francis J. DeCelles the 
matter of a bill on requirements for be 
coming an insurance broker, to be intro 
duced at the next session of the legisla 
ture. Some of the main features of the 
New York brokers’ qualification law may 
be incorporated in this bill, including the 
requirement that an applicant for a It 
cense must have completed a course 0 
study on insurance at some recogniz 
school. 
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RISP autumn mornings, frosty woodland 
trails, a pack of hounds hot on the scent, a 
covey of feeding birds, the sharp crack of a 

hunter’s gun! 


Some of your clients with sporting blood in their 
veins may be doubtful shots but good prospects. 


Go At lua Bre G, 


NEW YORK CHICAGO 


ZATNA INSURANCE COMPANY ~- 


Group, Hlardg 


THE WORLD FIRE AND MARINE INSURANCE COMPANY 
THE CENTURY INDEMNITY COMPANY - 





Sey 


SMES se A 





Every sportsman needs the protection of Accident 
insurance and Sports Liability insurance. Equip- 
ment used on hunting trips such as guns, cameras, 
camping outfits, luggage, clothes and other articles 
calls for Personal Effects insurance. Practically all 
casualty and surety, fire and allied lines are written 
by the Etna Fire Group of companies. 


VIA Cr Wt. 


SAN FRANCISCO CHARLOTTE, N. C. 





PIEDMONT FIRE INSURANCE COMPANY 
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|News 


Exchange Defers Adoption of 
I. U. B. Rules; Some Changes Urged 


The New York Fire Insurance Ex- 
change, at its monthly meeting Wednes- 
day, discussed at length the report of 
the special committee on multiple loca- 
tion risks, which embraced adoption of 
the Interstate Underwriters Board rules, 
rates and forms for this territory, and 
then referred the subject back to the 
special committee with recommendations 
for some changes. It is likely that the 
committee will report again in Decem- 
ber and that the report will be accepted 
then. There was some criticism to the 
suggested plan, as sent to members of 
the Exchange last week, and also some 
opposition to adoption of I.U.B. rules 
for this area. However, as the New 
York Insurance Department desires uni- 
formity throughout the state as well as 
the removal of discriminations and the 
other rating divisions have already put 
the I.U.B. rules into effect, it is not be- 
lieved that opposition to the committee’s 
report will prevail. The vote to adopt 
the report Wednesday failed by only one 
vote. 


New Valued Clause Rule 


A new valued clause rule was adopted 
exempting from the provisions of the 
rule musical instruments, works of art, 
objects of virtu, specimens, documents, 
negatives or live stock when form of 
policy limits liability to cost or fixes a 
maximum value for such property; also 
exempting articles of rarity or sentimen- 
tal value when each article is specifi- 
cally designated and covered; also per- 
mitting market value clause on policies 
covering leaf tobacco, hides or leather 
in tanneries, crude petroleum, stock at 
oil refineries, grain, lumber or whiskey 
in bond. 

The consequential loss and assumption 
clause on clothing manufacturing poli- 
cies and floaters was amended so as to 
apply in the building where the fire 
occurs. 

The present rule for frame extensions 
on minimum rated brick dwellings, apart- 
ment dwellings and stores-and-dwellings 
was extended to apply in the case of 
minimum rated one-story stores. 

\ new minimum or class rate of $1 
was provided for bar and grill. 

A penalty violation was reported in- 
volving an accredited Brooklyn agency 
not a member of the Exchange because 
of use of false rates, incorrect rates, 
form of violations and excess brokerage. 

Nathan H. Weil, Inc., 501 Fifth Ave- 
nue, was elected to membership as rep- 
resentative of the Central State Fire. 
The Willis Agency, Inc., 80 John Street, 
was also elected a member, representing 
the Pearl Assurance. 

Members of the special I.U.B. com- 
mittee include A. H. Witthohn, Chubb & 
Son, chairman; DeMott Belcher, Conti- 
nental; Ivan Escott, Home; George F. 
Neiley, Royal-Liverpool, and William A. 
Riordan, Automobile. 

The rules as proposed Wednesday by 
the Exchange vary in some respects from 
the I. U. B. rules in force elsewhere 
throughout the state 


New York City may be treated as a sep- 
arate city when risks are written under 


Each borough of 


forms A and B, which are for use on 
two or more locations. The other change 
has to do with underlying policies. The 
I. U. B. rules provide for one under- 
lying policy covering the locations in 
each state, whereas the Exchange rule 
1equires that an underlying policy be 
issued to cover those locations in Ex- 
change territory. This rule is as fol- 
lows: 

“11. Underlying policies. Either the 
original policy if covering exclusively at 
locations in the territory of the Ex- 
change or an underlying policy covering 
such locations must be written on the 
basis of the Exchange published rates 
at each location and at accredited offices 
located in the territory of the Exchange 
permitted by the Exchange agreement 
to write such classes of business gener- 
ally. 

“Such underlying policies must be 
written within 30 days of the issue of 
the original policy. 

“12. Original policies in which all lo- 
cations at which the policy will attach 
at inception are in Exchange territory 
must be written in accredited offices lo- 
cated in Exchange territory.” 

Action by New York Insurance Dept. 


Notice of the proposed changes was 
sent to members and signatory com- 
panies last Thursday. In the preamble 
there was an explanation of why the Ex- 
change committee recommended adop- 
tion in New York City of the I. U. B. 
rules. Sections of the preamble follow: 

“On March 20, 1930, rules, forms and 
rating formula for the writing of mul- 
tiple location risks covering five or more 
locations were filed with the Insurance 
Department for New York State, ex- 
cept New York Exchange territory, and 
accepted by the department ‘with the 
expectation that the New York Fire In- 
surance Exchange would shortly adopt 
identical rules.’ 

“Under date of June 27, 1930, Super- 
intendent Conway rendered a decision 
which, in effect, called for the making 
of the Interstate Underwriters Board 
plan available to insureds in New York 
Exchange territory under such rules as 
do not produce unfair discrimination as 
compared with the rules affecting simi- 
lar risks located in whole or in part un- 
der the jurisdiction of other divisions 
of the New York Fire Insurance Rating 
Organization. On June 7, 1934, follow- 
ing the examination of affairs of the 
Interstate Underwriters Board, the de- 
partment wrote requiring removal of the 
discrimination involved in the allowance 


Pick Committees to Discuss 
Contingent Commissions 


The executive committee of the Subur- 
ban Division of the New York Fire In- 
surance Rating Organization has named 
a subcommittee to meet with a subcom- 
mittee of the governing committee of 
the Rating Organization to consider a 
request of suburban agents to increase 
their contingent commissions from 5% 
to 10%. On the Suburban Division’s 
committee are P. W. Barnes, Fire As- 
sociation; A. E. Gilbert, Hanover, and 
Frederick Hoadley, American of New- 
ark. The governing committee sub-com- 
mittee is composed of W. J. Reynolds, 
Corroon & Reynolds, Inc.; O. E. Lane, 
Fire Association, and Hart Darlington, 
Norwich Union. 

No date has been set for a meeting 
of these committees but when a meeting 
is held it is likely that views of agents 
in other sections of the East will be 
considered. In several states agents are 
agitating for contingent commissions in 
addition to their present compensation. 
While the companies are hesitant about 
increasing acquisition costs they, never- 
theless, will listen carefully to what the 
agents have to say. 





National Brokers’ Ass’n 


Leaders Meet in New York 


Members of the excutive committee of 
the National Association of Insurance 
Brokers attended the annual meeting of 
the committee which was held at the 
association’s offices, 90 John Street, yes- 
terday. 

Julian Lucas, president of Davis, Dor- 
land & Co., and president of the Na- 
tional Association, presented to the group 
plans for extending the organization and 
for making it of even greater practical 
value to all its broker members. 

In addition to Mr. Lucas, the follow- 
ing officers of the association were on 
hand for the meeting: J. A. Mudd, Jr., 
chairman of the executive committee, 
Insurance Brokers’ Associaion of Illinois ; 
E. S. Litchfield, treasurer, Insurance 
Brokers’ Association of Massachusetts. 
and M. L. Nathanson, secretary, Brook- 
lyn Brokers’ Association. 





of credits in risks outside of New York 
City as compared with the average tarift 
rates without credit for risks in New 
York City. 

“Two other features of complaint by 
the department in connection with the 
Interstate Underwriters Board plan, 
namely, pro rata reduction of amounts 
of insurance and the method of allow- 
ing rate credits for lines covering in 
New York State and also outside of 
New York State under the same policy, 
have been cared for, leaving still to be 
adjusted the matter of differences of 
form, rule and rate treatment as between 
risks in Exchange territory and risks 
outside thereof in this State. Since the 
adoption of the plan in 1930 various 
phases of the subject have been given 
committee consideration from time to 
time and it has appeared impossible to 
obtain consent to any proposal hereto- 
fore made and now that an appointed 
Exchange committee has unanimously 
agreed unon a solution of the entire 
question, it would appear reasonable that 
the support of members and subscribers 
be given to the committee’s recommen- 
dations.” 








THE PILOT REINSURANCE COMPANY 
OF NEW YORK 


CAPITAL and SURPLUS $2,000,000 


Reinsurance: Fire, Marine & Allied Lines 


Carl Schreiner, President 
70 Pine Street, New York City 








Brooklyn Agents Grapple 
With Overhead Problen 


At the regular monthly meeting of the 
Brooklyn Fire Agents’ Association 9, 
Tuesday at the Hotel Bossert furthe; 
ciscussion took place on two matters 
that have been the chief concern of the 
association for some time past, the ques. 
tion of overhead writing—referred to x 
discrimination in the rules between Map. 
hattan and Brooklyn agents as regards 
underwriting powers—and ways an 
means to secure representation in the 
Exchange. 

These matters had been the subject 
of a special meeting on October 28 an¢ 
as on that occasion, no definite actioy 
was taken as to the procedure to 
adopted. President William J. Manning 
occupied the chair, and the meeting wa 
well attended. 





“SHAW-GRAMS” MAKES ITS Bow 

A. F. Shaw & Co., Inc., inland marine 
general agents for the St. Paul Fire % 
Marine, have issued the first edition of 
“Shaw-Grams,” a four-page house organ 
designed to convey items of interest to 
brokers. It is a product of the agency's 
New York office at 107 William Stree, 
of which Geo. W. Coward is manager. 
Another innovation for this office is the 
installation of a Western Union clock 
in the corner window facing William 
and John streets. An ideal spot fora 
timepiece, its presence there will prove 
of service. 





BROKER HOST TO AGENTS 


Raymond Ochacher of the insurance 
brokerage firm of Langberg & Ocha- 
cher, Inc., 11 West Forty-second Street, 
was host to a number of insurance 
agency and company men Thursday of 
last week at the Club Richman. The 
dinner was an expression of Mr. Ocha- 
cher’s appreciation of the cooperation 
extended to his firm by the underwriters 
He was assisted in the role of host by 
Paul Geyer, who recently joined Lang- 
berg & Ochacher, Inc., as manager. 





LICENSE REVOKED 

Superintendent Pink has also revoked 
the licenses of Oliver S. Grace, 74 Cort- 
landt Street, New York City, and of 
Robert L. Griffin, Jr., 1 Hillside Avenue, 
Great Neck, N. Y. Grace, licensed asa 
general insurance broker and as an agent 
of four life insurance companies, was 
charged with failure to properly account 
for premiums collected. Griffin, licensed 
as an agent of three life insurance com 
panies, was charged with incomnetency 
and untrustworthiness within the cor- 
templation of the insurance law to trans- 
act the insurance business. 





. . 
Mortgage Commission 
(Continued from Page 1) 

Biakey of Benedict & Benedict was 
chairman and the other members were 
A. S. Barker of Eldredge & Barker and 
James J. Conaty, Aetna Life manager 
Mr. Blakey is also chairman of the ger- 
eral insurance council of the Brooklyn 
C. of C. The committee presented the 
protests of the Brooklyn producers, after 
which Mr. Barker outlined his position 
and said that he would see that there 
vas no change in agencies or companies 

With respect to brokers it is reported 
that the Mortgage Commission will use 
a selected list through which insurance 
will be placed. This may not be pleas 
ing to the great majority of brokers 
some of whom stand to lose a certail 
amount of business. However, _ the 
Mortgage Commission’s contention § 
that to deal with a huge number of brok- 
ers is not satisfactory as it throws a fre 
mendous amount of work upon the Com- 
mission which already has its hands ful 
with real estate problems. With the 1 
surance handled by a limited number 
brokers who know the Commission’ 
wishes there is less likely to be diffietl- 
ties about inadequate coverage, lack © 
insurance or non-payment of premiums 
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Unceasing is the effort to 


reduce the loss of life and 
property by fire. But results 
and efhiciency would be far 


less without th Cc every r day AMERICAN EQUITABLE ASSURANCE COMPANY 
ast oF NEw YORK 
effort and driving force of Organized 1918 Capital, $1,000,000.00 


the key man in this fight— 


GLOBE & REPUBLIC INSURANCE COMPANY 
oF AMERICA 


the capable fire insurance Philadelphia, Pa. Established 1862 


Capital, $1,000,000.00 


salesman. 


—__. 


KNICKERBOCKER INSURANCE COMPANY 
or New YorK 


Organized 1913 Capital, $1,000,000.00 


MERCHANTS AND MANUFACTURERS FIRE 
INSURANCE COMPANY 


Newark, N. J. Chartered 1849 
Capital, $1,000,000.00 


New York Fire INSURANCE COMPANY 
Incorporated 1832 Capital, $1,000,000.00 


Sussex FirE INSURANCE COMPANY 


Newark, N. J. Organized 1928 
Capital, $1,000,000.00 


CORROON & REYNOLDS 


Incorporated 


Manager 
92 William Street | New York, NY. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








A Plea for Moderate Drinking 

Among temperate, sane drinkers who 
sought a substitute during prohibition 
for their wants, coffee and tea grew very 
popular, and personally, I now prefer a 
cup of coffee as a stimulant. do not 
look upon drinking from a religious or 
ethical point of view, but merely from a 
point of view of health, simply and pure- 
ly. The problem before us now is to 
educate people to cut out strong liquor, 
not on any high-sounding religious and 
reform grounds, but by teaching the doc- 
irine of sound health, which is helped 
by drinking light wines and beer” while 
eating, and not before meals, as most 
Europeans do, notably the Germans and 
Italians and the French. 

Another sound principle is that a man 
on the other side is held responsible for 
his acts if he overimbibes. On the other 
side, that is among gentlemen, a man 





Michigan Law Compels Such Procedure; 
State Fund Has Only $645,000 for 
$5,000,000 Liability 

The Michigan state liquor contro! 
commission’s vast liquor stocks must, un- 
der existing law, be insured in the state 
fire fund according to an opinion just 
prepared by the attorney general’s of- 
fice. The ruling denies the state admin- 
istrative board, which was given control 
over the commission’s finances by the 
1935 legislature, the right to renew two 
stock company fire policies, each for 
$1,200,000, which expired in September. 
According to members of the commission 
there are other fire policies which must 
now be canceled in the light of the at- 
torney general’s interpretation of the 
law. 

At least one member of the commis- 
sion, Frank E. Gorman, expressed dis- 
satisfaction with a situation in which 
warehouse stocks valued at more than 
$5,000,000 must be insured with a state 
fund which now contains approximately 
$645,000, according to Horace B. Corell, 
Deputy Insurance Commissioner, who 
has been the active administrator of the 
fund for the past several years. Mr. 
Gorman cited the fact that there have 
been a number of large liquor losses 
throughout the country since repeal and 
that a large portion of the state’s entire 
stock is housed in the main warehouse 
in Lansing where the commission’s of- 
fices are also located. While this building 
is sprinkled and the risk therefore takes 
only a twelve-cent rate, any sizeable fire 
could easily wipe out the state fund, it 
was pointed out. 


Kline Oklahoma Manager 
For Fire Adjustment Bureau 





. B. Hines, general manager of the 
Southwestern department of the Fire 
Companies’ Adjustment Bureau, Inc., 


announces that George Kline has been 
placed in charge of the State of Okla- 
homa. Mr. Kline succeeds E. I. Hoyle, 
who will continue with the bureau in an 
adjusting capacity. 

Mr. Kline has been in the fire insur- 
ance business about twenty years. He 
was formerly an adjuster for Trezevant 
& Cochran and latterly has been operat- 
ing as an independent adjuster in Okla- 
homa. His appointment has the full ap- 
proval of the Southwestern advisory 
committee, concurred in by the loss coni- 
mittee of the Oklahoma Field Club. 


cannot come around in morning and ask 
forgiveness for offensive behavior and 
say, “Sorry, I was drunk.” He is held 
responsible and the fact that he was 
drunk is not considered a valid excuse. 
A gentleman must learn to control him- 
self even if he is lit up or worse, and 
to carry his “load” like a gentleman, or 
pay the penalty. 

The German and Italian, if he feels 
good, wants to embrace the whole world 
and sing; the American wants to scrap. 
The interpretations by the Liquor Con- 
trol Boards and resultant taxation and 
rules make it difficult for people to get 
good light table wines, and encourages 
whiskey drinking, by the way. The plan 
for drinking reform should be based not 
on evangelical, high brow holier than 
thou campaigns but on the sentiment: 
“Drink for your health and not against 
your health.” 


NELSON TALKS TO TEACHERS 








Emphasizes Importance of Using Fire 
Extinguishers Before School or Home 
Fires Gain Headway 

Stop a fire before it starts, but once it 
starts, be prepared to get the best of the 
fire before it gains headway was the 
moral pointed out by A. Wilbur Nelson, 
assistant to the general manager of the 
National Board of Fire Underwriters and 
guest speaker at the Pyrene proviny 
grounds, Newark, N. J., before an as- 
semblage of some 500 members of the 
Chemistry Teachers’ Club of New York, 
the New Jersey Science Teachers Asso- 
ciation, the General Science Club of New 
York and other organizations attending 
the demonstration of fire extinguishing 
equipment recently. 

“For many years we have known about 
fire extinguishers through seeing them 
in schools, theaters, hotels, etc. We have 
looked upon fire extinguishers as acces- 
sories. But just as accessories—although 
small in cost and size in comparison with 
the main object—are often necessary and 
effective, the fire extinguisher too may 
play an all-important part in saving 
property, worth considerably more, from 
destruction by fire,” said Mr. Nelson. 

“Just as fire insurance protection costs 
but a small fraction of the value of prop- 
erty insured, so do fire extinguishers cost 
but little compared with the value of the 
property they may be instrumental in 
saving from destruction, to say nothing 
of personal injury and even death often 
averted by prompt extinguishment of a 
sudden blaze. It is one thing to have 
fire extinguishers at hand and another 
to know how to use them, although their 
application to fires is simple — if you 
know how.” 


INDIANA VETERAN DEAD 


John Milton Turner, -88 years old, one 
of the oldest insurance men in Indiana 
and for many years president of Seiders 
& Kidd, general fire and casualty agency, 
Brazil, Ind., died recently at his home 
there. Mr. Kidd formerly was insurance 
commissioner of Indiana. Mr. Turner 
was active in the business until advanc- 
ing age compelled him to retire. 


B. T. HOLDERMAN DIES 








B. T. Holderman, Western special 
agent for the New York Underwriters 
Insurance Co. died suddenly recently 


at his home in Chicago. He was 51 years 
of age and had been with the New York 
Underwriters for sixtéen “years. 





ROYAL EXCHANGE ASSURANCE (1720) 
FIRE and MARINE LINES 


PROVIDENT FIRE INSURANCE CO. 
FIRE LINES 


CAR & GENERAL INS. CORP., LTD. 
CASUALTY LINES 


111 John Street, New York 











O. J. PRIOR, PRESIDENT 





INCORPORATED 1868 


The Standard Fire Insurance Co. 
oF NEW JERSEY 


TRENTON, N. J. 


R. J. CAREY, SECRETARY 
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LUDLUM, BENDER & SIMMONS 
Incorporated 
11 WEST 42nd STREET 
NEW YORK CITY 








Sharp Decline in Arson 
Is Reported in Michigan 


There has been a sharp decline in 
arson in Michigan during the past two 
years and the trend seems to be con- 
tinuing downward, according to Charles 
V. Lane, assistant state fire marshal, 
whose division handles all arson inves- 
tigations. The reduction has been great- 
est, according to Mr. Lane, in that class 
of cases in which it is suspected that 
an effort has been made to defraud an 
insurer. Pyromaniac and revenge burn- 
ings have not been so noticeably dimin- 
ished. 

According to a compilation of the fire 
marshal’s office, the number of arson 
investigations up to October 1 was only 
204 and the total in 1934 was only 252 
as compared with 640 in 1933, which was 
not at that time considered an excep- 
tional year 


London Assurance Buys 


Indian Insurance Company 


The London Assurance has acquired a 
controlling interest in the Clive Insur- 
ance Co. of Calcutta, India. The firm of 
Gillanders, Arbuthnot & Co., which man- 
ages the London Assurance interests in 
India, has for some time past acted in 
the same capacity for the Clive. 





Chicago Board Urges Cuts 
In Minimum Tariff Rates 


The Chicago Board of Fire Under- 
writers last week adopted a resolution 
recommending that the minimum tariff 
tates be reduced further with a view to 
putting them on a parity with-rates for 
similar risks outside of Chicago. The 
minimum tariff business includes dwell- 
ings, flats, apartments, private garages 
and outbuildings. The Board was asked 
to bring about a change in the sunple- 
mental contract on buildings and_ con- 
tents of minimum tariff risks to make 
the contract more attractive to assureds. 





225 YEARS OLD 
SUN 
INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 


55 Fifth Ave. 
Western Department 
309 West Jackson Blvd. 
Chicago 
Pacific Department 
100 Sansome Street 
San Francisco, Cal. 


New York 











Cpectator Fire & Marine 
Year Book is Published 


The Spectator Co. of P hiladelphia and 
New York has issued the sixty-third an- 
nual edition of its “Insurance Year Book, 
Fire and Marine.” Practically one-half 
the more than 400 pages is devoted to 
reports on stock fire and marine com- 
panies, mutuals, reciprocals and Lloyds, 
with the leading features of the 19H 
financial statement of each. Also the 
officers and directors of each company 
are listed together with a brief history 
sketch of the organization. 

Other information contained in_ this 
well-known year book includes a list of 
failed and retired companies, underwrit- 
ers’ agencies, unlicensed foreign com- 
panies, underwriting and_ investment 
profit and loss exhibits of stock com- 
panies and of mutuals, aggregates of dif- 
ferent classes of companies and _ other 
data of interest to insurance men. 


PEARL OPENS NEW OFFICE 


The Pearl-American fleet has opened 
a city office in the Cuyahoga Building 
in Cleveland, with C. B. Hawkins, for- 
merly a partner in the Fred P. Thomas 
Co., in charge. The group is opening 
this downtown office, in addition to the 
home office headquarters on Euclid 
Avenue, in order to service local busi- 
ness and increase production. 








RICHMOND, VA., weenie A DROP 


Fire losses in Richmond, so fat 
this year have amounted to ae $28,419. 
Fire department officials think it likely 
that the losses for the entire year will 
be the smallest for some years. Last 
vear the losscs amounted to $87,144 
Losses are decreasing from month to 
month. There was a drop from $3,885 in 
August to $1,182 in September. 





OCCIDENTAL DIVIDEND 
Directors of the Occidental of San 
Francisco, a member of the. Firemans 
Fund group, recently declared the quat- 

terly dividend of 30 cents a share. 
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The use of regular first ciass mail to 
effect cancellation of fire insurance 
policies, which has been adopted by the 
London Assurance group after over a 
year of experimentation, as related in 
these columns on November 1, has been 
in vogue at the New York City depart- 
ment of the Hartford Fire since No- 
yember, 1933, and, according to George 
W. Graham, manager, has proven more 
satisfactory and, of course, much less 
costly than the use of registered mail. 

Contrary to the impression that ap- 
pears to exist in many minds, the New 
York standard fire policy does not spe- 
cify the use of registered mail to effect 
cancellation. The use of Form 3817, 
which is a receipt by the Post Office 
Department of the acceptance of a letter 
by the*post office for delivery, calls for 
one cent additional to the regular first 
class postage. So, for three or four 
cents—according to location—the notice 
of cancellation sent by regular mail pro- 
vides evidence of mailing which, accord- 
ing to Mr. Graham’s experience, serves 
the purpose. If the envelope is not re- 
turned to the sender as undeliverable, 
and the subject of cancellation should 
eventually become an issue at court, the 
onus of proving non-receipt of the can- 
cellation notice rests with the addressec. 
On this point it would virtually be a 
case of the latter against the Post Office 
Department. 

Cancellation Notice 

The Hartford Fire’s New York City 
ofice devised the form printed below 
about two years ago. The actual can- 
cellation notice as required ends with the 
signature. ‘he two paragraphs that fol- 
low are added for obvious reasons. The 
form notice, which is mailed in a trans- 
parent face envelope, is as follows: 
“Cancellation Notice at Company's 
Election. ‘ : 
“Hartford Fire Insurance Company of 
Hartford, Connecticut. 

Agency at New York Cit 

“Dear Sir: : 
“The Hartford Fire Insurance Com- 
pany of Hartford, Connecticut, hereby 


gives you notice that its policy No. 
venetian ewe << wise CINE hoe acaaicenans 
eee i, ere 
85 John Street, New York City......... 
srecccees ABCNCY £0... ccccccccccccccce 
CURE wocccsccdcceccecssseces mortgagee 
|, ne CE DOOOETU. céccsnicess 


Damn se ahd aii ease wracash ahaa. kaioeaen is hereby 
canceled in accordance with the printed 
conditions thereof, to take effect in 
a er eee ) days after the re- 
ceipt of this notice by you, when it will 
become void, and no claim thereunder 
for loss occurring thereafter will be rec- 
ognized or admitted by this company. 
“The excess of paid premium, if any, 
above the pro rata premium for the ex- 
pired time (if not tendered) will be re- 
tunded upon demand. 
Hartford Fire Insurance Company 
| EE eo er Manager 


“The amount of Unpaid premium on 

this policy for its full term is $ x4 
Follow-Up Form 

Ten days later form No. 2 is mailed. 

It reads as follows: 

n accordance with notice of cancel- 


lation dated................. forwarded 
to you by First Class mail, policy No. 
oe rr issued to cover at 
at ee ee ee has been 


; canceled and all liability of this Com- 





pany thereunder has ceased. 
indly favor us with the return of 


Local Office of Hartford Fire 


Bank and Agents Work 
Together to Get Business 
As a temporary plan to help members 
preserve financed automobile business 
while a more satisfactory solution is be- 
ing sought, the officers of the Arkansas 


Association of Insurance Agents have 
worked out an arrangement with a bank 


bank on the business of this dealer. The 
agreement provides that the business is 
to be considered as belonging to the lo- 
cal agent and full information will be 
given the local agent for soliciting direct 
at the end of the policy period. 





the above mentioned policy by early 


‘ ‘ : ns E. M. Callahan, manager of the brok- 
mail; also remittance for time liability 


erage department of the Niagara Fire in 


WAS Clete SHON. isc... cdcescs diction handling auto finance paper under which New York City, and F. D. Jones, assist- 
"te ee eee eee Earned premium any Arkansas agent assisting the bank ant manager of the brokerage depart- 
amounting to $.......0..06... in securing an automobile dealers finance ment of other companies in the America 
P account will receive 10% commission on Fore group, were in Chicago last week 

“Yours truly,” all insurance premiums placed by the on business. 





AN INSURANCE AGENT TALKS TO A BUYER OF TROLLEY WIRE— 


“Here’s a copper trolley wire that can stand a pull 
test of 54,000 pounds to the square inch. And 
there’s a bronze wire that looks much the same as 
the copper—but the bronze will bear a strain of 
76,000 pounds to the square inch. When you buy 
wire, you know in advance how strong it is. You 
don’t experiment with high voltage wires. Just as 


time. Years of known ability to meet every emer- 
gency. For 125 years, the Hartford has stood like 
a rock, unshaken by wars, depressions, or disas- 
ters. When major conflagrations have destroyed 
hundreds of millions of dollars in property value, 
the Hartford has never failed to pay its full 
share, however stupendous — and to pay in cash. 





tested metals of proved strength are " 
employed to make sure of the safety of a eS 
trolley wire, so tested insurance protec- 
tion is needed to assure the certainty of 





indemnity if you have an insured loss.” 
The test of an insurance company is 





=] Time thus proves to the buyer of in- 
surance that his protection is sure. 
And the agent who writes a Hartford 


| io My 
. yi 


yi . 
fi \W]_ secure under the cover of time-tested 


mh 


q policy is satisfied that his client is 





Hartford protection. 


HARTFORD FIRE 


INSURANCE COMPANY 


HARTFORD . 


CONNECTICUT 
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Uncollected Premiums By Court 


Fireman’s Fund sued its local 


The 
agent in Detroit, the Cadillac Insurance 
Agency, under a contract providing that 
collect all premiums 


the should 


and remit the balance due the company 


agents 


within sixty days after the close of the 


month in which the business was re- 


ported. 

The agency issued and signed a policy 
to K. C. Dunn, premiums on which for 
the early part of 1932 were not paid and 
continued in default for over six months. 
Defendant agency did not cancel the pol- 
icy until September. Shortly thereafter 
Dunn was adjudicated bankrupt and in 
November the agency filed a proof of 
claim in its own name for the amount 
of the unpaid premiums. It appeared 
that the company looked to the agency 
for the payment of premiums on policies 
it procured and did not investigate 
whether Dunn paid the agency the pre- 
miums or not. The company sought in 
this action recovery of the unpaid premi- 
ums, $388, after deduction of defendant's 
commission. 

The Michigan Supreme Court, 262 N. 
W. 312, said that no criminal statute was 
involved in the case, since Michigan 
Compiled Laws, 1929, section 12369, pro- 
viding that the withholding of funds by 
an insurance agent from an insurance 
company constitutes enbezzlement, only 
governs cases where premiums are with- 
held contrary to the instructions or with- 
out the consent of the company, associa- 
tion or society for and on account of 
which the premium was received by the 
agent. 

No reason was given by the parties 
for the clause in question, but the court 
thought it reasonable that a foreign in- 
surance company employing a local agen- 
cy would look to it to investigate and 
take the credit risk and responsibility for 
the payment. 

The court found the numerous cases 
called to its attention differed from this 
on the facts. A somewhat similar case 
is Clausen v. Title Guaranty & Surety 
Co., 168 App. Div. 569, 153 N. Y. S. 835, 
affirmed without opinion in 222 N. Y. 675, 


Agents’ Committee Works on 
Improvements in St. Louis 


A special committee representing the 
larger insurance agencies of St. Louis 
which have expressed dissatisfaction with 
prevailing conditions in the general in- 
surance agency field, is now working on 
a complete revision of all the rules and 
regulations governing the insurance busi- 
ness in St. Louis. It was this committee 
that conferred with the governing board 
of the Western Underwriters’ Associa- 
tion at Chicago last Wednesday. It is 
composed of Lester Bright, Lawton- 
Byrne-Bruner Insurance Agency Co.; 
chairman, Art Felker, Laclede Insurance 
Agency Co.; Don Hemenway, the Insur- 
ance Agency Co.; Ed Marsh, Jr., Case, 
Thomas & Marsh; J. J. O’Toole, F. D. 
Hirschberg & Co., Inc., and O. D. Prow- 
eli, Capen & Co. 

The committee held another meeting 
in St. Louis Tuesday night. It stated 
that its final plans have not yet been 
perfected but that the committee mem- 
bers are confident that when the pro- 
posed new rules and regulations are 
finally submitted to the insurance people 
of St. Louis they will meet with univer- 
sal approval as they are designed to re- 
rove sources of general criticism con- 
cerning existing conditions in the busi- 
ness in that Missouri city. 


C. M. SPENCER DEAD 
Charles M. Spencer, an examiner in 
the Indiana Insurance Department, died 
recently in an Indianapolis hospital 
operation three 


where he underwent an 
weeks before 


119 N. E. 1035, in which, under a similar 
provision, the court held that the de- 
fendants were not liable because the 


course of conduct between the parties 
showed the intention of not creating a 
creditor-debtor relationship. 

The defendant agency in the present 
case prepared the contract and the court 
held it must be rigidly construed against 
it. The practical construction by the 
parties led the court to the conclusion 
that it was intended that defendant pay 
plaintiff the balance due the company 
within sixty days after the close of the 
inonth in which the business was re- 
ported. Judgment for plaintiff was af- 
firmed. 


AMERICA FORE OLD GUARD 





127 Members of Veterans’ Organization 
Hold Annual Dinner; Sturm Wel- 
comes New Members 
One hundred and twenty-seven of the 
Old Guard, comprising 
twenty-five years and more service, of 
the Continental, Fidelity-Phenix, Fidel- 
ity & Casualty and other companies of 
the America Fore group, met for their 
annual dinner Tuesday evening at the 

Hotel Pennsylvania, New York. 
Ernest Sturm, chairman of the board 
of all of the companies, who became an 
employe in 1892, made a brief address 
in which he welcomed the new members 
of the past year and spoke of the price- 
less heritage of fraternity, loyalty and 
duty. Six persons were present who 
have been employed by the companies 
more than half a century and Henry A. 
Nelson, who recently celebrated his sixti- 


employes of 


This time they got the alarm 


Loyalty Group to Observe 
80th Birthday of Firemen’, 


December has been designated 4s 
“Firemen’s Birthday Month” by the 
loyalty Group in honor of the eightiet) 
birthday of the Firemen’s of Newark 
parent company in the fleet, which come. 
on December 3. Agents are planning t) 
extend birthday greetings in the forn 
of new business. 





eth anniversary, was the oldest of thes 
in point of service. 

During the evening a lapel button, em. 
blematic of membership of the Ol 
Guard, was shown for the first time an( 
presented to those present. The com. 
mittee in charge of the annual dinne 
was as follows: Henry A. Keck, chair. 
man; William H. Roden, William \p. 
Court, Charles L. Newmiller, George F 
Doherty and John J. McNamara. 





Less than a year ago a Washington, D. C. jewelry establishment suffered a heavy loss 
from an unusually disastrous fire. Not believing in the adage that “lightning never 
strikes twice in the same place,” the proprietors determined that they no longer would 
leave their fire protection to Chance. Within a week of the disaster they contracted for 
A. D. T. “Aero” Automatic Fire Alarm Service. 


On September 3, fire again broke out in the same place . . . but this time, ‘tAero” was there 
to detect the blaze when it started. The fire department, summoned instantly and automatically, ex- 
tinguished the blaze without difficulty. However, since the basement was filled with packing cartons, 
wooden boxes and other highly inflammable material, the fire would have reached most serious 
proportions, given a few minutes headway. 


In a letter to A. D. T., the subscriber declared: “It is unquestionably the promptness with 
which “Aero” detected the blaze that saved everything. I want to tell you that I can sleep better 


knowing that we have this system installed in our establishment.” 


“AERO” 


ELIMINATES THE HAZARD OF BELATED DISCOVERY 


The A.D.T. “Aero” Automatic Fire Alarm System prevents small blazes from becoming big ones, 
because it automatically detects fire when it starts, and instantly and automatically summons the 
fire department. The system is under the constant, electrical supervision of the A. D. T. Central 
Station, which assures its proper functioning at all times. By recommending “Aero” and other 
A.D. T. Protection Services, you can effect economies and obtain better protection for your clients 
while safeguarding continuity of premium income and clients’ good will. We shall gladly send a 
representative to cooperate with you. Write for descriptive booklet. 


SPRINKLER SUPERVISORY AND WATERFLOW ALARM SERVICE : ;: 
“AERO” AUTOMATIC FIRE ALARM SERVICE : : 


eelD> 


A. D. T. Protection Services 


Controlled Companies of AMERICAN DISTRICT TELEGRAPH COMPANY - 155 Sixth Avenue, New York, W. Y. 


: WATCHMAN SUPERVISORY AND MANUAL FIRE ALARM SERVICE 
: BURGLAR ALARM AND HOLDUP ALARM SERVICES 





A NATION-WIDE PROTECTION SERVICE 
AGAINST FIRE, BURGLARY AND HOLDUP 
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N. J. Supreme Court Upholds St. Paul 
in Its Interpretation of What the 
Form Covers 
The New Jersey Supreme Court, sit- 
ting in circuit, this week handed down 
what is reported to be the first legal 
decision involving an errors and omis- 
sions policy written by a fire company. 
In the case of the City Mortgage Co. 
against the St. Paul Fire & Marine the 
court sustained the insurer’s contention 
that an error involved the incorrect do- 
ing of something and an omission in- 
volved leaving out at least one step in 

some action or series of actions. 

Facts were that the City Mortgage Co. 
tad foreclosed on a piece of property 
and sold it to a subsidiary holding com- 
pany, retaining the original mortgage, 
but forgetting to notify the fire insurer 
of change of ownership. <A _ loss oc- 
curred and the insurer denied liability. 
Suit was later brought under the E. & 
0. policy, but the St. Paul also denied 
fability, contending there was no error 
4s nothing was done to change the old 
insurance, and there was no omissions 
for the same reason. 

Charles H. Stewart was counsel for the 
St. Paul and T. R. Bazley for the plain- 
tiff. 


Owen B. Hunt Acts to Stop 


Unlicensed Brokers in Pa. 


Insurance Commissioner Owen B. Hunt 
has notified all fire and casualty compa- 
nies licensed to do business in Pennsyl- 
vania that hereafter he wiil hold them 
responsible for any business accepted 
from non-licensed brokers and that he 
will impose the fine prescribed by the 
law for any violation. 

In his notice, Major Hunt siated that 
since assuming office the first of the year 
his department has been receiving num- 
erous complaints of companies taking 
business from alleged brokers who were 
not licensed. Investigation, he said, dis- 
closed that in every case officers of the 
companies involved were innocent of any 
wrong-doing and that the fault lay in 
the carelessness of some clerk. 

However, said the notice, the situation 
has been growing so bad that in order 
to remedy it, he is making the companies 
and their branch offices responsible. 
Hereafter, the companies must take the 
full responsibility of the brokers being 
licensed and the insurance commissioner 
has recommended that the companies 
check on the brokers first before accept- 
ing any business. Major Hunt wound 
up his notice by declaring that hereafter 
he will impose penalties instead of warn- 
ings for violations. 


Boston Board Would Limit 


Sub-Agents’ Commissions 


The executive committee of the Bos- 
ton Board of Fire Underwriters on Tues- 
day submitted to the board a recom- 
mendation that no member of the board 
shall appoint or continue to be repre- 
sented after January 1 next by any agent 
i Eastern Underwriters’ Association 
territory and pay commissions in excess 
of those allowed by the rules of the E. 
U. A. The recommendation, which is to 
be voted on at the December 10 meeting, 
IS a move in the interest of reciprocity. 











HEADS HULL SYNDICATE 


John T. Byrne has been elected chair- 
man of the board of managers of the 
American Syndicate for Insurance of 
oreign Hulls, succeeding Hendon Chubb. 
- Curtis Macy is the new deputy chair- 
man. The following were re-elected: 
Oe Brengle, underwriter; D. C. Ander- 
son, deputy underwriter; E. W. Schuler, 














treasurer, and N. S. Adams, secretary. 





AGENTS FOR RHODE ISLAND 
Morgan-Kingman-Lewis Co. has been 
appointed general agents for the Rhode 


Island for Boston and the Boston metro- 
politan district. 


ERRORS AND OMISSIONS SUIT 


NDERWRITER 
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Pittsburgh Insurance Men 
To Honor Kenneth H. Bair 


The Insurance Club of Pittsburgh and 


the Fire Insurance Agents Association 
of the same city are cooperating in the 
arrangement of a testimonial dinner to 
Kenneth H. Bair, president of the Na- 
tional Association of Insurance Agents, 
next Monday evening at the Roosevelt 
Hote! in Pittsburgh. Mr. Bair resides 
at Greensburg, Pa., which is only a short 


distance from Pittsburgh. The dinner 


committee consists of C. H. Bokman, 
C. A. Reid, A. E. McCloskey, H. E. 
McKelvey and Jas. L. Frew. Albert C. 
Suplee is president of the Insurance Club 
and C. C. Kohne heads the agents’ as- 
sociation. Insurance Commissioner Owen 
B. Hunt of Pennsylvania will be a guest 
at this dinner to “Ken” Bair. 





THREE PEARL OFFICERS IN U. S. 


Three home office officials of the Pearl 
Assurance arrived in New York on 


Tuesday. They are John Pierce, vice- 
chairman, and John Hopkins and Oscar 

Carlson. Mr. Hopkins, who is ac- 
companied by his wife, is on his first 


visit to the United States. During a 
stay of several weeks the officials will 
make a survey of business conditions 


throughout the country. 

The Republic of Dallas declared its 
feurth quarterly dividend of 244% pay- 
able November 10 to stockholders of 
record October 31. 





Great AMERICAN INSURANCE Co. 
AMERICAN ALLIANCE INSURANCE Co, 
Detroit Fire & MARINE INSURANCE Co. 


County Fire Insurance Co, 
OF PHILADELPHIA 


NortH Carotina Home Insurance Co, 


Fire Marine 


NEW YORK « 





CHICAGO - 





ON TOP OF THE WORLD 


Grand and glorious is the feeling of the agent whose client, 
upon suffering a severe loss, is found adequately insured. 


Adequately insured means proper policies, skillfully drawn at 
economical cost in a reputable organization ihat practises team- 
play with its agents and policyholders. Agents who believe in this 
formula use the full facilities of the 


GREAT AMERICAN GROUP 


for fire, casualty, and related coverages. 


@reat American —— x 


Group of 
Insurance Companies 


New Pork 


MONTREAL « 
AGENTS EVERYWHERE 


SAN FRANCISCO 








Great AMERICAN INDEMNITY Co. 
RocHesteR AMERICAN INSURANCE Co. 


MASSACHUSETTS Fire & MARINE 
INSURANCE 


AMERICAN NATIONAL Fire INsuRANCE Co. 


Casualty Surety 
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Sprinkler Leakage Insurance 
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Home of New York Gives Agents Some Pertinent Suggestions 
on How to Sell This Important 
Form of Coverage 


The Home of New York, through 
“News from Home,” its publication for 
agents, presents some valuable sales sug- 
gestions on sprinkler leakage insurance 
and also gives facts about causes of 
sprinkler leakage losses. What the Home 
has to say on this subject follows: 

New sprinkler equipments: Solicit 
sprinkler leakage new 
equipment before the equipment is com- 
pleted and get the line bound before 
some other agent has secured the order. 

Additions to sprinklered risks: Call 
assured’s attention to the fact that new 
additions mean increased values to in- 
The original amount of sprinkler 
leakage carried will be no 
adequate on the plant 
the original fire 


insurance on 


sure. 
insurance 
enlarged 

amount of 


more 
than 
insurance. 


was 


Increased Values 


Whenever an assured asks for addi- 
tional fire insurance to cover mew or in- 
creased amounts of stock, suggest that 
he will need more leakage insurance also. 

Higher percentage of coinsurance: Ad- 
vise a greater percentage of insurance 
to value. The credits in the rate for 
use of high coinsurance are so generous 
that a large amount of insurance to value 
costs little more than a small amount. 
Your company will write the necessary 
increase desired even if some other com- 
pany is carrying the first line. 


Revise rates: Show assured how his 
leakage rates can be lowered. Many of 


the present rates can be reduced be- 
cause of changes made since rates were 
published. 

Use this company’s equipment: Send 
to the home office a list of all risks on 
which you would like to have the leak- 
age rates reviewed and the sprinklered 
risk department will check them with the 
leaking rating schedule and secure re- 
ductions wherever possible. 


Rates Ready to Quote 


Ascertain the exact rates for your 
client from the Sprinkler Leakage Con- 
ference’s published rate cards before so- 
liciting the line. If you do not have on 
file a set of these rate cards write to 





LOCAL BOARD SECRETARY 


John W. Daniel has assumed his du- 
ties as executive secretary of the Insur- 
ance Exchange of Houston following his 
appointment as successor to C. A. Pick- 
ett, who resigned after holding the post 
for five years to become secretary-man- 
ager of the Lumbermen’s Association of 
Texas. A native Texan and a resident 
of Houston since 1915, Mr. Daniel for- 
merly served as assistant secretary and 
trafic manager of the Peden Iron & 
Steel Co. and since 1932 has been con- 
nected with the Barbour Terminals, Inc., 
of Houston. He has served as a mem- 
ber of the traffic committee of the Hous- 
ton Chamber of Commerce, a president 
of the Houston Traffic Club, general sec- 
retary and alternate general chairman 
of the Southwest Shippers’ Advisory 
Board, chairman of the transportation 
committee of the Texas Hardware Job- 
bers’ Association, director in the Texas 
Industrial Traffic League and _ special 
representative, agency and public ser- 
vice, U. S. R. R. Administration. 





W. J. FITZPATRICK DIES 
William J. Fitzpatrick, proprietor of 
a general insurance business in Penn 
Yan, N. Y., for the past quarter of a 
century, died last week in a hospital at 
the age of 67 years. 


the home office and obtain a set. Also 
write to them for quotations for tenta- 
tive rates for new or unrated risks. Hav- 
ing the “flat” or no co-insurance rate 
you can determine the other rates by 


using the deductions in the following 
table: 

I ad Sad werneiaw' slates 5.0% 
IIE iad oa.cgw eenedgawenwni 15.0% 

oe ee Pen rere 35.0% 
ORE Eee RE ot 50.0% 
Be NY ons sawn. go ws eunacexateeae 60.0% 
op Es ee ern 71.0% 
IE as a civicwadesvr exe 76.5% 
pO ee 80.0% 
TENNER ie. ooo wcaes epee 86.0% 
a err err 88.0% 
es an ao) evar one 89.0% 


The policy contract: Be familiar with 
and be ready to demonstrate the policy 
contract and riders, having samples with 
you so that you can show the assured 
what protection you are offering. 

Is leakage insurance necessary? Give 
an affirmative answer to this question 
by using the following table to prove 
losses will occur in spite of all pre- 
cautions. 


Why Do Sprinkler Equipments Leak? 


An idea prevails among many that all 
leakage losses are due to carelessness. 
Statistics show that a large majority are 
caused by accidents or circumstances be- 
yond the owner’s control. 

In 1,600 cases reported by various 
companies, of damage to property from 
the leaking or breaking of automatic 
sprinkler systems, the following were the 
causes of the accidents: 


Per 

Cause Number Cent 

IN ou a haus g neat 709s 43.7 

High temperature .......... 317 19.6 
Defective or injured sprink- 

Nd, un cic ah an wi alarmacaie Sakae ote 204 12.6 
Mechanical injury .......... 197 12.2 
Defective fittings ........... 49 3.0 
ERE ee 27 1.7 
Settlement of buildings...... 26 1.6 
Leaky tanks and connections 15 1.0 
Mischief or malice.......... 15 1.0 
Pipes embedded in concrete. 5 
LOAGOCR PONS 5.0.0.0. ciwcessces > 
Inspectors tests ............ 5 
Jacking up buildings........ a 
Defective pipe hangers...... 2 hae 
Miscellaneous .............. 31 2.0 


Lloyd’s Register 


of Shipping 


CANCELATION DECISION 





Court Holds Insured’s Demand Cancels 
Policy Immediately and Prior to 
Return of Premium 

In policies issued in standard form or 
containing a stipulation for cancelation 
on request of the insured, the South Car- 
olina Supreme Court holds, Hicklin v. 
State Farm Mut. Automobile Ins. Co. 
180 S. E. 666, that all that is required 
for the cancelation of the policy is a re- 
quest from the insured to the company 
and as soon as received the cancelation 
takes effect. The company’s assent is 
not required. If the company on in- 
sured’s demand cancels the policy and 
tails to return the unearned premium 
the policy does not remain in force until 
such time as moneys of insured held in 
hand by the company would pay the 
premium or until the policy expires by 
it$ own limitation. 

After the notice of cancelation the 
only relationship between the company 
and insured is that of debtor and cred- 
itor. The situation is very different from 
where the company desires to cancel the 
policy. There the company is bound to 
refund all unearned premiums in hand 
paid as a consideration for the policy 
before it is canceled and void. 





Texas Agents Opposed To 
Acting As Tax Collectors 


The Texas Association of Insurance 
Agents is prepared to resist passage at 
the current special session of the state 
legislature of revenue bills including the 
provision for an additional tax on insur- 
ance premiums, the tax to be collected 
by the companies and paid direct to the 
state comptroller. The association is in- 
terested in the proposal that the method 
of collecting the tax be changed so that 
this duty will fall upon the local agents. 
The agents will vigorously oppose anv 
attempt to make them the collectors of 
any tax. 





THRASHER HALL DEAD 

Thrasher Hall, well-known adjuster 
and author of several books on this sub- 
ject, died at his home in Chicago last 
Thursday. He was 75 years of age and 
is survived by his widow and two sons. 
A native of Kentttcky, Mr. Hall entered 
insurance at Galveston in 1878. After 
securing a degree from the St. Louis 
University Law School in 1890 he acted 
as an independent adjuster for some 
years and then for a time was with the 
Underwriters’ Adjusting Co. at Detroit 
At the time of his death he was a mem- 
ber of the firm of H. A. Maurer & Co.. 
public adjusters at Chicago. 


Expanding Non- Marine Activities 


The annual report of Lloyd’s Register 
of Shipping for 1934-35, just issued, 
opens by recording that this year there 
is evidence of a slight improvement in 
the outlook for the shipping industry. 
After outlining the measures taken by 
the British Government and by owners 
themselves to improve the conditions in 
the industry, the Committee of the Reg- 
ister reports that the laid-up shipping, 
which fell from 12,000,000 tons two years 
ago to 8,000,000 tons last year, has de- 
clined still further to 5,500,000 tons. 

The Committee points out that this 
decline is partly accounted for by the 
large volume of tonnage broken up and 
icst during these periods, but that even 
when allowance is made in respect of 
new vessels placed in service it is evi- 
dent that there has been a welcome in- 
crease in the tonnage now in commis- 
sion. 

Shipping Industry Improves 

Although the output of new tonnage 
is still low compared with normal times 
it is stated to have shown a satisfactory 
increase during the past twelve months, 


an improvement which is still being 
maintained. While there is still room 
for a considerable expansion before it 
can be said that the shipping industry is 
once again in a_ satisfactory position, 
there would appear to be reason for hop- 
ing that the progress now being made is 
bringing nearer the long-awaited revival 
in world shipping. 

A variety of work is now undertaken 
by the society’s surveyors in addition to 
the inspection of vessels and their ma- 
chinery for the purpose of classification. 
In the cases of two liners built for 
Polish owners by the Cantiere Riuniti 
dell’Adriatico the surveyors to the Reg- 
ister at Trieste were empowered by the 
Polish Government to survey the vessels 
in order to insure that the provisions of 
the International Convention for Safety 
of Life at Sea were complied with and 
also to determine the tonnages. 

The surveyors acted on behalf of the 
owners of other vessels under construc- 
tion with a view to seeing that the re- 
quirements of the specifications agreed 
with the builders were duly fulfilled. In 
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addition to such special duties jn con- 
nection with ships and their machinery 
the services of the society’s surveyors 
it is stated, are being used to a much 


increased extent for work of a nop. 
marine character. 
Inspections were made during the 


twelve months of a wide range of ma- 
terial and items of machinery plant 
Naturally the work of the surveyors jp 
the shipyards has been restricted by the 
prolonged depression in shipping, which 
has been illustrated effectively in the 
statistics compiled by the Register, and 
so the expansion of non-marine work 
must be particularly helpful to the large 
organization. 
Classifications 


During the twelve months ended June 
30 last the society’s classification was as- 
signed to 280 new vessels of 755,314 tons 
gross, totals which show an appreciable 
increase over those for the previous year 
and represent approximately 67% of the 
world tonnage completed during the pe- 
riod. Of this amount 398,703 tons were 
constructed in Great Britain and Ireland 
and 356,611 tons abroad. 

In the last issue of the annual report 
a substantial increase was recorded in 
the number and tonnage of vessels in- 
tended for classification with the Regis- 
ter in respect of which plans had been 
submitted for approval. The figures for 
the year ended June 30 last were 265 
vessels of 753,410 tons gross, compared 
with 242 vessels of 804,810 tons gross 
in the previous twelve months, but they 
indicated a continued improvement over 
the figures for the years 1930-33. Of the 
new tonnage contemplated 49% (178 
vessels of 370,620 tons) is intended for 
construction in Great Britain and Ire- 
land and 51% (87 vessels of 382,790 tons) 
for construction abroad. During the 
quarter ended September 30 plans were 
approved by the committee for a further 
sixty-five vessels of 229,480 tons gross. 

The total tonnage of merchant ships 
afloat at the end of June actually holding 
the classification of Lloyd’s Register was 
30,361,134 gross. Including vessels under 
construction, the total number classed 
and intended for classification with the 
Register was 9,049 vessels of over 31- 
000,000 tons, being nearly half the world’s 
shipping. 





New Fire-Testing Station 


For British Fire Companies 


The Duke of Kent has consented to 
open on November 26 the new fire and 
sprinkler testing station which is being 
erected by the British Fire Offices’ Com- 
mittee at Boreham Wood, Elstree. The 
Fire Offices’ Committee consists of all 
the tariff offices operating in Britain and 
it is pointed out that the new station 
will mark a further stage in the measures 
which these companies have taken in the 
direction of minimizing fire risks. 

For many years the committee has had 
a station in Manchester where automatic 
sprinklers and their accessories and oth- 
er fire-extinguishing appliances have 
been tested and where certain fire resist- 
ance tests, as, for example, on fireproot 
doors, have also been carried out. The 
new station, however, will constitute 4 
new departure in that it will provide 
nieans for testing the fire-resisting prop- 
erties of walls, floors, columns, and other 
building components under conditions 
approximating, with regard to tempera 
ture, load, and the application of water, 
those likely to be met with at actual 
fires. 





Cc. U. A. SECRETARY DIES 


Reginald Cornish, who recently was 
appointed general secretary of the new- 
ly formed Canadian Underwriters Asso 
ciation, died last week in Montreal un- 
der circumstances which indicated that 
he might have been killed. His body 
was found in a rooming house after he 
had been reported missing by his wife. 
Formerly an actor in the United States 
and Canada, Mr. Cornish performed in 
this country at the Academy of Musi 
in Northampton, Mass. 
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p. F. Broderick Obtains 
C. I. T. Automobile Line 


Is LARGE AGENCY IN DETROIT 
Insurance, Formerly in St. Paul F. & M., 
Will be Placed With Home, Harmonia 

and Other Companies 








With the acquisition of D. F. Broder- 
ick, _Inc., insurance agents, brokers and 
managers, of the automobile insurance 
account of the Commercial Investment 
Trust, this Detroit institution and affil- 
ites further entrenched itself as one of 
the large insurance agencies in the coun- 
try. Commercial Investment Trust is one 
of the largest independent finance com- 
panies, having 152 offices located in prin- 





DAVID F. 


cipal cities in the 
Canada. 

This arrangement will involve the writ- 
ing by the Broderick organization of in- 
surance of all automobiles sold under 
retail plans of the Commercial Invest- 
ment Trust east of the Rockies and all 
automobiles financed under wholesale 
plans throughout the United States and 
Canada. In all probability, this business 
will be placed among the several com- 
panies represented by the Broderick or- 
ganization, principally the Home and the 
Harmonia Fire. 


Agency Writes All Lines 


The Broderick organization and _ its 
affiliates write all lines of insurance, in- 
cluding automobile, fire, casualty, surety, 
bonds and life. It is estimated that 
Premium volume writings for the year 
1936 will exceed $10,000,000. 

David F. Broderick, president, stated 
that in addition to acquisition of the 
Commercial credit business other lines 
have increased in proportion, making it 
necessary to expand offices in Chicago, 
New York, San Francisco and Washing- 
ton, where branches are established in 
addition to correspondent agents and the 
corps of adjusters maintained in all 
Principal cities. 

Organized in 1928 by Mr. Broderick, 
the company was incorporated in 1933. 
Mr. Broderick during his entire career 
has been associated with the insurance 
business in various capacities and in ad- 
dition has had a long association with 
the industrial banking field and the or- 
fanization and development of compa- 
Nes engaged in that business. 

C. M. Veribest is vice-president and 
general manager; L. G. Goodrich, vice- 


BRODERICK 
United 


States and 


President and treasurer; D. P. Din- 
Woodie, vice-president and controller; 
A. R. Jurisch, secretary; C. A. Istock, 


underwriting manager; J. W. Park, gen- 


tral adjuster; R. Johnson, Jr., associate 








“MARINE & AUTOMOBILE 





New Builders’ Risks 
Syndicate Again Delayed 


Through expression of the United 
States Navy Department for preference 
for American owned companies only in 
the new builders’ risk syndicate to pro- 
vide a maximum of $5,000,000 insurance 
on government vessels under construc- 
tion, there has been some further delay 
in the actual formation of this syndi- 
cate. A committee of marine under- 
writers has been working on the organi- 
zation of this syndicate for some 
months. 

To secure a market for $5,000,000 cov- 
erage here it is almost essential that 
either United States branches of foreign 
companies or American owned _ subsid- 
iaries of foreign marine insurers be in- 
cluded. Otherwise wholly American 
companies must be willing to accept lines 
larger than their ordinary net accept- 
ences. It is also believed that the Navy 
Department will be unfavorable to a 
plan whereby American companies as- 
sume all the liability but then reinsure 
part of it with foreign companies. When 
the committee of marine underwriters 
first sought subscriptions to the new 
syndicate it was found that participa- 
tion did not quite equal $5,000,000 maxi- 
mum on a single risk and so some groups 
with foreign connections were invited to 
subscribe. 


Reduce War Risk Marine 
Rates for British Vessels 


British shipowners were advised re- 
cently that merchants in certain foreign 
countries had given instructions that 
goods should be consigned by other than 
3ritish vessels. Careful inquiries into 
the reason for this discrimination showed 
that some Continental insurance offices 
were quoting twice as much to cover 
merchandise in British vessels against 
war risks as they were charging corre- 
sponding merchandise sent by vessels 
of other nationalities, with the exception 
of Italian ships. 

This differentiation was justified by 
the political condition which prevailed 
in the early part of October. Evidently 
it was then thought in Continental com- 
mercial quarters that Britain might take 
individual action against Italy in the case 
Abyssinia. Since then British Ministers 
have emphasized the resolve of the 








manager, New York; A. L. Smith, asso- 
ciate manager, Chicago; J. H. Glenn, 
resident vice-president, San Francisco. 

Up to November 1 the C. I. T. auto- 
mobile insurance was written on the St. 
Faul Fire & Marine and serviced by 
1). L. Webster, 130 William Street, New 
York City. 


Decline in Shipping Losses 
For Nine Months Reported 


Statistics compiled by the Liverpool 
Underwriters’ Association show that 
during the nine months ended Septem- 
ber 30 last eighteen British vessels, of 
52,967 tons gross, were lost, and fifty- 
three foreign vessels, of 115,778 tons 
gross, making a total of seventy-one ves- 
sels, of 168,745 tons gross, lost during 
the period through casualties. 

During the nine months ended Sep- 
tember 30, 1934, sixteen British vessels, 
of 45,654 tons gross, were lost, and fifty- 
six foreign vessels, of 155,579 tons gross 
—a total of seventy-two vessels, of 201,- 
233 tons gross. Only vessels of 500 tons 
gross and upwards are included in the 
returns. 

In September last 


eight vessels, of 


16,850 tons gross, were posted in the 
Loss Book as lost. These figures com- 
pare with five vessels, of 22,192 tons 


gross, so posted in September, 1934, and 
with twelve vessels, of 36,899 tons gross, 
in September, 1933. The total number 
of casualties posted in the Loss Book 
during September last was 470. For 
September of last year it was 428; for 
September, 1933, the number was 384; 
and for September, 1932, it was 347. 





APPROVES MARINE DEFINITION 

Insurance Commissioner W. J. Dawson 
of South Dakota has adopted the nation- 
wide definition and interpretation of in- 
land marine underwriting powers to ap- 
ply in his state from December 31. How- 
ever, there are three exceptions, the 
principal one permitting issuance of the 
personal property floater. The silver- 
ware floater is permitted to include cov- 
erage in the permanent residence of the 
assured and the furriers’ customers’ pol- 
icy permits coverage in addition to that 
while the furs are in the custody of the 
furrier. 





Government to act only in conformily 
with the decisions of the League of Na- 
tions. Leading European offices have 
therefore reduced their rates to cover 
war risks on goods by British ships to 
the same levels as are quoted for other 
vessels, except Italian ships. 





Limitation of Liability Denied 


EXPORT CREDIT INSURANCE 





British Insuring Exporters Against 
Frozen Credits Due to Foreign 
Exchange Restrictions 
A new facility for British exporters 
was announced by Lieutenant-Colonel 
J. Colville, M.P., Minister in charge of 
the Export Credits Guarantee Depart- 
ment, in reply to a question in the House 
of Commons recently. An exporter to- 
day is faced with the possibility of the 
importer, due to exchange restrictions, 
suddenly finding difficulty in obtaining 
the necessary English money to pay for 
the goods. Exporters who sell in sterl- 
ing can forthwith obtain from the Ex- 
port Credits Guarantee Department a 
guarantee that they will receive 75% of 
the sterling due to them by the foreign 
importers on a definite fixed date in 

spite of exchange restrictions. 

In the past a large amount of export- 
ers’ resources have been frozen up in 
foreign countries through exchange re- 
strictions. The new facility is designed 
to protect the exporter against the freez- 
ing up of further money. The plan in- 
sures the exporter not only against ulti- 
mate loss of the amount guaranteed, but 
also against undue delay in payment. 

In return for a small premium the de- 
partment guarantees to an exporter of 
British goods invoiced in sterling that 
he shall receive from a solvent buyer 
75% of the sterling value of those goods 
six months after the original due date 
of the bill, provided that the relevant 
regulations, whatever they may be, have 
been complied with. In fixing the guar- 
antee at 75% it is assumed that this 
amount will cover the exporter against 
actual loss. 





Film Studio Burns After 


Completing Film on Arson 


Damage estimated at $500,000 was done 
by the recent fire at the Twickenham 
film studios near London. The last pic- 
ture finished in these studios was entitled 
“A Fire Has Been Arranged,” a comedy 
about arson. 


By Federal Court In Barge Case 


A barge chartered by the Warner- 
Quinlan Co., laden with that company’s 
crude oil, was lying alongside its oil 
plant with a view to the company’s pump- 
ing its oil from the barge to its tanks. 
While so lying the barge was struck by 
lightning. It was in charge of a barge 
captain, but, as the courts subsequently 
found, neither barge nor crew was guilty 
of any negligence. 

While the fire was ragine. one Gifford, 
a supervising agent of the Warner-Quin- 
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lan Co.’s oil plant, took an axe and sev- 
ered the line which held the barge to 
the wharf. The barge went adrift and 
eventually set fire to and burned the 
property of others. Subsequently these 
owners brought suit in a New Jersey 
court and recovered judgment, which was 
affirmed by the Court of Errors and Ap- 
peals of that state, 112 N. J. Law, 519, 
171 Atl. 800, holding that the cutting 
adrift of the burning barge was a negli- 
vent act for which recovery was proper 

The Warner-Quinlan Co. petitioned 
the Federal District Court for New Jer- 
sey for limitation of its liability for this 
judgement to the value of the barge. The 
Swan-Faich Oil Corp. and another filed 
claims and exceptions to the petition 
The court dismissed the petition, 10 F 
Supp. 28. The Third Circuit Court of 
Appeals affirmed this decree, holding 
that the injury to the companies claim- 
ing was solely caused by the negligence 
of the Warner-Quinlan’s supervising 
agent and not by any negligence of the 
barge or its captain. 





OCTOBER BAD FOR MARINE MEN 

October proved a bad month for the 
marine insurance market. The crop of 
disasters early in the month was sup- 
plemented at the close by the grounding 
of the Usk Valley, near Onega, White 
Sea, and the grounding of the steamer 
Berwindlea on Deadman Island, Gulf of 
St. Lawrence. Attempts to refloat the 
Usk Valley having failed, the crew has 
been taken off. The steamer, of 2,480 
tons, was built at Burntisland in 1929. 
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CASUALTY AND SURETY 





Brokers’ Mass Meeting 
Set For November 21 


TO DISCUSS O. D. AMENDMENT 





Frown on Medical Practices Act, Too; 
Buyers, Civic and Trade Groups 
Invited; Wallace Chairman 





\ mass meeting, which will undoubt- 
edly attract a big crowd, has been called 
for the evening of November 21 at the 
Hotel Astor, New York, by a joint com- 
mittee of all the insurance brokers’ as- 
sociations in Greater New York. Its 
purpose is to focus attention on the “dis- 
astrous effects of the occupational dis- 
case amendment to the workmen’s com- 
pensation law passed at the iast session 
of the New York legislature and of the 
medical practices amendment to the 
same law.” A. Wallace of Johnson & 
Higgins is chairman of the joint commit- 
tee while Herbert W. Schaefer of the 
H. W. Schaefer Co., as vice chairman, 
has assumed the responsibility for the 
meeting and will be in charge of all ar- 
rangements. 

In a call to all employers’ organiza- 
lions, representatives of trade and civic 
associations throughout the city to at- 
tend this meeting the joint committee 
pointed out that men who have studied 
these two objectionable measures will 
speak. Company executives have indi- 
cated a willingness to attend and brok- 
urged to bring their clients with 
them to the meeting, have notified the 
office of the Insurance Brokers’ Associa- 
tion of New York, headquarters for the 
jcint committee, that they will take ad- 
vantage of the opportunity. 

The Insurance Buyers’ Group of New 
York has been particularly active in con- 


ers, 


nection with the medical practices fea- 
tures of the law. This influential group 
will be represented by its committee of 


3radshaw of the General 
is chairman, and W. J. Lund 
States Rubber Co., and 
Weiss & Klau, are 


which T. P. 
Cable Corp., 
of the United 
\lfred Rothchild, of 
members 

Membership of the 
mittee includes: T. W. 
thur Goerlich of the 
Men’s Association; 
Samuel Weber, Jr., Julian Lucas, W. C. 
Thomas and George P. Nichols of the 
Insurance Brokers’ Association of New 
York, Inc.; S. D. Rosan and M. Wer- 
belovsky of the Independent Brokers’ 
Association of Brooklyn; Leonard Jac- 
obs, Paul Simon, Arthur Arnow, Abra- 
ham Prusoff, Julius Cohen and George 
Sullivan of the General Brokers’ Asso- 
ciation of Metropolitan District, Inc.; 
and M. L. Nathanson and H. L. Heistad 
of the Brooklyn Insurance Brokers’ As- 
sociation 


joint brokers’ com- 
Buckley and Ar 
Bronx Insurance 


W. kR. Witherell, 


Missouri Comp. Rates to 
Be Lowered; Hearing Nov. 21 


The National Council on Compensa- 
tion Insurance has filed with the Mis- 
souri Insurance Department revised 


schedules of compensation rates to take 


effect on January 1, 1936. The new 
schedules carry an average reduction of 
1.3%. 


Superintendent of Insurance R. Emmet 
O'Malley has set the date of November 
21 for a public hearing in Jefferson City 


on the schedules. Experts of the De- 
partment estimate that the new rates 
will save insurance buyers of the state 
approximately $52,000 per year 

The new schedules apply to some 525 
classifications of risks. There are some 
increases but in the majority of classi- 
fications there is a cut in the basic rates, 
the average reduction being 1.3% 

The schedules are divided into three 
major groups. The so-called contracting 


group would be increased an average of 


O. B. Hunt of Pa. Asks 
For Auto Rate Data 


OPPOSES CUT-RATE COVERAGE 





State Commissioner to Analyze Experi- 
ence of All Automobile Companies; 
Casualty Rating Bureau Looms 





Insurance Commissioner Owen BB. 
Hunt of Pennsylvania showed his hand 
this week in connection with the much 
discussed automobile rate situation 
there. All companies writing this line of 
insurance must file a schedule of all their 
rates with the commissioner whereupon 
he will make an analysis and determine 
from actual observation whether non- 
bureau companies are justified in quot- 
ing lower public liability and property 
damage rates. 

Commissioner Hunt has long contend- 
ed that companies could not offer auto- 
mobile coverages at cut rates and make 
money. His feeling has been that to 
permit them to do so would be to ignore 
the interests of the insuring public. 

He is firm in his belief that a casualty 
rating bureau should be organized in 
Pennsylvania and that all companies 
should conform to the bureau rates un- 
less they can positively prove that their 
experience justifies them in charging a 
lower rate. He does not want the state 
to run the bureau. 

“The Insurance Department,” he said, 
“does not want to take over anything. 
It prefers that the insurance business 
make its own rates. And the department 
does not want to step in unless it is ab- 
solutely forced to do so.” 

While the commissioner did not open- 
ly say so, it is believed that he is of 
the opinion that a study of the automo- 
bile insurance situation will offer suffi- 
cient arguments for the need of a cas- 
ualty rating bureau that will stabilize 
the business. 


Wants Philadelphia Co. 


Commissioner Hunt is especially inter- 
ested in ascertaining the experience of 
the non-bureau companies in Philadel- 
phia. Some of the companies have set 
the suburban dividing line almost in the 
center of the city. Others quote a $10 
and $15 rate in the suburbs. He believes 
that Girard Avenue or Lehigh Avenue 
is just as much a part of Philadelphia 
as Chestnut or Walnut Streets and that 
a city rate should be charged motorists 
in the sections now being given the 
lower suburban rate. Too, he feels that 
many suburban residents use their cars 
in the city to as great or greater an 
extent as city dwellers and that the ri- 
diculously low rate some companies are 
charging is entirely out of order. 

The situation in the center of the 
state is equally as acute as the one in 
Philadelphia. However, the insurance 
commissioner will not make any obser- 
vations or rulings until he has carefully 
studied rate schedules and experience. 

Bureau company men are of the opin- 
ion that the Commissioner, after study- 
ing the figures, will find that he was 
correct when he stated.recently that “no 
company should be permitted, in justice 
to the insuring public, to sell cut-rate 
automobile insurance when it must do so 
at a loss.” 


Experience 





2.3%. In the manufacturing group there 
is an average reduction of seven-tenths 
of 1% while in the third group classified 
as “all others” there is to be an average 
reduction in rates of 6.7%. 


LOS ANGELES CHANGE 
Roy G. Webb, one-time manager of 
the Ocean Accident’s southern Califor- 
nia department, has been appointed as- 
sistant manager at Los Angeles for the 
general agency of Swett. & Crawford. 
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C. W. French Dined On 
Second Anniversary 


AS SEABOARD SURETY HEAD 





Company Has Prospered Under His 
Leadership; Ahead in Premiums, 


Assets and Surplus 





President C. W. French of the Sea- 


board Surety completed his second year 
in that post a week ago and in recog- 
nition of this milestone the home office 
staff staged a dinner in his honor at an 
uptown New York restaurant. 


It was a 





C. W. FRENCH 


spontaneous affair with no speech-mak- 
but it accomplished its 
purpose in giving expression to the high 
admiration and respect which Seaboard 
Surety people feel toward their presi- 
dent. Two out-of-towners were present: 
John G. Beck, resident vice-president in 
Pittsburgh, and J. M. Wilson, general 
agent for the state of Michigan, whose 
agency is one of the largest in Kala- 
mazoo. Henry G. Thole, superintendent 
of agents, was in charge of arrange- 
ments for the dinner. 

Under President French’s leadership 
the company has shown excellent prog- 


ing or formality, 


ress. Premium volume has_ increased 
considerably and both assets and net 
surplus are ahead for the year. Mr. 


French came into the Seaboard Surety 
organization in 1930 after sixteen years 
spent with the Royal Indemnity. An 
able executive, he has an unusually large 
following among the agency forces of 
the country due to his contacts with 
them over a period of many years. 


OKLAHOMA RATE HEARING DEC; 





State Board Expected to Decide Then 
on Compensation Rate Increase; J, 
S. Adams Appointed Adviser 
Jouns S. Adams of the Adams McCul- 
lough general agency of Oklahoma City 
was appointed by the Governor adviser 
to the Oklahoma Insurance Board in re. 
gard to the workmen’s compensation ip- 
surance rate hearing, scheduled for De- 
cember 3 at the state capital. At the 
hearing the board will give consideration 
to the matter of raising such rates in 
Oklahoma approximately 57%, as re- 

quested by the companies. 

The board has also set December 2 at 
10 o’clock in the morning for a hearing 
on the matter of compensation insurance 
rates for newsboys in the Ponca Cit 
Publishing Co. case. The publishing 
company claims the boys are not enm- 
ployes but individual small merchants out 
on their own hook. The Oklahoma 
Compensation Kating Bureau maintains 
that they are employes and should come 
under the same ruling as other employes 





COUNCIL MEETS DEC. 5 
Annual Compensation Session Will Fea- 
ture Report by General Manager W.F. 

Roeber; Election of Committees 

The National Council on Compensation 
Insurance has set the date of Thursday, 
December 5, for its annual meeting to be 
held in the Council offices at 45 E. 17th 
Street, New York, at 10 a. m._ The 
agenda of this meeting will consist 0 
the annual report by General Manager 
W. F. Roeber, election of committee: 
and any other matters that may properly 
come before the meeting. Immediatel) 
following adjournment of the annua 
meeting the rates committee will cor- 
vene and will elect members of the actt: 
arial, engineering, manual, reference ail 
regional committees for the ensuing year 


FEDERATION CONVENES DEC. ? 








Its Annual Meeting Starts Off Insurance 
Week; H. H. Wadsworth of Syra- 
cuse to Preside; No Banquet 
The annual meeting of the Insurance 
Federation of America will start off De 
cember’s Insurance Week in New York 
City, the date and place selected bein 
December 2 at 2:30 p. m. at Hotel Pent 
sylvania. It will be a purely busines: 
session featured by the presentation 0! 

the annual reports of President H. 
Wadsworth of Syracuse, Secretary 7 
T. Hutchinson and Treasurer John W 
Morrison. There will be no evenin 
banquet. 


SEEK 15% INCREASE IN ALA. 
An increase of 15% in workmen’s coll 
pensation rates has been requested in 
Alabama by the National Council 
Compensation Insurance which woul! 
become effective January 1, 1936, wher 





amendments to the law go into effet 


Pros and cons of the question were dis 
cussed November 14. 
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].M. Wilson, Kalamazoo Agency Leader, Starts 
Own Traffic Safety Drive; His Radio Tieup 


With his own state, Michigan, in the 
midst of an ambitious traffic safety cam- 
paign, J. M. Wilson, head of one of Kal- 
amazoo’s largest insurance agencies, who 
is a member of the state legislature, has 
set the example in his town by launch- 
ing a twelve-weeks’ campaign for street 
and highway safety. Well organized and 
planned so as to give the widest publicity 
to reckless and drunken driving, the J. 
M. Wilson campaign has the support of 
the city police and sheriff’s office, local 
merchants and manufacturers who have 
agreed to run safety ads in the news- 
papers, and the radio. 

In fact, one of the chief features of 
the drive is the radio program set for 
Saturday at 12:45 p. m. to run for a 15- 
minute period. The broadcaster 
energetic safety advocate who goes by 
the name of “Crash, the Reporter,” but 
who is really one of the members of the 
Wilson staff. His job will be to review 
the automobile accidents of the week, 
stressing the number of drunken drivers 
arrested and the number of fatalities and 
what caused them. 


is an 


Safety Emblems For Careful Drivers 
As an incentive to careful driving 
“Crash, the Reporter,” will also broad- 
cast a list of drivers, say from five to 
twenty people, who have been cited by 
the police department for acts of road 
courtesy. To all of those so cited a red, 
white and blue enamel safety emblem 
will be given suitably inscribed “Safety 
Driver Award.” It will be a mark of 
distinction to display this emblem on 
one’s car but it will be removed if traf- 
fic violations should be charged against 
the motorist’s record. 

Another interesting feature will be in- 
terviews “over the air” with truck and 
taxicab drivers, “Crash, the Reporter,” 
taking the role of questioner, anxious 
to broadcast such information as_ the 
reasons for good driving records of 
trucks or cabs over a sustained period 
of time. 

Cooperatively the J. M. Wilson agen- 
cy, the police and sheriff’s office will 
show from two to ten times a day four 


of the highway safety films which are 


now so popular throughout the country. 
Theatres, clubs, parent-teachers’ associ- 
ations and public grammar and high 
schools are all being invited to make use 
of the films which include “Once Upon 
a Time” of the Metropolitan Life; “Sav- 
ing Seconds” of the Aetna Casualty & 
Surety; “Everybody’s Business” of the 
Detroit Police Department, and “Death 
Takes No Holiday” of the National Bu- 
reau of Casualty & Surety Underwriters. 
The J. M. Wilson agency, in addition 
to Kalamazoo main offices, has branches 
at Detroit and Grand Rapids. It rep- 
resents the Seaboard Surety as general 
agents for the entire state and the Lon- 
os Guarantee & Accident for casualty 
ines, 


H.T. Ewald on “Man Behind the Wheel” 


The state-wide drive in Michigan was 
given added impetus this week by a 
forceful statement from H. T. Ewald, 
Detroit advertising man, selected by 
Governor Frank D. Fitzgerald to be “—- 


licity director for the campaign, who 
said: 
“Millions have been spent to mark, 


Pave and light Michigan roads to make 
them safe. Millions have been spent on 
trafic devices, men to man them and on 
traffic enforcement. The automobile in- 
dustry has given its best brains to the 
iob of making the motor car itself safe 
and has added annually to its product 
new and numerous features which have 





reduced the mechanical hazard near to 
zero. 

“The industry can make the car, but 
it cannot manufacture the man who goes 
behind the wheel. To those who are 
stunned by rising fatalities it may seem 
a pity that drivers cannot be run off a 
conveyor line as cars are and, like the 


cars, give the same uniform perform- 
ance. Cars and highways have been 
made safe nearly to the maximum of 


current human ingenuity. The driver 
must now be made safe to use those fa- 
cilities.” 

Mr. Ewald pointed out that 90% of 
the accidents are caused by 10% of the 
drivers and that this latter class must 
either be deprived of the privilege of 
driving or else carefully educated to the 
point where such motorists may use the 
highways on a reasonably safe basis.” 





B. & M. Corp. Keeps Control 
Of $68,000,000 Certificates 


The Bond & Mortgage Guarantee 
Corp. of New York, one of the largest 
in the city and well known to the insur- 
ance fraternity, won what is. regarded 
as an important court victory on Wed- 
nesday when Supreme Court Justice 
Brower in Brooklyn ruled that the $68,- 
000,000 of reorganized mortgages which 
the B. & M. Corp. has been servicing 
under authority of the Superintendent 
of Insurance will continue with the cor- 
poration. 

The case involved a suit brought by 
Samuel Marton and Herbert N. Frey, 
owners of mortgage certificates issued 
by the Title Guarantee & Trust Co. and 
guaranteed by its subsidiary, the Bond 
& Mortgage Guarantee Co., which is be- 
ing rehabilitated. 

The State Mortgage Commission had 
sought possession of these certificates on 
the ground that all guaranteed mort- 
gages taken over by George Van Schaick, 
former Insurance Superintendent, came 
to the commission when it took. control 
of the mortgage situation last spring. 

Justice Brower did not agree with this 
interpretation of the mortgage commis- 
sion act, explaining that in all instances 
where mortgages are in process of reor- 
ganization the State Mortgage Commis- 
sion has no authority and that the vari- 
ous reorganization plans may go through 
as approved by the court and concurred 
in by two-thirds of the certificate hold- 
ers. This is particularly true where pre- 
liminary court orders have been obtained 
to effect or facilitate the reorganization 
work, Justice Brower ruled. 

At the State Mortgage Commission of- 
fices it was said that the decision does 
affect the basic constitutionality of the 
mortgage commission act. Justice Brow- 
er, it was pointed out, ruled merely on 
the control of the $68,000,000 certificates 
held by the Bond & Mortgage Guaran- 
tee Corp., which are only a small part 
of the certificates which the commission 
has under its control. 





W. H. THOMPSON DEAD 


William H. Thompson, underwriter, 
casualty lines, of the Travelers at its 
55 John Street, New York, branch, passed 
away a week ago at the home of his 
daughter in Syracuse. He was _ fifty- 
seven years old and had been ill for the 
past two years. He spent thirty-four 
vears with the Travelers. 





T. Y. BEAMS’ ANNIVERSARY 
T. Y. Beams, manager, compensation 
and liability department, Royal and 
Eagle Indemnity companies, is- beginning 
his twenty-fifth year with the organiza- 
tion, He is one of the best posted un- 
derwriters in his field. 


Armistice Ball Of 
Post No. 1081 Successful 


SUP’T L. H. PINK ATTENDED 





Colorful Reenactment of Armistice; W. 
R. Ehrmanntraut Gen’l Chairman; 
Welfare Fund Swelled by Proceeds 





Insurance Post No. 1081 of New York 
City staged an Armistice ball a week 
ago at Hotel Manhattan which will be 
a topic of conversation for many days 
to come. It was the third annual affair 
of this post and, like its predecessors, 
was largely and enthusiastically attend- 
ed. All boxes were sold and many hun- 
dreds of tickets accounted for. The pro- 
ceeds go toward raising money for the 
post’s welfare fund. 

A feature of the evening was the col- 
orful reenactment of the Armistice which 
followed the massing of colors. The 
New York County Fife and Drum Corps 
plaved the music, and the principal guest 
of honor was Louis H. Pink, Superin- 
tendent of Insurance. The success of 
the affair was largely due to carefully 
planned preliminary work, divided among 
a number of committee chairmen. W. 
R. Ehrmanntraut, manager, metropoli- 
tan branch of the New York Casualty, 
was the general chairman, and his key 
men follow: 

Treasurer: James S. Russell, White- 
hall Agency, Inc.; distinguished guests 
committee: Albert Frank, public ad- 
juster; ticket committee: Edward A. 
Clark, Yorkshire; entertainment com- 
mittee: Gustav H. Lamm, Schnebbe Fire 
Protection Engineering Corp.; year book 
committee: Courtlandt Otis of Otis, 
Jones & Co.; floor committee: Arthur 
Kistner, Seaboard Fire & Marine. 

As a result of selling the largest num- 


THREE NO-ACCIDENT CITIES 


Justified praise is extended this week 
by the National Safety Council to three 
cities, cach with a population of more 
than a quarter million, which went 
through September without a single traf- 
fic fatality. They are Providence, R. I 
which has a record of three fatality-free 
months on its traffic calendar this year; 
Memphis, and Jersey City, which in es- 
tablishing this mark, experienced its first 
fatality-free month in at least ten years. 

In the Safety Council’s opinion “these 
splendid records are not the product of 
chance but the result of a sustained, full- 
time safety campaign.” 





H. L. CALLANAN N. Y. VISITOR 


Henry L. Callanan, former Norwich 
Union Indemnity president, who is now 
chief of the bureau of certificates and 
insurance in the Division of Motor Car- 
riers of the Interstate Commerce Com- 
mission, was a New York City visitor 
this weck. 





THISTLE’S 10TH ANNIVERSARY 

Edward B. Thistle, manager, metro- 
politan department of the Eagle Indem- 
nity at 77 John Street, who has a wide 
following among the brokers, is observ- 
ing his tenth year with the company. 
He has been more than twenty-five vears 
in the business. 





ber of tickets Miss Emily McCotter of 
the New Amsterdam Casualty won as 


first prize a trip to Bermuda for two; 
second prize, a valuable fur piece, was 
awarded to Miss Rita Sweeney of the 
Yorkshire, and the third prize, a wrist 
watch, went to Miss Dorothy Fischer 
of the American Surety. 





Public Humiliation for Reckless 
Drivers Is Jos. S. Bair’s Remedy 


Public humiliation is the treatment 
proposed by Jos. S. Bair of Kenneth H. 
Bair & Co., Greensburg, Pa., to relieve 
the automobile accident situation. 
opinion it will not only go a long ways 
in reforming a wrongdoer but will also 
tend to discourage a would-be offender. 
This is because “humility is the first les- 
son we learn from reflection,” whether it 
precedes or follows an unfortunate oc- 
currence. Mr. Bair recommends in a 
six-page treatise entitled “It Can Be 
Done” the following procedure to follow 
when a person is convicted of certain 
charges in violation of the motor vehicle 
laws: 

1. He must immediately surrender the license 
plates for his car, 

2. Upon furnishing evidence of financial re- 
if it is required, he must purchase 
set of license plates, twice the size of 
the original tags. 

3. He must use these plates for a period of 
two years. 


sponsibility, 
a new 


Humiliation Label 


Carrying the public humiliation idea a 
step further Mr. Bair would inflict a 
similar punishment upon a_ convicted 
driver if he owns no car by requiring 
him to purchase a set of these abomina- 
ble plates, displaying them on any car 
he may be driving. And a person who 
owns more than one car should be 
obliged to purchase a sect for each car 
he owns. 

Mr. Bair says the purpose of this 
thought is threefold: (1) to make a pub- 
lic example of the offender; (2) to label 
the offender in order that he may more 
easily be recognized by officers, and (3) 
to label him in order that other motor- 
ists may beware of him. 

Admittedly, there are many other de- 
tails to the plan which must be worked 
out to suit the requirements of the indi- 
vidual states, but in Mr. Bair’s opinion 


In his 


Get Names On Lights 


Louisville, Ky., has a new form of 
punishment for traffic violators, much 
along the line of Mr. Bair’s public 
humiliation idea. Mayor Neville Mil- 
ler of that city has decided that por- 
tions of fines paid by offenders will 
be used to buy plates to be placed on 
new traffic signal lights at the inter- 
sections where they violated the laws. 
The plates will read something like 
this: 

“John Speedster paid for this sign. 
He was fined for failing to stop at a 
boulevard.” 











it is easily possible to incorporate the 
thought into a simple and workable plan 
He says further: 

How to Become an Auto Safety Expert 
“Accidents cannot be entirely eliminat 
ed, but they can be reduced. If you are 
interested in accident prevention appoint 
yourself a committee of one to further 
its cause. If you believe the thought in 
this article a good one, see to it that 
vour friends and relatives know about it. 
Carry its message to your church, your 

school and to your employer. 

“Public opinion rules the world,’ and 
it can rule your state or government if 
enough pressure is brought to bear upon 
those men and women who are responsi- 
ble for the welfare of its citizens. 

“Bring the matter to the attention of 
your automobile club, the Red Cross or 
any other club or association with which 
you are affiliated. In fact, take this 
message any place where there may be 
one or more persons who you think are 
interested in accident prevention. 


“The public is accident prevention 
minded. The papers are full of it. Mil- 
lions of dollars are being spent in its 
cause. Get in line—and remember 


,” 


“Tt Can Be Done. 
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Lump Sum Compensation Payments 
Criticized By New York Official 


Dr. R. M. Little Tells Why Bi-weekly Benefit Payments to 
Injured Workers Are Better; Refers to Study of 
Compromise Agreements 


The much discussed workmen’s com- 
pensation problem of when to pay bene- 
fits in one or more lump sum payments 
to injured workers and when not to do 
so came in for considerable discussion 
at the recent conven‘ion of the Interna- 
tional Association of Industrial Accident 
Boards and Commissions in Asheville, 
N. C. The formal speaker on the sub- 
ject was Dr. R. M. Little, director of 
the rehabilitation division of the New 
York State Education Department, who 
said at the outset that the practice of 
commuting compensation to one or more 
lump sum payments “has characterized 
the administration of every compensa- 
tion law in the country, and this at 
times to an alarming degree.” This has 
bcen so because compensation officials, 
claimants and other parties at interest 
have not recognized the fundamental dis- 
tinction between workmen’s compensa- 
tion and other forms of insurance. Off- 
cials, he said, have been known to ap- 
prove lump sum payments because “they 
thought of it as ordinary insurance and 
as a quick way to dispose of claims and 
expedite administration.” 

Dr. Little further pointed out that in- 
surance companies have frequently en- 
couraged lump sum payments because 
this method closed the business, reduced 
reserves and was less costly. 

Money Frequently Wasted 

The speaker said frankly that every 
study made of the problem has shown 
that a considerable number of claimants 
who received their compensation in one 
or more lump sum payments “has re- 
vealed distressing results from the prac- 
tice.” Large sums of money, which 
should have been granted to injured 
workers bi-weekly, upon which they and 
their families could live, have been quick- 
ly spent and frequently wasted. He 
thought that the purpose of the com- 
pensation law when such a _ payment 
takes place has been defeated. 

In order to get at the root of the mat- 
ter the rehabilitation division upon the 
request of the New York State Indus- 
trial Commissioner started in 1924 to 
make a study of lump sum payments so 
as to ascertain whether or not the lump 
sums had been beneficial to the claim- 
ants. Dr. Little said that the study re- 
vealed this fact: Two-thirds of the 
claimants would have been much better 
off if they had received their compensa- 
tion bi-weekly. In fact, for most of 
them the lump sums had not lasted as 
long as their compensation would have 
lasted if it had been paid bi-weekly. 
Only a few had conserved their money 
and profited by its use, and this under 
careful guidance and supervision. 

After the original 1924 investigation 
the rehabilitation division was asked to 
investigate all requests for lump sums 
in the Buffalo district when the amount 
involved was $250 or more, and to make 
reports and recommendations as_ to 
whether or not the requests should be 
granted. The division, undertaking the 
task, instructed its workers to adhere to 
definite principles and methods in mak- 
ing the investigations and reports. The 
system worked out so well in the Buf- 
falo district that when Miss Frances 
Perkins became industrial commissioner 
she authorized the rehabilitation division 
to handle this work for the entire state. 
As to results Dr. Little said: 

Current Year’s Results 

For the year closing June 30, 1935, the 
rehabilitation division rendered reports 
and recommendations concerning 636 
scheduled awards. These amounted to 
$699,947, or an average of $1,100. The 
division recommended that $280,361 


should be granted and that $419,585 
should not be granted. It is a signifi- 
cant fact that a larger amount propor- 
tionately was recommended by the re- 


habilitation division to be granted in 
1935 than five years previously. There 
are several reasons for this. One was 


the depression and the fact that indus- 
trial workers had to have compensation 
advanced to them before it was due be- 
cause of pressing obligations; another 
reason is because under the new system 
fewer requests without merit are being 
made. 


Compromise Settlements 


“After two years of handling the lump 
sum requests and scheduled awards for 
the whole state, the question arose as to 
the division investigating and reporting 
upon the so-called compromise agree- 
ments or non-scheduled disability awards. 
The New York act schedules a great 
many disabilities but it does not schedule 
a head or back injury, and there are a 
great many other injuries that are not 
scheduled in the law. These are the 
most difficult cases to adjudicate. Some- 
times they are the result of trauma in 
relationship to a pre-existing disease or 
a former injury, and they become the 
type of cases that are continually being 
controverted in the courts. They involve 
many hearings, disputed testimony and 
become a burden upon the administra- 
tion and a trial to everyone at interest. 

“The result is that after a long time 
the claimant and the carrier get togeth- 
er, their minds meet and they agree upon 
a settlement. Usually there is a consid- 
erable amount of money involved and 
the question arises: If the claimant 
gets from $1,000 to $5,000 will he make 
proper use of the money? 

“It was agreed that all compromise 
agreements in which the amount in- 
volved is $1,000 or more in New York 
City and $500 or more in the up-state 
territory should be referred to the re- 
habilitation division for investigation and 
report as to the eccnomic and social ad- 
vantage to the claimant if he settles his 
case. The rehabilitation division cannot 
enter into the amount of the award but 
is requested to study and report upon 
the use of the money. Unfortunately, 
after the award has been made the mon- 
ey belongs to the claimant and many of 
them are not susceptible to the advice 
and guidance of the rehabilitation divi- 
sion ‘in the use of their money. 

“During the year closing June 30, 1935, 
there were 517 requests for investiga- 
tions and reports concerning compromise 
agreements. These requests amounted 
to $1,055,890.08 and there were recom- 
mended settlemcnts amounting to $996,- 
499.08, and there was recommended that 
$59,391 should be disallowed. These fig- 
ures indicate that the rehabilitation di- 
vision has found it necessary to approve 
most of the so-called compromise agrec- 
ments because all other parties have 
reached an agreement and an adverse re- 
port from the rehabilitation division 
would not be welcomed. The division 
accomplishes some rehabilitations among 
the compromise cases but not as many 
proportionately as in the scheduled 
award cases.” 


Study by Carl Norcross 


After three years of making investiga- 
tions and reports concerning compromise 
agreements and recognizing that the sys- 
tcm is not satisfactory, Carl Norcross, 
assistant in the rehabilitation division, 
was assigned to make a careful study of 
200 compromise cases in New York City 
and 122 in the up-state territory. This 


study has been completed, said Dr. Lit- 


tle, and the report is in process of prep- 
aration for publication. He gave the 
following as the methods employed in 
making the study: 

A selection was made of 322 cases 
which had been settled by compromise 
for one year or more. The average age 
of the group was forty-two years, the 
settlements amounted to $3,700 each and 
the cases had been open in the compen- 
sation courts for about three years. A 
careful examination of all the pertinent 
data in the compensation case folders 
was made and likewise a study of any 
investigations ani reports which had 
been made by the rehabilitation division. 
After assembling all the pertinent data 
concerning each case at the time of set- 
tlement, including the physical condition 
of the claimant and the reasons assigned 
in the records for the settlement, visits 
were made to the homes of the claim- 
ants. These visits were made by experi- 
enced workers. The object was to dis- 
cover the economic and social conditions 
of the claimants and the effect of the 
settlements upon them. 

Some of the claimants were visited a 
number of times and many interviews 
were held in the rehabilitation offices, as 
well as in the homes of the claimants. 
Lighty-nine claimants who had received 
a settlement for therapeutic reasons were 
carefully examined by a competent neu- 
rologist in their homes and in the offices 
to determine the therapeutic value of 


the settlement. As the facts were de- 
veloped many conferences were held 
with compensation officials, industrial 


surgeons, neurologists and other students 
of the problem. 


Important Findings 


Some of the important findings follow: 


1. Of the 322 compromise cases studied, 187 
had been referred to the rehabilitation division, 
and only thirty-six of these referrals resulted 
in rehabilitations. Age and disability, and the 
fact that the rehabilitation division had no con- 
trol of the use of the money, made it exceed- 
ingly difficult to accomplish the rehabilitation 
of this group. Over half the group had a sev- 
enth grade education or less, only 15% had any 
high school training and two-thirds of the num- 
ber had dependents. Few were susceptible of 
training and many were not in physical condi- 
tion to return to work, The neurotic men 
offered a great deal of resistance to rehabilita- 
tion plans. As the cases had been open three 
years or more, most of the claimants displayed 
a dull and apathetic attitude towards any sug- 
gestions about employment. 

2. One hundred forty-four claimants were 
found in employment, twenty-one of them in 
government made jobs. The wages of those 
employed were 40% less than before the acci- 
dent; that is, the average wage before the dis- 





Rehabilitation Authority 

Dr. R. M. Little is regarded as an 
outstanding authority in the field of 
human rehabilitation work. During 
the World War he was head of the 
United States Compensation Commis- 
sion at Washington, D. C.,and worked 
out the system of soldier rehabilita- 
tion which proved so helpful in put- 
ting men back into civilian occupa- 
tions. He then turned his attention 
to industrial activity and took charge 
of the rehabilitation division of the 
New York State department of edu- 
cation in 1920. It is largely through 
his vision and foresighted attitude 
that rehabilitation work has_ been 
| broadened to embrace not only indus- 
trial injuries but other disabilities 
which are either inherited or incurred 
diseases. 

Carl Norcross, who has been help- 
ing Dr. Little in a research study of 
lump sum settlements and compro- 
mise agreements, joined the New York 
State department of education three 
years ago after personnel and mana- 
gerial activity with the Western Union 
Telegraph Co. It was while one of 
that company’s district managers in 
New York City that Mr. Norcross 
first became interested in the advan- 
tages of workmen’s compensation in- 
surance—at that time from the em- 
ployer’s angle. Now hard at work on 
his doctor’s thesis for a Ph.D. degree 
at Columbia University Mr. Norcross 
has selected as his theme “Lump Sum 
Settlements.” 














Arex Indemnity Gets 
N. Y. State Charte 


OFFICERS, DIRECTORS NAMED 

Ernest W. Brown is President; w B 
Mann Vice-President; No Public — 
Offering of Stock Contemplated 


A prospectus issued last week hy 
Ernest W. Brown, reciprocal leader, jp. 
dicated that the Arex Indemnity is just 
about ready to enter the casualty-suret, 
field having received its charter from 
New York State on October 24. Com. 
plying with the Federal securities an 
exchange act its registration Certificate 
has been filed with the S. and E. com. 
mission and as soon as approval has bee, 
received from that body the Arex will he 
ready to accept stock subscriptions, |t js 
pointed out, however, by Mr. Brown tha 
the stock will not constitute a “public 
offering” in the ordinary sense of the 
term, and it will not be listed. No stock 
or other consideration has been pledged 
nor will it be given to anyone for pro- 
motion purposes or commissions paid for 
sale of the stock. 

Executive officers elected include Mr 
Brown as president; William J. Mont- 
gomery as first vice-president; William 
B. Mann, one-time Ocean Accident as. 
sistant U. S. manager, vice-president: 
Alfred Knudsen, treasurer, and Daniel |. 
Starr, secretary. Mr. Mann, well-known 
in casualty-surety circles countrywide 
was first engaged in an advisory capac. 
ity. Chairman of the board is James A 
Swan, who has served continuously for 
36 years as a member of the advisory 
committee of the New York Reciprocal 
Underwriters. Among the incorporators 
and directors is A. P. Lange of Hale 
Bros. Stores, Inc. of San Francisco, a 
one time connected with the Fireman‘ 
Fund. 

The Arex Indemnity is a stock com 
pany. 





ability was $41 per week and after the settk 
ment, although employed, they were receiving 
only $21 per week. One hundred seventy-thre 
were unemployed and five were deceased. 

3. At the time of the last interview, mor 
than two-thirds of the men had spent all ther 
money. A considerable part of the expendi 
tures had been made eighteen months or two 
years previously. Two hundred seven of the 
claimants used at least a part of their find 
settlement for debts. 

. Of the 322 compromise settlements, th 
records showed that sixty-four were deemed 1 
be neurotic at the time of settlement, but # 
the time of investigation only seventeen 0 
these neurotic cases had received any ther 
peutic benefit by the settlement and it was ven 
slight in six of these cases. Undoubtedly phy 
sicians and compensation officials have vastly 
overrated the therapeutic value of compromit 
settlements. In most cases it does not improv 
the claimant’s health nor his mental attitude 
Many of the neurotic cases were found to k 
dissatisfied and bitter over the settlement a 
wanted to have their cases reopened. 


The study, in Dr. Little’s opinion, 
shows conclusively that the present sys 
tem of handling ccmpromise cases fail 
in what it is trying to accomplish. In 
conclusion he said: “Obviously, th 
cranting of lump sum settlements of am 
kind in compensation administration 
needs to be seriously studied and at 
ministration «t this. point greatly i 
proved. Under the best administratiot 
that can be developed it will be a both: 
ersome subject, but if compensation off 
cials and rehabilitation agencies in th 
various states will develop a cooperati\t 
plan to handle the problem, large waste! 
can be avoided; fraud can be preventeé: 
more injured claimants can be returne’ 
to employment; many of them can b 
rehabilitated; all of them can be bette! 
advised and guided in the use of ther 
money, and the public will be saved from 
supporting many families who under the 
uresent systern become public charges 








VIRGINIA HEARING NOVEMBER? 

A further hearing of the petition " 
companies for a revision of rates 0 
fidelity and forgery bonds in Virginia" 
set for November 22. The _ postpone 
hearing was scheduled to be held belo" 
the state corporation commission *° 
vember 7. 
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Red Cross Dollars Meet Real Needs 


EMBERSHIP in the Red Cross offers you a way to 

help those throughout our land who become 
victims of natural disasters such as floods, fires, earth- 
quakes, hurricanes, dust storms, etc., and makes you a 
participant in their relief and rehabilitation. Each 
year the Red Cross answers one hundred such calls 
for aid, giving the assistance which you would wish 
to administer personally if you were on the scenes 


of the disasters and possessed the means and necessary 


knowledge to carry out this work of mercy. 

Prevention of disease and the care of those who are 
sick is as much a part of Red Cross Service as disaster 
relief. In rural sections and in cities Red Cross public 
health nurses make millions of visits to homes each 
year, giving trained care and instruction to families 
unable to provide these necessities for themselves. 
Your membership is needed this year to continue to 


administer this service. 


JOIN DURING ROLL CALL 
NOVEMBER 11-28 


NEW 


FIRE INSURANCE 
J. LESTER PARSONS 


CASUALTY INSURANCE 


YORK CHAPTER INSURANCE CHAIRMEN 


FRANK J. O'NEILL 
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New High in Liability 
Sales Seen for 1935 


AMOS E. REDDING’S PREDICTION 





Aetna C. & S. Supervisor in Talk to 
N. Y. Brokers Urges Creative Selling 
Rather Than Order-Taking 





Amos E. Redding, field supervisor in 
charge of the Aetna Casualty & Surety 
home office sales course, pointed out 
several optimistic facts concerning con- 
ditions and opportunities in liability in- 
surance production in speaking last Fri- 
day at the brokers’ qualification course 
of the New York Insurance Society. 
This lecture was one of a series of talks 
by guest speakers. Mr. Redding, dis- 
cussing a number of pertinent facts re- 
garding the development of liability busi- 
ness, painted a rosy picture of the op- 
portunities awaiting those insurance pro- 
ducers who wili sell liability insurance 
creatively rather than on an order-taking 
basis. He said in part: 

“One reads and hears a great deal 
these days concerning the difficulties 
which the insurance producer faces. 
Some of these reports are so lugubrious 
as to lead one to believe that there are 
few, if any, bright spots in the insurance 
picture. The real facts are quite the op- 
posite, however. I do not want to convey 
the impression that the insurance busi- 
ness does not have its very serious prob- 
lems or that the insurance producer has 
no difficulties to overcome. Nevertheless 
the truth is that casualty insurance has 
recovered a major portion of the ground 
lost since the halcyon days of 1928 and 
1929. The 1934 figures show that the 
total casualty writings were only approx- 
imately 20% below the 1929 peak. Re- 
ports to date for the current year indi- 
cate that the 1935 totals will probably be 
within 10% of the all time high chalked 
up six years ago. 

Optimistic on 1935 Volume 

“These figures are for all divisions of 
the casualty business. Naturally some 
lines have not done quite as well and 
others have done even better. For in- 
stance, the miscellaneous liability lines— 
including all liability business except au- 
tomobile—reached a total in 1934 which 
was 97% of the 1929 figures. The momen- 
tum behind the production of this class 
of business leads us to believe that the 
total miscellaneous liability writings for 
1935 will set a new all time high. 

“It is significant to note that those 
forms of casualty insurance which show 
the greatest percentage of gain in sales 
are those forms which call for creative 
selling effort. Those forms of casualty 
insurance, however, which are more 
commonly known to the public, have not 
staged as rapid a come-back. It seems 
logical to deduce from these facts, there- 
fore, that agents and brokers in increas- 
ing number recognize the specialized op- 
portunities for creative selling and are 
devoting themselves more assiduously to 
those lines which seem to hold the great- 
est hope of reward in the form of in- 
creased volume. 

“The miscellaneous liability lines con- 
stitute an important branch of the in- 
surance business for they clearly demon- 
strate the fundamental principles upon 
which the entire insurance business is 
based. The matter of one’s legal liability 
is particularly problematical—problema- 
tical both as to the uncertainty of the 
occurrence of a claim and problematical 
as to the cost of settlement if such claim 
does arise. The alert, well informed in- 
surance producer finds that in carrying 
this message of protection against un- 
known hazards to his clients he has the 
greatest possible opportunity to demon- 
strate his grasp of the business and his 
perception of the prospect’s needs. 

“Estimates based on a comprehensive 
survey of the entire field of opportuni- 
ties for the sale of miscellaneous liability 
lines leads one to the inevitable conclu- 
sion that the possibilities for expansion 
are tremendous, apparently less than 3% 
of all such cases possible to write now 
being on any agent’s books.” 


E. S. LOTT LEAD-OFF SPEAKER 
Will Open A. & H. Lecture Course in 
N. Y. Nov. 18 at Which E. H. 
O’Connor Is the Speaker 

Edson S. Lott, president, United States 
Casualty, a familiar figure for years at 
accident and health meetings, next Mon- 
day, November 18, will open the first of 
a series of four lectures planned for the 
1935 term by the New York Accident & 
Health educational committee. These 
lectures are for the benefit of brokers 
and agents, and to accommodate the 
large crowd expected the great hall of 
the Chamber of Commerce Building, 65 
Liberty Street, has been engaged. Formal 
programs and admission cards have been 
mailed to 4,000 producers. Sponsor is the 
Accident & Health Club of New York. 

The lecturer will be Edward H. O’Con- 
nor, chairman of the governing commit- 
tee of the Bureau of Personal Accident 
& Health Underwriters, who is with the 
United States Casualty in charge of its 
accident and health department. With 
characteristic thoroughness Mr. O’Con- 
nor will go into detail on “Policy Forms,” 
and it is felt that the practical treat- 
ment he will give to this subject will be 
of material aid to men in the field in 
bringing them closer to a knowledge of 
policy coverages. 

Admission to these lectures is free. 
Leslie L. Winslow, Fireman’s Fund In- 


demnity, chairman of the educational 
committee, has given managers and 
countermen full details of the course 


and urged that they advise their agents 
or brokers of any phase that may not be 
clear. 





FIVE ELECTED ALDERMEN 





Mostly Casualty Insurance Men Win 
This Office for Various Wards in 
Hartford Elections 
Five insurance men, mostly in the 
casualty insurance ranks, were elected 
aldermen in various wards of Hartford 
on Election Day. They include Vincent 
Ierardi of A. M. Leroy & Co., twenty- 
two years an agent; Harry Tulin, one- 
time casualty claim manager of the late 
Consolidated Indemnity, who is now 
practicing law in the office of Insurance 
Commissioner John C. Blackall; Nathan 
Promisle, who has been with the J. Wat- 
son Beach, Inc., agency for several years. 
Mr. Beach himself was defeated for re- 
election as mayor. 
In addition J. F. Mackey, Hartford 
Accident & Indemnity, was re-elected 
alderman and C. W. Hallissey of the 
Travelers’ railroad ticket accident de- 
partment, took office for the first time. 
Unsuccessful candidates were John R. 
Hart, connected with the Fred H. Wil- 
liams & Co. agency, and Edward F. 

Ryan, Travelers. 


DIES ON WITNESS CHAIR 


Harry A. Peter, Los Angeles general 
agency firm of Peter & Thompson, rep- 
resenting the National Casualty, died in 
the witness chair in Municipal Judge 
Marchetti’s court in that city on October 
31 as he answered the last question in 
the suit in which he was a co-defendant. 
He was answering the question of A. Y. 
Allen, attorney representing the Sunset 
Mutual Life, and as the examination was 
concluded he toppled backward in a faint. 
When the doctors arrived they pro- 
nounced him dead. 


MONTCLAIR DRIVERS ORGANIZE 


Showing a progressive safety attitude, 
automobile drivers in Montclair, N. J., 
have just formed a safety forum which 
will hold meetings in the Town Hall. 
The principal speaker at the first gather- 
ing was J. Russell Craig, safety director, 
Pennsylvania Indemnity of Philadelphia, 
who led a discussion on child safety at 
the recent National Safety Congress in 
Louisville. 


CONTINENTAL CAS’LTY DIVIDEND 

Directors of the Continental Casualty 
have declared a dividend of 15 cents a 
share payable December 2 to stockhold- 
ers of record November 15. 











American Legion to Put Its Full Weight 
Behind Auto Safety Movement, J. J. Hall Says 


The American Legion, through its 
Americanism commission, is preparing to 
throw its full weight into the automobile 
safety movement in the coming year, ac- 
cording to John J. Hall, director of the 
street and highway safety division of 
the National Bureau of Casualty & Sure- 
ty Underwriters. Mr. Hall returned last 
week from Indianapolis where he at- 
tended the first meeting of the Ameri- 
canism commission since the Legion con- 
vention in September. 

Mr. Hall talked to the Americanism 
commission on the importance of the role 
which the Legion can play in promoting 
traffic safety. He took part in the dis- 
cussions and conferred individually with 
state department commanders and state 
adjutants and members of the executive 
committee. 

The Americanism commission, Mr. 
Hall reports, decided at this meeting to 
continue its traffic safety program on a 
wider scale. The program will be based 
on the following points: 

1. State committee of influential Legion mem- 


bers to urge state legislatures to enact Uniform 
traffic laws and regulations as advocated by the 
National Conference on Street and Highway 
Safety. 

2. The promotion and encouragement of 
safety education in the elementary and high 
schools. 

3. The active support of state and local off. 
cials in a reasonable enforcement of the traffic 
laws. 

4. An aggressive educational campaign fo, 
adult motorists and _ pedestrians, employing 
speakers, publications, the radio, films, poster; 
and_ billboards. 

5. Emphasis on automobile safety by th 
National Commander in all his talks, 

6. An intensification of efforts in community 
safety programs along the lines of the booklet 
prepared by the Legion and the National Bureay, 
“The American Legion and the Traffic Accident 
Problem.” 

The Americanism commission viewed 
“Death Takes No Holiday,” the National 
Bureau’s talking slide film on automobile 
safety, and passed a resolution recom. 
mending it to the 11,000 Legion posts in 
the country. 





L. I. LOFGREN TO CHICAGO 





Detroit Man Selected by Aetna C. & S. 
as Bonding Manager in Chicago 
Branch Office; His Background 
Lowell I. Lofgren, who has been super- 
intendent of fidelity and surety lines in 
Detroit for the Aetna Casualty & Surety, 
has just been appointed to a like posi- 
tion at its Chicago branch office suc- 
ceeding the late Richard E. Cline. A 
native of Minnesota, Mr. Lofgren at- 
tended Carleton College and Harvard 
Graduate School of Business Administra- 
tion, receiving his B.A. and M.B.A. de- 

grees. 

In July, 1922, he entered training as 
an Aetna special agent and in October 
of that year was assigned to the Kansas 
City office as an assistant underwriter. 
Just a year later he was transferred to 
the Wheeling office as a special agent. 
In November, 1925, Mr. Lofgren was ap- 
pointed superintendent of the bond de- 
partment of that office and in February 
of the following year was transterred to 
the Grand Rapids office in a similar ca- 
pacity. In July, 1929, Mr. Lofgren be- 
came bonding superintendent at Detroit 
which position he has held until his pres- 
ent advancement. 

Mr. Lofgren is reputed to be one of the 
field’s most able and well known surety 
underwriters. He is president of the 
Surety Association of Michigan. He is 
a Mason, a member of the Acacia Fra- 
ternity and secretary of the Harvard 
Club of Michigan. In 1930 he married 
Miss Eugenia Plumb. They have one 
son. 





PRICE PAID IMMATERIAL 





New York Supreme Court Rules Second 
Time on Novel Point Involved in 
Burglary Loss 

Two rulings have been made recently 
by the Supreme Court of the State of 
New York, New York County, under 
which it is held as immaterial in a bur- 
glary policy what an assured paid for 
articles which were stolen. This is be- 
cause of the policy provision that the 
Insurance company is liable for no more 
“than the actual cash value of the stolen 
or damaged property at the time of the 
loss or damage.” 

The two cases in which the point is 
decided are Mollie Miller vs. Indemnity 
Insurance Co. of North America and 
Haber vs. Globe Indemnity. In both Alex 
Davis of Goldstein & Goldstein appeared 
for the assured. 


Busy Season Ahead for the 
N. J. Casualty Underwriters 


The Casualty Underwriters Association 
of New Jersey under the capable leader- 
ship of E. C. Graff, General Accident 
branch manager in Newark, is off toa 
good start on its fall and winter program 
of activities. At its first fall luncheon 
meeting recently the consensus was that 
with serious legislation ahead for casu- 
alty companies in New Jersey, plans 
should be made to oppose those bills con- 
sidered detrimental. Compulsory automo- 
bile insurance and occupational disease 
coverage extension were among. the 
major problems demanding attention. 

The cooperation of the association with 
Commissioner of Labor Toohey in the 
matter of deducting attorney’s fees from 
the rear end of the claim payment was 
appreciated by that official, Mr. Graff 
said, and as the matter now stands Com- 
missioner Toohey has not yet decided 
his course of action. 





“PROBABILITIES” NO FACTOR 


The Supreme Court of Wisconsin has 
told the state industrial commission thal 
“it cannot base awards under the work- 
men’s compensation law on_ probabilt- 
ties,” in reversing the judgment of the 
Dane County Circuit Court at Madison 
upholding the commission’s award of 
$381.20 against Oscar Mayer & Co., Mad- 
ison meat packing firm, in favor of Har- 
old W. Smith. He claimed that while 
engaged in the performance of his duties 
a sliver of wood entered his face causing 
injuries to his bloodstream which later 
resulted in pneumonia. 

The higher court ruled that the com- 
mission could establish damages from the 
sliver if it so desired but that it had no 
authority to assume that pneumonia was 
caused by it. 





S. J. LORENZ HONORED 


John J. Toohey, Jr., Commissioner of 
Labor of New Jersey and head of the 
state’s workmen’s compensation bureat, 
and his staff recently gave a testimonial 
dinner to Stephen J. Lorenz, retiring 
New Jersey assistant attorney general 
and advisor to the labor and compensa- 
tion bureau, in Newark. During his term 
as assistant attorney general he has done 
considerable work for the compensation 
bureau and recently gathered consider- 
able data which implicated some: tea 
lawyers who have been guilty of violat- 
ing the compensation laws. The matter 
has been placed in the hands of Prose- 
cutor Wachenfeld of Essex County, who 
is now taking up the matter. Mr. Lor 


enz has retired to private law practice. 
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= THE AETNA CASUALTY and SURETY 
been COMPANY writes more Water Damage 
aa insurance than all other companies com- 
™ bined. Each year more and more agents Water Damage 
riters realize what this coverage means to their 
ciation clients in protection and to themselves in Insurance 
cides increased sales. 
rogram Sie : . 
nchese This is a line that offers splendid oppor- For Factories, Warehouses, 
i tunities to the alert producer. There is a S A H 
Is con vast undeveloped field, both commercial tores, “Apartment Fouses, 
ar and residential, that awaits only intelligent, Hotels, Private Homes, 
al po —_— salesmanship to return fitting Theatres, Churches, 
in the . . 
s from Schools and other Public 
Graf Although Water Damage insurance is Buildin 
lecided needed twelve months in the year, many ” gs. 

producers find it a “natural” for Fall and 
wil , etic 
on early Winter solicitation a 
= If you are not now equipped to provide your as conditions require — 
ofthe clients with this much needed protection 
do = —_ — at = — Etna Water Damage 
f Har- the 4Etna’s facilities for underwriting an ° eqs 
ee silo . Legal Liability Insurance 
duties servicing it. 
ater 
i Etna Water Damage Insurance for the Home Owner 
oh may be written as one of the several coverages 


Included in AEtna Combination Residence Protection 
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ee THE ATNA CASUALTY & SURETY COMPANY 
= affiliated with 

These THE ATNA LIFE INSURANCE COMPANY — THE STANDARD FIRE INSURANCE COMPANY 
sation THE AUTOMOBILE INSURANCE COMPANY OF HARTFORD, CONNECTICUT 


“It pays to be an #tna-izer” 
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George Carter of Detroit 


Taciturn About His Many Achievements Which Include 


Building Up One of Outstanding Agencies of the 


Country; a Power in Association Affairs 


By Spencer Welton, Peripatetic Vice-President 


Utter the name “George Carter” before 
any group of qualified insurance practi- 
tioners and every man present will know 
instantly whom you have in mind. Except 
one be a neophyte figuratively not yet dry 
behind his business ears. Even then the 
amplification “George Carter of Detroit” 
establishes prompt identification. 

It is asserted—and it may even be a 
fact—by those more concerned with the 
form than with the substance that prop- 
erly a “W” follows the George. Presum- 
ably that was a tribute paid by a patriotic 
sire to the generic father of his country 

G. Washington—but to his peers the 
plethora of patronymics is as incongruous 
as Julius T. Caesar, Napoleon J. Bona- 
parte or Abraham Y. Lincoln. 

How come? 

Well, it’s like this. 

Constructive Activity His Desire 


George Carter has attained national 
stature because of what he has done in 
insurance as a business, because of what 
he has done for insurance as an institution 
but most of all, this reporter thinks, be- 
cause of his genuine desire to contribute 
something worthwhile to insurance prog- 
ress. 

His expressions of that habit of mind 
are spontaneous acts but never ill-advised 
for George Carter is before all else a 
level-headed business man. 

Executive responsibility inevitably grav- 
itates to him but the attendant honors 
mean infinitely less to him than the op- 
portunities afforded to do something con 
structive. That something must be con- 
crete, immediate and en, for while 
he prefers to be an idealist, George Carter 
is no visionary, 

In what crucible were these attributes 
fused ? 

George Carter was born in Hamilton, 
North Dakota, of English parentage. To 
that Anglo-Saxon strain may be credited 
his sturdy frame, his ruddy complexion, 
the reserved cordiality of his bearing and 
his directness of thought and speech. 

When the Carter family came to North 
Dakota and how they happened to select 
that state and town for the unveiling of 
the subject of this narrative is not at the 
moment germane. 

At any rate removal to Chicago soon 
followed so that the boyhood memories of 
George Carter are of Chicago where his 
schooling was such as was afforded by the 
curricula of grade and night schools. If 
there was lack of textual instruction it is 
not evident today in the Carter diction. 
If there is a Carter idiom it is an idiom 
gracefully reminiscent of his origin and 
is notably free from the cliche’s of the 
period. 

Which is not to say that he lacks fa- 
cility for vigorous expression in A. E. F. 
vernacular if circumstances seem to re- 
quire and the environment is appropriate 

The current renaissance of the bicycle 
adds dignity to the statement that the 
chief diversion of the Carter boyhood was 
the industrious pedaling of his “wheel” 
along the bicycle paths which then grid- 
ironed the city. 


General Manager at 18 Years Old 


George Carter tells you, matter-of- 
factly, that the major purpose of his early 
life was the finding and adequate filling 
of a job. Not a special type of job, just 
any job of work whose emoluments would 
fatten a highly attenuated purse. 


” 


So at what he calls “an early age” he 


GEORGE W. 


CARTER 


became oftice boy for the Orient Insurance 
Co. and was subsequently reinsurance 
clerk. How early that age must have been 
may be more than conjectured from the 
fact that at eighteen he was general man- 
ager for an Illinois Lloyds. 

This elevation, or this fall from grace, 
depending upon your point of view, lasted 
eighteen months at the end of which time 
the company retired from business paying 
all claims and unearned premiums. Then 
followed eight years in the Chicago office 
of Marsh & McLennan than which no 
more comprehensive and adequate train- 
ing school can be iméz agined., After that, 
in the laconic phrasing of Mr. Carter, “I 
came to Detroit.” 


The Taciturn Mr. Carter 


What he does not relate is that some- 
where along the line he became known as 
a “big producer” and the head of the De- 
troit Insurance Agency, certainly the big- 
gest institution of its kind in Detroit and 
one of the outstanding agencies of the 
country. 

In what fashion all that was accom- 
plished, how long it took and other col- 
lateral data would be profoundly interest- 
ing if it were possible to Pry the details 
loose from the taciturn Mr. Carter. 

The factual or case history of outstand- 
ing career men is always absorbing but 
what can an interviewer do with a man 
who answers questions about himself with 
a dithyrambic reference to an association 
project or achievement—who parries an 
interrogation about the scope and size of 
his business with a riposte about awaken- 
ing national consciousness to the impor- 
tance of industrial and traffic safety cam- 
paigns? 

So this then becomes an evaluation of 
the man himself—of the vigorous per- 
sonality which is George Carter rather 
than a recital of his achievements as a 
builder of imposing premium volumes. 

Primarily George Carter is a worker, 
with a faculty of concentration that en- 
ables him to quickly analyze, and promptly 
dispose of, the great number of executive 
auestions which find their way to his desk. 
That this intensity has a contagious qual- 
ity which travels down through the entire 
personnel of his organization is attested 





not only by the individuals themselves but 
is recognized and more often than not 
envied by visitors who have observed its 
workings. 

Outstanding Characteristics 

Expecting—and demanding—efficiency, 
restive under inaction, wholly intolerant 
of malingerers in thought and deed, quick 
to resent an affront to his person or to 
his intelligence, he is generous to the point 
of prodigality and always insists that the 
price of his giving shall be the preserva- 
tion of his anonymity. Those who walk 
with George Carter move fast but always 
he finds time to pause long enough to 
give “a leg up” to one who needs it. 

A youth of Detroit not old enough to 
have a driver’s license but driving an un- 
insured car ran into the Carter automo- 
bile with considerable resultant damage. 
The boy’s mother, a widow, with two 
small sons to support called at the Carter 
office to intercede for the culprit. At first 
stern, then paternal, Mr. Carter finally 
compromised with the relieved young man 
on the basis of a twenty-five cent weekly 
payment against the cost of repairing the 
damaged car. At intervals the accumu- 
lated quarters are returned to the grateful 
mother. 

Thus a careless youth was taught a 
sense of responsibility, started on the road 
to good citizenship and his earning power 
preserved to a needy mother. 

George Carter is definitely a force in 
insurance association work but he prefers 
the committee type of activity where his 
counsel is sought and followed. No sug- 
gestion of yearning for personal aggran- 
dizement has ever been imputed to him 
but his contributions to the common good 
have heen frequent and important. 

His interest in association work de- 
veloped soon after his arrival in Detroit. 
Michigan was one of the first states to 
develop the Insurance Federation idea 
and, as a matter of fact, for some time 
the head offices of the Federation were in 
the old Majestic Building in Detroit. 


Federation, Local Board and Agent 
Ass'n Leadership 


Mr. Carter was the second president of 
the Michigan Insurance Federation. Later 
he helped to organize the Detroit Local 
3oard and acted as its president for the 
first two years of its existence. The board 
continues active today with a membership 
of approximately two hundred. 

For twelve years Mr. Carter has held 
the chairmanship of the conference com- 
mittee of both the Detroit Association of 
Insurance Agents and the Michigan Asso- 
ciation of Insurance Agents and has rep- 
resented the agents of the state in their 
contacts with insurance companies in con- 
nection with the problems common to the 
business. 

For three years he was a member of the 
executive committee of the National Asso- 
ciation of Insurance Agents and served as 
chairman of the casualty conference com- 
mittee. During that time he created much 
discussion by recommending a reduction 
in the top commissions for workmen’s 
compensation insurance with a proposal 
that a percentage of the final commission 
he used for safety engineering service. 

George Carter is currently chairman of 
the conference committee of the Detroit 
and Michigan Agents’ Associations and 
also chairman of the National Counsellors 
of the National Association for W. U. A. 
territory. 

Eighteen years ago he organized the 
fire prevention committee of the Detroit 
Board of Commerce, was its chairman 
for three years and is still a member of 
the committee. 

As hereinbefore stated, Mr. Carter pre- 
fers to be active in committee work leav- 
ing the public addresses and appearances 
to others but there are few important in- 
surance meetings at which he does not 
appear, greeting old acquaintances and 
making new ones, always well groomed, 
always affable, always reserved. 

As a host at national gatherings his 
cordial and limitless generosity has 
brought him a great congregation of 
staunch friends while his poise enables 
him to withstand unruffled the onslaughts 
of confirmed “gate-crashers.” 

Even in his moments of relaxation 
George Carter finds it impossible to divest 
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Fidelity & Guaranty Fire Corp, 
Home Offices: Baltimore, Md, 


Se NR 
A Versatile Agent 


When it comes to versatility jy 
nearly every line of business ep. 
deavor. the medal should go to Wi. 
liam F. Eckbert, Jr., of Wren & Eck. 
bert, agent of Lewistown, Pa., in the 
estimation of the National Surety 
Fieldman. Telling about Mr. Eckber 
in its current issue the Fieldman 
points to the followin~ positions he 
has occupied in and around Lewiston 
in the past several years: 

Chief of the fire department for 
four years. 

Postmaster for more than nine 
years. 

Exalted Ruler of the Elks. 

Chairman of the county commis. 
sioners, chairman of the county Red 
Cross organization, secretary of Ley- 
istown Lodee No. 203, F. & A. M. 
and trustee of the Lewistown hos- 
pital. 

According to all reports he has 
made good in everything he has un- 
dertaken. 




















himself entirely of executive activity. He 
is president. of the Bloomfield Hills Coun. 
try Club, a director of the Oakland Hil 
Country Club, a director of the Recess 
Club and a director of the Economic Cli! 
of Detroit. 

At the moment he is merely a common 
or garden variety of member of the De 
troit Athletic Club but it is intimated that 
he is presently to be impressed into active 
service there. 

Tough Opponent in Golf 

George Carter modestly tells you that 
he plays and enjoys golf but opponents 
will tell you that he brings to the game 
the same intensity of concentration which 
distinguishes him in other fields of e- 
deavor which makes him an exceedingly 
tough opponent. Contract bridge is per 
haps his chief avocation but he is no slave 
either to the Culbertson or to any officid 
system in which he emulates that other 
unorthodox but equally consistent contrac 
winner, Jim Henry of Pittsburgh. 

Mrs. Carter is continuously interested 
in community fund work and in many 
other charitable activities. The Carters 
have given one hostage to fortune, 
daughter, Constance Virginia, now in het 
second year at Wellesley, profoundly ir- 
terested in her academic work. Never 
theless she has found time and inclination 
to become an expert equestrienne and at 
accomplished ballroom dancer. 

So there you have George Carter 0 
Detroit as his friends see him and know 
him. But if you think he acquiesced in 
or even assisted in the writing of this 
appreciation turn to the “Who's Who’ 
section of the Insurance Almanac and set 
his idea of autobiography. 

This is what he says and this is all he 
says: 

“Carter, George W., President Detroit Insur 
ance Agency, Fisher Bldg., Detroit, Mich.” 

Typical, eh? 


COMPULSORY DEBATE 

A feature of the General Brokers’ As 
sociation monthly meeting on Wednes 
day at its 60 John Street, New York. 
headquarters was a debate on com 
pulsory automobile insurance betwee! 
Philip M. Berlin and Herbert J. Pobs 
two insurance brokers who are activ’ 
in association work. There was a healt 
Giscussion on this mooted question. 


REGINALD N. CORNISH DEAD 
Reginald N. Cornish, acting secretat) 
of the Montreal branch of the recent! 











created Canadian Casualty U nderwritets 
Association and of the Canadian Aute 
mobile U nderwriters’ Association, die! 
recently. He is survived by a widow af 
his infant son. 
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In these days of crowded highways and fast motor cars it takes but a SPLIT SECOND 
of carelessness or poor judgment to cause accidents so tragic as to mar all the rest of life. 

Suffering, disfigurement, death are but a few of the DEMONS hidden in the split second 
that divides safety from calamity. 

Insurance can guard against financial loss but nothing can alleviate the endless regret 
at some needless disaster caused by carelessness. 











LOYALTY GROUP 


Firemen’s Insurance Company of Newark. N.J 1855 Milwaukee Mechanics Insurance Company 
The Girard Fire & Marine Insurance Co. 1653 National Ben Franklin Fire Insurance Co 
The Mechanics Insurance Co. of Philadelphia 1854 The Concordia Fire Insurance Co. of Milwaukee 


Superior Fire Insurance Company 
The Metropolitan Casualty Insurance Co of NY. 
WESTERN DEPARTMENT E 
644 RUSH STREET. CHICAGO, ILLINOIS 


CANADIAN DEPARTMENT 


451 BAY STREET. TORONTO. CANADA 


1871 The Capital Fire Insurance Company 
Commercial Casualty Insurance Company 
ASTERN DEPARTMENT 


10 Park Place 
Newark, New Jersey 








Oacanmirte 


1652 
16866 
1870 
1866 
1909 


PACIFIC OEPARTMENT 


220 BUSH STREET. SAN FRANCISCO, CAL. 


SOUTH-WESTERN DEPT. 


912 COMMERCE STREET. DALLAS, TEXAS 
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